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Introducing the 


WOOSTER 
W-CENTURY LINE 


... Of Pre-Conditioned 100% Pure Nylon Brushes 


Meet the Bonanza... first of Wooster’s ““NU-CENTURY’” line of 100% Pure 
Nylon Brushes! Here’s a paintbrush that’s really new, from the tip of its 
sparkling gold beaver tail to the tips of its flag-tipped filaments. Yes... 
flag-tipped! And it’s Wooster-formulated to provide top performance. 
¢ To celebrate Wooster’s one-hundredth year in brushmaking and to encour- 
age you and your trade to test this superior line of 
nylon brushes, the Bonanza in the master 
painters’ 4” size now is offered at a special 
low price. ¢ This offer is strictly limited, 
so act now! Order from your 
Wooster distributor repre- 
sentative today! 













Tipped! 


Wooster “NU-CENTURY” Nylons 
are Pre-Conditioned 


Flag-tipped filaments in both long and short lengths 
provide improved paint pickup and better all-around 
performance, give maximum bristle action from first to 
last stroke. This pre-conditioning of Wooster ‘‘NU- 
CENTURY" Nylons is one of the greatest forward steps 
in brushmaking since introduction of nylon paintbrushes. 


WOOSTER BRUSHES 


OSS-SE ET THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO + SINCE 1851 Wear 





UARANTEED 
USE IN ANYTHING 





IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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— | “The first thing I tell’em 
is, It's YALE!” 


Says Martin O’Hara, O’Hara Hardware Co., Ottumwa, lowa. 
“That's the big advantage in selling a line people know is good. With YALE 
there’s no question of quality. Selling is simply a matter of showing 
my customers the right YALE item for their particular needs.” 
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One of YALE’s 


super pin-tumbler 


padlocks—830 
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Here’s your best-seller in 
maximum security padlocks— 
the finest YALE makes! 





¢ Solid bronze case The phrase “It’s YALE” is the finest sales 
e Hardened steel point you can make about any padlock. 
shackle, chromium And when you can top that with the many 
plated extra selling features built into a YALE 
e Locks at heel and toe padlock, you've got a sure-fire formula for 
* Five pin-tumblers fast selling. Here’s a line that’s easy to 
° Changes “trade up.” There’s a lock for every pur- 
practically pose. It will pay you to keep them well 
: unlimited displayed. 
a Jas ik at 
ee 4 mV f\ E MARK 
M4 t a es y 
THE YALE AND TOWNE MANUFACTURING COMPANY 
Stamford, Conn. 
RUSH 
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Waar’s the surest hit for making money rapidly 
with files? 


answer: Put the popular favorites up front — and 


A good question—and an unfailing 


keep a well-selected chorus in the limelight, too. 
That’s the way to get the encores (repeats) at the 
box office (cash register ). 


Every hardwareman knows that in files his leaders 
are that well-known duo, Mii and Stim Taper. 
FLat, Rounp, and the Rasp triplets, Horse, Woop 
and SHOE, make a good supporting attraction. Here’s 
a suggested line-up — in either Nicholson or Black 
Diamond brand: 


cOls, NICHOLSON FILE CO. © 25 ACORN STREET ° 
aK (in Canada, Port Hope, Ont. ) 










A PAIR OF 
STARS 


...and a good 
\ supporting cast | 
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Mill Files in Bastard single cut and 8” and 10” lengths. For general 
sharpening and smoothing jobs. 


Slim Taper Files—6” Slim; 7” Extra Slim. For handsaw filing. 


Flat Files in Bastard double cut and 10” and 12” lengths. For repair 
work generally. 


Round Files in Bastard cut and 8” and 10” lengths. 


Horse Rasp, tanged type, in 12” size. One side rasp cut; other side 
file cut. 


Wood Rasp, half round, in 10” size. Both sides rasp cut. 

Shoe Rasp, 10” half round and double end. Half of each side ra-p 
cut; other half file cut. Has wide utility beyond shoe work. 
Consult your wholesaler. FREE CATALOG (either Nicholsor 
or Black Diamond). FREE BOOK, “File Filosophy,” on kinds. 
use and care of files. Write to — 


PROVIDENCE 1, RHODE ISLAND 
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& ic HOLSON -.. A FILE FOR EVERY PURPOSE 
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There’s something about new, 
strong steel chain that appeals to the average man 


The other day I opened up an ACCO-PAK 
of 4” Proof Coil Chain— put it on my 
counter. Just left it there — went on about 
my business. 

First man that came in looked at it a 
minute. Then he couldn’t resist dipping 
in and taking hold of that chain —letting 
it slip through his fingers — playing with 
it, sort of. 

I could see he was trying to think of 


some excuse to buy a length of that chain 
so that he could take it home and put 
it to work. 

You know it didn’t seem any time at all 
till I’d sold the whole 150 feet and opened 
up another ACCO-PAK. 

It’s just like the American Chain jobber 
salesman said. ‘‘Chain is one of those things 
it pays to keep out where men can see it and 
get their hands on it.’’ 


Sure, I sell AMERICA N—the complete chain line 


¢ o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments 


Can the Trade Handle 
This Job Itself? 


The Builders’ Hardware Exposition in Chicago 
was a most impressive affair. The exhibits were 
attractive and intelligently staffed. The meetings 
concerned themselves with subjects of live in- 
terest, and the social activities were organized 
on a friendly, low pressure basis. The weather 
cooperated by being ideal for the three days. 

All these factors combined to attract a large 
and actively interested group of builders’ hard- 
ware people to the Palmer House. The number 
of young men who are taking an active interest 
in the builders’ hardware field is very impressive 
and represents good insurance for continued 
growth and development in the future. 

John Schoemer and his headquarters assis- 
tants, and Jack Barlow and his committee, de- 
serve a bow for the able direction they gave the 
meeting. 

You’ll find a report of this meeting on page 87 
of this issue. 

The material outlook was naturally one of the 
chief subjects for discussion at the meeting. The 
picture outlined there is far from pretty, and 
there are many indications that it will get worse 
before it gets better. 

The growing tightness of metal supplies has 
focused new emphasis on efforts to obtain the 
greatest unit production possible from each 
pound of metal. This in turn brings up the sub- 
ject of a program of simplification and stand- 
ardization of products on an industry basis. 
Weeding out low volume and luxury items often 
makes possible considerable increase in unit out- 
put per pound of raw material. 

Bill Habbersett of NPA, who unquestionably 
understands his builders’ hardware and is an 
able administrator, presented, at one of the meet- 
ings, some very plausible reasons why such a 
program should be undertaken now, by the Fed- 
eral government, as represented by NPA. 

We have no quarrel with the end result that 
Bill Habbersett seeks. But we do feel that under 
today’s conditions any such program of stand- 
ardization and simplification should be under- 
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By W. A. Phair 


taken by the industry itself, and not by the 
government. 

There are many quick and easy reasons for 
passing the buck on this subject over to the 
government. But every one of those objections 
could be overcome if the industry tackled the 
problem with vigor. 

Industry objections to ballooning tax rates and 
increasing government payrolls become rather 
anemic and lack sincerity when tasks which in- 
dustry should perform are passed, by default, 
into government hands. 

Once you have deeded your interest to govern- 
ment, through your inaction, you will never get 
it back. History, and our own experiences, dem- 
onstrate that central governments always take 
power; they never relinquish it. This builders’ 
hardware situation may indeed seem but a very 
small part of the larger picture of centralized 
government, but in the final analysis the gov- 
ernment obtains its frightening power just by 
this very technique of absorbing “small” powers, 
until they add up to large powers. 

Many other industries have successfully 
tackled the standardization and simplification 
program themselves. If such a program is desir- 
able for the builders’ hardware trade, then the 
trade should tackle it themselves. 

It represents a simple challenge of the enter- 
prise system; an opportunity to demonstrate that 
this industry can stand on its own feet, and does 
not have to pass the buck to Government. 


The Paradox—Shortages 
Or Price Wars 


While there have been sporadic suggestions 
lately that a slightly better sales trend is devel- 
oping generally, consumer buying is still far 
from satisfactory and heavy inventories remain 
a problem for many dealers. 

Working off excessive inventory is always a 
slow procedure. It must be done carefully and 
intelligently, or great damage can be done to the 
selling power of a store. 

We’ve talked with some dealers who have taken 
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the attitude that the best way to reduce inven- 
tory is simply to stop buying. That would be an 
excellent method JF you start with a perfectly 
balanced stock. But no human has ever been able 
to achieve that state of perfection, so the first 
thing that happens is that you begin to run out 
of the fast moving, seasonal items. 

If you don’t replace these items, you end up 
sending annoyed customers to your competitors 
for merchandise you should carry, but don’t 
because you’re trying to reduce inventory. No 
store can stand that situation very long without 
suffering permanent loss of trade. 

The alternate, and prudent, method is to con- 
tinue to buy, but on a very selective basis with 
the emphasis on seasonal and fast selling items. 
If you want to stay in business, you must make 
sales, and you can’t sell what you haven’t got. 

As the year passes, there appear more and 
more reasons to believe that the early part of 
next year is going to see a tight situation in many 
consumer items, especially those made of metal. 
Many retail observers feel that there is a grow- 
ing realization of this fact among consumers, 
but at the moment a very unusual situation ex- 
ists, a situation which could change overnight. 

On the one hand, there is still a hope in the 
average consumer’s mind that the price break of 
early this year will be duplicated. The action of 
some of the big retailers tends to encourage this 
hope. 

On the other hand, the steady cutback of metal 
supplies available to producers of civilian goods 
is laying the groundwork for a definite shortage 
early next year. As soon as an understanding of 
this picture hits enough consumers, another buy- 
ing wave could get under way and effectively 
eliminate the possibility of another price war. 
But which will come first is anybody’s guess at 
this point. 

But regardless of how the picture develops, 
the key to profitable long term prospects is to 
behave as a hardware merchant, not as a specu- 
lator. 

While very few people have been happy about 
sales volume this past summer, it is a fact that 
retail hardware sales for the 12 months ended 
June 30, 1951, were running a half billion dollars 
ahead of the 12 months ended June 30, 1950.’ 
That’s a lot of hardware. 

The actual figures for the two periods are: 

July 1949-June 1950...... $2,044,000,000 
July 1950-June 1951...... $2,545,000,000 





Co-Op Tax Killed 
By Indifference 


Sen. Robert Taft’s behavior in giving his ap- 
proval to a plan to kill the Senate’s efforts to tax 
the co-ops is a severe shock to those who have 
luoked upon him as being more of a statesman 
than the average politician. His sudden shift in 
the co-op tax fight must be attributed to his 
presidential ambitions and an attempt to curry 
favor with the co-op forces because of their 
voting strength. 

The implication is, obviously, that Sen. Taft 
and the Senate Finance Committee have decided 


to ignore the needs of thousands of independent 
retail merchants who, while themselves facing 
still higher taxes, are going to be forced to con- 
tinue watching the competing co-ops operate 
without paying their fair share of taxes. 

How can this happen? The answer is simple. 

The co-ops have exerted greater pressure on 
the politicians than have independent merchants. 

When the first steps were taken in the Senate 
committee to consider taxing the co-ops, the co-op 
leaders put their powerful propaganda machine 
into high gear and, among other things, literally 
swamped Washington with mail from co-op mem- 
bers. The co-ops know how politically minded 
Washington is, particularly with presidential 
elections coming up, so they went to work and 
exploited this state of mind. 

You, Mr. Independent Hardware Dealer, were 
informed of this situation; you were asked to do 


your bit and write or wire your views to Wash- « 


ington. 

Did you write? Or did you leave it to George 
again? , 

It is a little difficult to blame a politician with 
Sen. Taft’s ambitions for blowing hot and cold. 
He feels the pressure of co-op members, but feels 
practically nothing from you independent mer- 
chants who have so much at stake in this matter. 

There is still hope that common sense will 
determine the final outcome, if you will put your 
full weight behind the tax equality principle. 

So now, before it is too late, write or wire your 
views to your senators, and send another copy to 
Sen. Robert A. Taft, Senate Office Building, 
Washington, D. C. 





Politicians Respect 
This Language 


Participation in the activities of your repre- 
sentatives in Washington is not only your priv- 
ilege as an American ... it is also your responsi- 
bility. 

As we have reported on these pages in the past, 
there are some hardware dealers who take a real, 
sincere interest in their government and who 
make it a point to exercise their right to free 
speech when they feel that action being taken in 
Washington is against their interests. 

A good example of effective “speaking out” 
comes to us from Schlafer’s in Appleton, Wis., in 
the form of a copy of a telegram which they sent 
to Washington. The telegram reads as follows: 

Sen. Joe McCarthy, 
Washington, D. C. 

Do you think it fair that our present un- 
bearable individual taxes be further increased 
when there are thousands of profit-making 
corporations not paying any? Please give the 
millions of us wage earners a break when 
voting on the new tax bill. 

The 50 employees of 
Schlafers, Inc., and 
their families. 

There is a potent argument, one that any poli- 
tician can understand. Now if 10,000 telegrams 
like that were sent to Washington, you would see 
Sen. Taft changing his mind again very quickly. 
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Complete line simplifies buying and inventory prob- 
lems. A Lockwood dealership is a valuable asset. 








LOCKWOOD HARDWARE MFG. CO. 


FITCHBURG, MASSACHUSETTS 
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NEWS and Views 


By Washington Bureaw of 
HARDWARE AGE 


Will Store Shelves Be Bare ?— 
Not for 6 Months Say Planners 


Whether or not there will be a severe shortage of 
hardware, appliances, and other civilian-type products 
in the months ahead is anybody’s guess in the opinion 
of Goverment forecasters. 

For example: The following statement reflects official 
Government thinking on the possibility of shortages 
this winter: “The period of painful dislocation is upon 
us.” On the other hand, compare that statement with 
this: “It will be a year or more before a pinch asserts 
itself in the civilian market.” 

Confused? As a retailer, you have a right to be. 

Goverment experts are unable, at this point, to agree 
among themselves as to the extent, during the next 
six months, that civilian production of goods must be 
cut back to permit military production. 

Manly Fleischmann, who has the final say over allo- 
cations of all steel, copper, and aluminum, puts it*this 
way: 

“Production of the broad category of civilian goods 
must give way to guns and planes and ships, with 
resulting sharp dislocations throughout the economy.” 

Recently-ordered cut-backs in civilian use of stain- 
less steel, for example, are expected to result in nearly- 
bare retailers’ shelves by next spring, as far as 
toasters, kitchen sinks and many appliances are con- 
cerned. 


OUTLOOK — Current inventories should 
balance out any production cut-backs for at 
least another six months. After that time, 
planning of civilian production will be recal- 
culated on the basis of the military’s needs. 


Higher Builders’ Hardware Prices 
May Rise From New Cost Factors 


Builders’ hardware items soon may be subject to 
new cost increase factors before they reach the re- 
tailer. Producers have asked that such factors apply 
to three separate branches of the industry: Builders’ 
hardware; butts and hinges; and door hangers, track 
- and hardware. 

After government pricers look over this recommen- 
dation, higher rates probably will result. 

There’s also going to be more deviation from the 
basic pricing regulations to take care of the specific 
needs or retailers, wholesalers, and manufacturers of 
hardware items. 

One example of an impending change is a proposed 
ruling on retail sales of new and used farm equipment. 
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Chief criticism of the regulation now followed is that 
it doesn’t lend itself to use in general commercial 
practice. 

An optional pricing method in the contemplated 
new regulation would allow retailers to determine 
ceilings on the basis of manufacturers’ list prices, 
plus a percentage mark-up to cover handling charges, 
freight costs and similar expenses. There also may be 
a provision for sales of used equipment on the basis 
of mark-downs from published list prices. 


OUTLOOK—Those closest to price controls 
realize more clearly than formerly the limita- 
tions of their measures. In San Francisco, 
price stabilizer Michael V. DiSalle told labor 
representatives: “We need the support of in- 
direct controls and of wage controls.” He 
promised, however, that the fight to hold the 
price line is still on. His agency is determined 
to make the fullest possible use of those con- 
trol functions Congress has prescribed. 


Congress to By-Pass New Fair 
Trade Legislation Until 1952 


Congress continues to show an almost total lack of 
interest concerning new fair-trade legislation. 

There apparently is little or no prospect of a new 
fair-trade law before 1952—at the earliest. Congress- 
men of both political parties are unimpressed with 
arguments that small retailers need such a law on the 
books now for protection when trouble starts — not 
months afterward when price warfare may have taken 
its toll of independent merchants. 

Last spring, following the Supreme Court ruling 
that non-signers fair-trade agreements were not bound 
by state fair-trade laws, committees of the Senate and 
House were loud in their announced declarations to 
enact new protective legislation for retailers. Thus 
far, this has been the extent of their action. Although 
one committee (Small Business Committee of the 
Senate) promised an investigation of price-cutting 
among retailers, the probe brought only a report stat- 
ing that price-warfare had “ended.” 


OUTLOOK — With adjournment of both 
houses of Congress slated for mid-October, 
there is little prospect of further action on 
this important subject for the balance of this 
year. Inaction probably will continue—until 
retailers convince the law-makers that legis- 
lation is needed to protect their interest. 


(Continued on page 142) 
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AND NOW 


TELEVISION 


On A Nationwide Scale 


SELLS MORE 


ARISTO-MATS 


WORLD'S FINEST ALL-PURPOSE STOVE AND UTILITY MATS 


for YOU! 


Television is the latest big gun in Phoenix Table Mat’s endless promotion 
campaign to help build your ARISTO-MAT sales. In key trading areas across 
the country ARISTO-MAT spots on television will be delivering hammer 
blow impact right at the local level—joining forces with the continuous 
national advertising campaign to add power to its drive. 

These are “selling” spots making full use of the most potent sales weapon 
in promotion history. 

Be sure that you reap the benefits from Phoenix’s greatest advertising 
campaign! 

Give ARISTO-MATS plenty of prominent display space in your store and if 
you’re low on stock get your reorder in today. 











SEE YOUR JOBBER—OR WRITE DIRECT: 
PHOENIX TABLE MAT CO. 
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Chicago 7, Illinois 


11 








Paste Wax Applier 


This new RolEas Paste Wax Ap- 
plier and Buffer rolls on paste wax 
and buffs floors easily. Spreads a 





thin, even coat of wax directly 
from can to floor as applicator is 
pushed over the surface. Wax does 
not need to be heated, and can is 
merely inserted in RolEas_ unit 
with the bottom opened. Handle 
may be attached to buffing unit. 
M & R Electric Mfg. Co., 2857 S. 
Park Ave., Buffalo 20, N. Y. 


Four-Piece Fly Rod 


This new four-piece Traveler fly 
rod, No. 1-6 trunk rod, is offered 
in two lengths and weights: four 
26-in. joints make an 81'4-ft., 5\%4- 
oz. rod; and four 24%%-in. joints 
make up the 8-ft., 5-oz. rod. Fea- 
tures include straight, rolled welt 








—— i a. <>. 
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and nickel plated ferrules, a plas- 
tic scrulock reel seat, and guides 


12 


include one-ring hard steel on the 
butt, with the balance bronzed steel 
snake. Wound in two colors of silk, 
the rod is bag-packed in a fibre 
case. Montague Rod & Reel Co., 
Montague City, Mass. 


Plastic Ware Line 


An entirely new matched line of 
plastic kitchen and bathroom acces- 
sories, called Federal Hostessware 
Matched Line, features the new 
3-Minute Adhesive Mounting that 








requires no screws or tools, for use 
on all surfaces. The line includes 
wax paper dispenser, knife holder, 
paper towel holder, memo pad 
holder, matchbox holder, toilet 
paper holder and paper cup dis- 
penser—all made of sturdy styron 
plastic. Available in red, yellow and 
white. Federal Tool Corp., 3600 W. 
Pratt, Chicago 45, IIl. 


Electric Driils 


There are six new electric drills 
for heavy-duty production drilling 
in metal and wood. Features in- 
clude die-cast polished aluminum 
housing, trigger switch with safety 
locking device, sealed ball bearings, 








three-jaw geared chuck, and chuck 
guard to protect worker’s hands. 
Can be supplied in any standard 
voltage, operating on either AC or 
DC, 60 cycles or less. Available in 





14, 5/16 and % in. chuck sizes, 
and either D shape or drop han- 
dle. Stanley Electric Tools, New 
Britain, Conn. 


Lawnmower Line 


A new Big Brother Model 52, 
22-in. cut, reel type power mower 
is a feature of the Davis Golden 
Anniversary line of mowers. This 


ssi 
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new mower has a tempered chrome 
alloy. cutter blade, a 1.6 h.p. engine, 
and the Flex-A-Matic Clutch with 
full safety release eliminates the 
need for a separate clutch-control 
lever. It is fully automatic. G. W. 
Davis Corp., Richmond, Ind. 


Sugar and Creamer 


Added to the Blissware lint of 
Matched Design plastics is this 
sugar and creamer set. Bodies are 





full view with scalloped bases, and 
creamer is designed to pour with- 
out dripping. Easy to clean, as well 
as chip-proof, odorless, tasteless 
and non-toxic. Available in red, 
yellow or green. Blisscraft of Holly- 
wood. 6674 Santa Monica Blvd., 
Hollywood 38, Calif. 





Steak Knife Set 


Six new-design Burns Serrated 
Edge steak knives are packaged in 
a velour and satin mounting with 
transparent acetate cover, desig- 
nated as Burns Steak Knife Set 
No. 1400. Knives are heavy double 
beveled stainless steel, with ivory 
finger-grip handles. An attractive 
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FOR THE HARDWARE DEALER 


card 
each set 


Christmas gift presentation 
will be included with 





shipped to dealers during the gift 
season. Burns Mfg. Co., Syracuse, 
N. z. 


Water Repellent 

H2-O-NO, a new clear silicone 
base liquid water repellent, is for 
exterior masonry surfaces. One ap- 
plication keeps water out of ma- 
sonry for periods up to five years, 
and it is claimed that it will also 


e0-N0 
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repel soot and dirt, minimize 
effluorescence and reduce spalling. 
Does not plug up the pores or pre- 
vent transpiration of air. Avail- 
(Continued on page 118) 
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SALES 


This Serv-Ur-Self counter mer- 
chandiser-display for Swing-A- 
Way wall type can openers, shown 
here, stocks up to 24 standard pack- 
ages, and is of natural birch with 
knotty pine finish. Dimensions are 
19x9x18 in. Also available is the 





Silent Salesman display, finished in 
four colors, which displays and 
stocks merchandise. Sales aid ma- 
terial is packed with each display. 
Swing-A-Way Mfg. Co., 4100 Beck 
Ave., St. Louis, Mo. 


Store Remodeling Book 


A 31-page booklet on store front 
and interior modernization, called 
“How to Give Your Store the Look 
That Sells,” is now available to any 
interested dealer. There are many 
“before” and “after” photographs 
and special pages devoted to hard- 
ware stores, electrical appliance 
stores, and others. A section also 

(Continued on page, 136) 
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JOBBER 
JULY, Fy, STOCKS 
JUNE ® — 
1951 14 
Weeks’ 
12 supply of 
JULY inventory 
1950 on hand 


Source: Dept. of Commerce 


Business Improving 
After Slow Summer; 
Good Holiday Prospects 


Retail trade, that finally seems to 
have developed a slow upward trend 
after a slow summer, will, in all 
probability, continue to develop into 
one of the biggest Christmas sed- 
sons on record. 

Though there are too many fac- 
tors that could upset any predic- 
tions that might be made about 
year-end business, there are many 
indications that the next few 
months will be better ones for the 
merchant. 

Record’ wage and salary pay- 
ments, as a result of increase de- 
fense activity, plus a backlog of 
individual savings, are favorable 
influences. 

If physical volume of goods sold 
should approach the mark of last 
year the dollar value could well sur- 
pass that of last year because of 
higher average retail prices. 

The inventory picture is consider- 
ably better at this point than it 
was earlier in the year, thanks to 
the relaxation of Reg. W. 

Appliances, large and small, still 
show slashed retail prices, but there 
are more ard more announcements 
of production cuts by factories. 
This indicates a more normal bal- 
ance by the end of the year. 

The picture in soft goods is 
brighter than it is in the field of 
consumer durables. A stronger de- 
mand for,apparel is reported. It is 
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» Slower Rise in Inventories 
» Collections Are Sluggish 


Loans to Dealers Heavy 


noteworthy that some leading man- 
ufacturers of shoes have started to 
mark down their prices. 

Dealers have an opportunity at 
this time to tie in their own promo- 
tional efforts with those of man- 
ufacturers of nationally known 
brands who are now launching 
some of the strongest advertising 
campaigns ever made. 


Only Half as Many 
Ranges Made in August 


August shipments of gas ranges 
amounted to 151,500, as against 
331,500 in August, 1950, reported 
the Gas Appliance Manufacturers 
Association. For the first eight 
months of this year shipments 
totaled 1,593,700 units, compared 
with 1,923,200 in the same 1950 
period, a 17 pct drop. 


Household Washer 
Output Drops 45% 


Factory sales of standard-size 
household washers in July totaled 
139,799 units, down 44.8 pct from 
253,119 in June, and off 50.5 pct 
from 282,261 sold in July, 1950, 
according to the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Sales of automatic dryers in 
July were down 34.2 pct from 
June, 26,268 compared to 39,908 
units, but showed an increase of 
11.4 pct over 23,588 in July a year 
ago. 

Ironers sold in July aggregated 
11,100 units, off 54.7 pct from 
June sales of 24,500, and were 55.8 
pet less than July, 1950, sales of 
25,100 ironers. 





68 of 100 Appliance Dealers in Survey 
State They Are in Favor of Fair Trqde 


A check of 100 appliance retail- 
ers, conducted by the National Ap- 
pliance & Radio Dealers Associa- 
tion, has shown the dealers to be 
strongly in favor of fair trade. 

Primary reasons cited were: fair 
trade gives protection against es- 
tablished brands being used for 
promotional lures; it puts small 
dealers on an equal basis with large 
ones; protects margin on products 
that require servicing, and bolsters 
the ethics of the industry. 

Of the 100 surveyed, 68 were in 
favor of Fair Trade, five were op- 





posed to it and three felt undecided 
at the time. 

Reasons given for opposition 
to fair trade were: “unenforce- 
able,” “Gives manufacturer control 
of our mark-up which is often set 
too low,” “not at this time,” “if 
some prices are controlled, all 
should be and we believe that con- 
trary to free enterprise,” and 
“never properly enforced, it caused 
discount house operations.” 

Representative of the responses 
favoring Fair Trade were: “Dis- 

(Continued on page 162) 
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There's more in this for you 
than meets the eye! 


Think of all the sales of other products be- 
hind every box of RB&W fasteners! 

RB&W bolts, nuts, screws and rivets are 
great hardware staples that constantly bring 
customers into your store and expose them to 
everything you sell. 

In addition to boosting other product sales, 
RB&W fasteners are top sellers in their own 
right, as hardware sales figures prove. And 
they’re one of the few profitable, fast-turn- 
over items that you can stock in quantity 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


without worrying about style changes or 
damage. Thus, you keep time-consuming re- 
ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on your 
shelves . . . clearly-labelled to show in a jiffy 
the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 





RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales offices at: Philadelphia, Detroit, 
Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 





106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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Do your Christmas stocking now with 
these beautiful, new 
“‘DESIGNED-FOR-SELLING’”’ G-E CLOCKS! 


When the Christmas rush begins, don’t get caught with in- 
sufficient stocks of these beautiful, new G-E Clocks. Now’s 
the time to get in your full Christmas order. Later may be 
too late . . . because, even now, the demand for these clocks 
is really terrific! And no wonder! These new G-E Clocks 








BEAU-ALARM— Luminous numer- 
als and hands on handsome wood- 
grain background of dial. Shatter- 
proof crystal. Styled in a case of 


sparkling ivory plastic. 


DOMESTIC—This kitchen clock has 
raised silver-colored numerals and 
ivory-textured dial. Crystal is shat- 
terproof. In red, green, blue, and 
yellow. 





MORNING STAR—Pilot light goes 
on and lets you know when alarm 
is set. Luminous hands and hour 
dots. In ivory-plastic case. Serves 
as handy night light, too. 
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Last call! Order 
for Christmas 


are tops for beauty, tops for value. And they’re taking the 
heart out of the spring-wound-clock business! What’s more, 


G. E. is sending out more clock advertising messages to 


your customers than any other manufacturer. 


First, there’s the popular “Garry Moore Show” on TV 
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a2 Be “4s 
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CLANSMAN— Newest kitchen clock 
in colorful plaids. Shatterproof crys- 
tal. Red sweep-second hand. In four 
brilliant plaids—red, blue, green, 
and yellow. 





DRUMMER—A new automaticalarm 
that resets itself. Luminous hands 
and hour dots. Shatterproof crystal. 
Red sweep-second hand. Ivory- 
plastic case. 





CONCORD—Beautiful Colonial 


reproduction. Mahogany case. Ma- 
hogany-colored hands and numer- 
als. Scrolled ivory-colored dial. 
Topped by polished brass ornament. 


over the nationwide CBS network. PLUS... 
week advertising in Life, Saturday Evening Post, Look, 
Woman’s Day, Coronet and the Farm Journal. It’s the big- 
gest advertising program in G-E Clock history! General 
Electric Company, Bridgeport 2, Connecticut. 


week-after- 





PURR-A-LARM— Luminous hands 
and numerals for telling time in the 
dark. Ivory-plastic case. Chocolate- 
brown dial. Shatterproof crystal. 
Gentle, soothing alarm. 





TWEED—Modern alarm with 


brushed-metal-finish case. Gold- 
colored numerals and hands. Red 
sweep-second hand. Textured tan 
dial. Wide base prevents tipping 
over in dark. 





CUE—New, low-priced alarm in 
ivory-plastic case. White numerals 
and hands on brown textured dial. 
Red sweep-second and alarm set 
hands. 
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your G-E Clocks now 





Chipper 


Made to 
Sell at 


NOW oni, 549s 


Plus 10%, fax 
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One of G. E.’s fastest-selling alarm clocks—with a great 
new selling feature added . . . luminous hands and hour 
dots! Modern-design case is made of attractive ivory 
plastic. Promote this big “‘plus”’ bargain in your store now! 


YOUR PRICE $3.12 (six or more) 
Full profit . . . limited time only . . . order NOW! 








GEMERAL .? ELECTRIC 











THE DE LUXE CLOCK SHOP—Now...a 
complete clock department in only 4 
square feet of floor space. Sturdy, per- 


manent fixture. Eye-catching antique G E N r 4 A [ - L b C T b | C 
finish. Easy to set up. Simple one-plug 


connection for all lights and one clock. 
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THE JUNIOR CLOCK SHOP — Solid wood 
SHOP—Counter or construction. Antique 
window unit for finish. Green and gold 
limited space. Holds background. Holds 5 
up to 12 clocks. 
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clock business or 
your money back! 





General Electric Com- 
pany will refund the net 
cost of any of these dis- 
play fixtyres if such fix- 
tures do not increase 
clock business for the 
six months following in- 
stallation—over the 
same six-month period 
of the previous year.* 


THE COUNTER CLOCK 


clocks. Ready to use. 


IIS II IEP 





These Clock Shops—and a de luxe CLOCK SHOP 
UPPER SECTION (not shown)—are available to 
you through a special “designed-for-you”’ deal curtail production or deliveries. 
... ask your distributor—today! 


Don't Get Caught Short At Christmas. . 








. Order NOW From Your G-E Clock Distributor! 
Prices and specifications subject to change without notice. 





These G-E CLOCK SHOPS are Guaranteed* to increase your clock business! 





0, 


| 
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*Provided government regulations or 
other causes beyond our control do not 








TURN IN YOUR SCRAP 






— HELP BALANCE 


The iron and steel scrap in your operation— 
old machinery, parts, fixtures, etc.,—is worth 
twice its weight in precious Mesabi iron ore. 
Today this scrap is a vital natural resource. 
Maximum steel production is impossible without 
it. Every pound of scrap you can salvage is 
needed to help meet today’s record demand 
for the steel to build a strong defense and 
to meet civilian needs. 









STEEL PRODUCTION! 






You have some of the 
Mesabi Range cluttering 
up YOUR plant! 


COMB YOUR OPERATION 
FOR STEEL SCRAP NOW! 


No matter what business you’re in, you 
probably have more scrap than you realize. 
Appoint a responsible man to round it up. 
Set a date to have the job done. Your local 
scrap dealer will pay you for the scrap you 
collect. He’ll speed it back into production. 
Act now. The need is urgent. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH 30, PA. 
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ware trade... 


Gren 


8 Goan ¢ GARDEN HOSE 


F rst in Volume Sales .. . First in Profits... 
‘irst in “Time Guaranteed” Customer Satisfaction... 


win American Hardware Merchants! 


Swan’s Garden Hose program is unique . . 
so much so that other programs do not truly compete! 
Hardware Merchants prefer Swan — that’s why they bought more 
than 20,000 Swan Merchandisers (illustrated at right). 
ers are still available through Swan Jobbers at only $5.00 F.O.B., 
Cleveland, Ohio. 


. tailor-made for the hard- 


























NO. COLOR SIZE PACKAGING SHIPPING UNIT WT. 
127 Green Full 25-ft. coil coupled 5 coils per 125-ft. carton 42 Ibs. 
%-inch 50-ft. coil coupled 5 coils per 250-ft. carton 80 Ibs. 
75-ft. coil coupled 3 coils per 225-ft. carton 76 Ibs. 
250-ft. coil uncoupled 1 coil per 250-ft. bale 80 Ibs. 
































NO. COLOR SIZE PACKAGING SHIPPING UNIT wT. 
708 Red Full 25-ft. coil coupled 5 coils per 125-ft. carton 36 Ibs. 
%e-inch 50-ft. coil coupled 5 coils per 250-ft. carton 70 Ibs. 
75-ft. coil coupled 3 coils per 225-ft. carton 67 Ibs. 
250-ft. coil uncoupled 1 coil per 250-ft. bale 70 Ibs. 
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NO. COLOR SIZE PACKAGING SHIPPING UNIT WT 
105 Black Full 25-ft. coil coupled 5 coils per 125-ft. carton 36 Ibs. 
%-inch 50-ft. coil coupled 5 coils per 250-ft. carton 70 Ibs. 
75-ft. coil coupled 3 coils per 225-ft. carton 67 Ibs 
250-ft. coil uncoupled 1 coil per 250-ft. bale 70 Ibs 
































40. COLOR SIZE PACKAGING SHIPPING UNIT wT. 
103 Black Full 25-ft. coil coupled 5 coils per 125-ft. carton 32 Ibs 
%-inch 50-ft. coil coupled 5 coils per 250-ft. carton 62 Ibs. 

250-ft. coil uncoupled 1 coil per 250-ft. bale 62 Ibs 














NO. | COLOR 









205 | Black 





206 | Black 





SIZE PACKAGING UNIT BALE wT. 
Full %” 25-ft. coil coupled 10 coils per 250-ft. bale 100 Ibs. 
50-ft. coil coupled 5 coils per 250-ft. bale 100 Ibs. 
250-ft. coil uncoupled 1 coil per 250-ft. bale 100 Ibs. 





Full 1” 








250-ft. coil uncoupled 





1 coil per 250-ft. bale 








130 Ibs. 


VAN RUBBER COMPANY * BUCYRUS, OHIO 





Merchandis- 


SWAN GREEN—GUARANTEED 15 YEARS! 


Here’s the finest garden hose money can 
buy. This full %-inch hose has smooth, 
tough inner tube reinforced with two 
braids of heavy rayon cord. Beautiful 
green cover of wear-resisting Neoprene, 
and nickel-plated MAXIVOLUME cou- 
pling. Guaranteed to withstand all city 
water pressure. 


SWAN RED—GUARANTEED 10 YEARS! 


Full %-inch hose. Has smooth, tough 
inner tube, and a single braid of heavy 
rayon cord. Attractive red cover of gen- 
uine Neoprene, and solid brass MAXI- 
VOLUME coupling. Guaranteed to with- 
stand all city water pressure. 


SWAN BLACK—GUARANTEED 5 YEARS! 


A full %-inch hose with a single braid of 
light rayon cord, and a good looking 
black cover “of Neoprene. Solid brass 
MAXIVOLUME coupling. Guaranteed 
to withstand all city water pressure. 


SWAN NO. 703 BLACK 


Swan No. 703 full %-inch inside diam- 
eter black is a special leader hose built for 
price purposes. Has a smooth seamless 
inner tube reinforced with a strong body 
of hose yarn to which is vulcanized a 
tough wear-resisting natural rubber cover 
coupled with brass couplings. 


SWAN TWO BRAID INDUSTRIAL HOSE 


A special purpose, extra heavy duty in- 
dustrial type hose for estates, golf courses, 
greenhouses, etc. Has two braids of 
heavy rayon cord, thick Neoprene cover, 
and patented Swan MAXIVOLUME cou- 
pling. Guaranteed to withstand all city 
water pressure. 


~ The World's Largest Manufacturer 


of Garden Hose 
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Swan offers a new improved all-plastic garden hose in 


dark green with beautiful corrugated design which has 


extra eye and sales appeal. Made of all Vinyl Plastic! 


Wy PLASTIC GARDEN HOSE 


Guaranteed in Writing for § Years! 



































NO. COLOR PACKAGING UNIT SHIPPING CARTON wT. 

150 Green 25-ft. coil coupled 5 coils per 125-ft. carton 23 Ibs. 
50-ft. coil coupled 5 coils per 250-ft. carton 45 Ibs. 
75-ft. coil coupled 3 coils per 225-ft. carton 40 Ibs. 












Swancdeée 


the REINFORCED PLASTIC Garden Hos 


NOW GUARANTEED IN WRITING FOR 10 YEARS 




















































NO. COLOR SIZE PACKAGING UNIT SHIPPING CARTON wT. 
857 Green Full 25-ft. coil coupled 5 coils per 125-ft. carton 26 Ibs. 
% 50-ft. coil coupled 5 coils per 250-ft. carton 50 Ibs. 
Inch 1.D. 75-ft. coil coupled 3 coils per 225-ft. carton 45 lbs. 

NO. COLOR SIZE PACKAGING UNIT SHIPPING CARTON WT. 
867 Green Full 25-ft. coil coupled 5 coils per 125-ft. carton 33 Ibs. 
% 50-ft. coil coupled 5 coils per 250-ft. carton 65 Ibs. 
Inch 1.D. 75-ft. coil coupled 3 coils per 225-ft. carton 58 Ibs. 





































































NO. COLOR SIZE PACKAGING UNIT SHIPPING CARTON wT 
858 Red Full 25-ft. coil coupled 5 coils per 125-ft. carton 26 Ibs. 
% 50-ft. coil coupled 5 coils per 250-ft. carton 50 Ibs. 
Inch 1.D. 75-ft. coil coupled 3 coils per 225-ft. carton 45 Ibs 

NO. COLOR SIZE PACKAGING UNIT SHIPPING CARTON WT 
868 Red Full 25-ft. coil coupled 5 coils per 125-ft. carton 33 Ibs 
% 50-ft. coil coupled 5 coils per 250-ft. carton 65 Ibs 
Inch I.D. 75-ft. coil coupled 3 coils per 225-ft. carton 58 Ibs 





















First with Powerful 
National Advertising 


Year after year Swan has been publishing powerful full- 
colorconsumer advertisements in such leading magazines as 
“Better Homes and Gardens 


> @ 


, “The Saturday Evening Post 
and “Sunset”. Swan will continue to help Hardware Mer- 
chants sell Swan Hose with powerful national advertising. 
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SWAN PLASTIC NO. 15 


This beautiful dark green all-plastic hose; 
so light that a child can handle a large co 
with ease. Has smooth, mirror-like finis) 
Will not fade, crack or rot—cleans easi! 
with a damp cloth. Equipped with Swan 
nickel-plated MAXIVOLUME couplin 
especially designed for Swan plastic ho 
to help minimize leaking or tearing loo 


at couplings. Guaranteed to withstand a 


city water pressure. 


Hardware merchants are familiar wit] 
Swanite which was introduced in 194 
and which has proved to be an outstanding 
hose development. For those who demani 
the rugged durability of a rayon-reinforced 
rubber hose, plus the lightweight, and spar 
kling beauty of a plastic hose, Swanite fill 
the bill! 


Swanite is available in two sizes and tw 
colors—full 1% and %-inch inside diam 
eters, in either brilliant red, or sparkling 
green. 


Swanite has a smooth, seamless inner tubj 
of tough rubber, reinforced with genuin 
DuPont Cordura rayon cords, imbedded i 
the tube by a special Swan process, whic 
assures maximum strength, flexibility an 
resistance to kinking. 


Swanite’s brilliant red or green corrugatet 
plastic cover has a high gloss, mirror-liki 
finish that sets a new standard in hose cove 
beauty and durability. Equipped wit} 
nickel-plated MAXIVOLUME coupling fo 
50% faster water flow! 
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Meaning: “Sure, 


EVERYTHING HINGES ON HAGER £"" 





C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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LEAKY OVERSHOE 











JUNCTION BOXES 
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TENNIS RACQUETS OUTDOOR WIRING 
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AUTO DISTRIBUTORS 


FIXTURE OPENINGS 














EXTENSION CORDS 


GOLF CLUBS PLASTIC RAINCOATS 














New! Plastic tape for home repairs 


Now professional-quality ‘“‘Scotch’”’ No. 33 Elec- 
trical Tape is available to your customers for 
dozens of different home repair jobs! 


This super-thin plastic tape takes the place of 
bulky old style tapes on all kinds of indoor and 
outdoor wiring. Will not dry out, resists sunlight, 
weathering, acids, oils and alcohols— it’s water- 
resistant, too! Carries the seal of Underwriters’ 
Laboratories. 

And because ‘“‘Scotch” No. 33 Electrical Tape 
is stretchy, with a smooth plastic backing, it’s 
perfect for many other home repair jobs. Conforms 
easily to any shape, and sticks! 


Attractive display No. 196 takes up a minimum 
of counter space with twelve 4” x 150” rolls. 
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Ask your wholesaler or 3M Salesman for “Scotch” 
No. 33 Electrical Tape today. It’s making easy 
work out of dozens of home jobs. Replaces all 
other insulating tapes. 





The term “Scotch” and the plaid design are registered trade marks for 
- the more than 100 pressure-sensitive adhesive tapes made in U.S.A. by 

Minnesota Mining & Mfg. Co., St. Paul 6, Minn.— also makers of 

“Scotch” Sound Recording Tape, “Underseal” Rubberized Coating, 


SCOTCH 


“Scotchlite” Reflective Sheet- 

ing, “Safety-Walk" Non-slip 
Surfacing, "3M" Abrasives, 
"3M" Adhesives. General 
Export: Minn. Mining & Mfg. 
Co., International Division, 270 
Park Avenue, New York 17, N.Y. 
in Canada: Minnesota Mining * 
& Mfg. of Canada, Ltd., London, Can, 


BRAND 





Electrical Tape & 
No. 33 : 
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When 
you're asked about 
Natural Wood 
Finishes — 
the natural answer 
is 


Fis 





Here’s why: 





| 





| ! N 
S 4 . LLAC FOR FLOORS « PANELING ¢ FURNITURE « ALL WOODWORK 


@ SHELLAC Won't Scratch or Mar 
© SHELLAC will Not Darken with Age 
© SHELLAC Outwears Other Finishes 


Today—more and more—the trend is toward natural wood finishes. That's true in both new 


homes and those being modernized—in living rooms, rumpus rooms, dens and kitchens. 


Naturally, customers seek your advice. And, naturally, you’re sure when you recommend 


shellac—the satin-smooth, time-tested, truly dependable surface finish. 


SHELLAC 7s good advice! SHELLAC 2s good business! 


a Cn 


SHELLAC 


CLARITY - ADHESION - TOUGHNESS - FLEXIBILITY 


Na aily Addt {' Natrona Put 
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SHELLAC INFORMATION BUREAU 

of the American Bleached Shellac Manufacturers Assn., Inc. 

65 Pine Street, New York 5, N. Y. 

Please send, without obligation, full information and retail selling 
helps on shellac. 





Name. 





Address 


City. Zone State 








Signed 
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THE DEMAND FOR 


Aten 24 Ly 


OF HIGH QUALITY 
BUILDERS HARDWARE 
NECESSITATED 
THIS MODERN PLANT 





Excellent products create demand . . . Demand, in return, necessitates 
the finest in production “methods . . » Consequently, Skillman is now 
manufacturing their highly-desired 21 Lines of Quality Builders Hard- 
ware in a new, modern, 40,000-square-foot building illustrated above. 


SKILLMAN HARDWARE MANUFACTURING COMPANY 
1700 NORTH CALHOUN STREET ¢ TRENTON @© NEW JERSEY @ USA 














Ss 
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MR. DEALER: 
You can always 
be COMPETITIVE 
d when you sell* 
Lenk Target Solder. 
Ask your Jobber 
for Target today! 











ck these NEW 
SALES .FEATURES 


New “Kant-Leak” Acid Flux 
New Sales-Catching 3 Color Cartons 


New Improved Rosin Flux 





New Easy-Feed Coil 


New “ALL 3 ASSORTMENT” - see % below 


ACID CORE 
SOLDER 


HANDY 1 LB. COILS PACKED IN 
COLORFUL INDIVIDUAL CARTONS 
50 Ibs. of a type te a case 

. or take advantage of our 


* ALL 3 ASSORTMENT: 
{« one pound Coils Acid Core 
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10 one pound Coils Rosin Core 
10 one pound Coils Plain Wire 


.-e the Top-Profit 
Package for YOU 


Yes, this is the famous blue and brown box that 
brings you these merchandising advantages: 


Ready Acceptance by your Trade 


Full count of Grade-A Screws and Bolts in every 
box, assured by American Quality Control that 
AMERICAN includes close inspection of all factors that 
SCREW make perfect fastening performance. 

Consistent advertising like this...as well as in 
COMPANY the industrial-user magazines...and in the 
WILLIMANTIC, CONNECTICUT ultimate-consumer magazines that reach the 
Sete Oine & Men buyers of American-fastened products. The 

Willimantic, Conn. American name is in print all the time! 

Office & Plant, Norristown, Pa. ’ * . 
(a Sine Geithiiin tien © And there’s why the American package is the 
package of top profits for you. 
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Big Christmas 


Gift SPECIAL! 


Order New Home-Utility Merchandising Deal 
NOW — Right in Time for Holiday Profits! 
Get Handsome Christmas Displays... FREE! 


This dramatic, eye-catching Home-Utility Merchandiser 
is made to order for boosting your sales at Christmas and 
all year ’round! It stops customers, starts sales. Adds a 
colorful touch to your store. Displays Home-Utility Tools, 
Kits and Accessories—ready for easy demonstrations from 
five electric sockets. Gives you a good profit on a popular 
Home-Utility assortment, pays for itself in a short time! 

Get ready for big Christmas gift sales now! Cash in on 
the big year-’round market for portable electric tools. See 
your Home-Utility Distributor for full details on the 
profitable HU-1100 Merchandising Deal. Or write to: The 
Buiack & DECKER Mfg. Co., Dept. H-653, Towson 4, Md. 


BLACK & DECKER 


HO 7 
Visit our Booth +70 (1st Floor)——-NATIONAL HARDWARE SHOW 
Grand Central Palace, New York City—Oct. 8-12 















Bia ck Panther 
Merchandising Displays Build Your Sales 


These beautifully designed Black Panther Display Boards 
attract customer attention, get impulse sales, 


They're made to show off the tools and at the same time let 


your customer service himself, buying direct from the board. 


Glazier Points 


BLACK PANTHER 
DISPLAY BOARD 





Tools include fast-selling items in both the popular price and higher price field. 


Both boards shown are the same size, 15”x16”, and hold the same value in tools. 


Wood Scrapers 


BLACK PANTHER 
DISPLAY BOARD 





No. 2 
Tool No. List Price 
50 —Putty Knife ............000 $0.15 ea. 
70 —Wall Scraper ...............4 25 ea. 
80 -—Linoleum Knife .............. .40 ea. 
55-1 %4F—Putty Knife ...............000000 85 ea. 
75-3F —Wall Scraper ..............000 1.20 ea. 
85-212 —Linoleum Knife .............. .70 ea. 





Buy Your Black Panther Tools Through Your Jobber 


BLACK PANTHER TOOL COMPANY | 


401 North Broad Street, Philadelphia 8, Pennsylvania, U.S.A. 


Bowling Alley Wax 
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No. 1 
Tool No. List Price 
40 —Wood Scraper .................. $0.15 ea. 
41 —Wood Scraper .................. .45 ea. 
42 —Wood Scraper ...........:0000 85 ea. Hi Model 200 Floor Polisher 
46 —Triangle Scraper .............. 90 ea. 
48 —Half Ogee Scraper ........ .90 ea. 
66 —Razor Blade Scraper ........ .30 ea. 
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PROFIT LINE 


TO SHOW THEM IS TO 
SELL THEM 








A COMPLETE LINE 


of hand, continuous, com- 
pressed air, knapsack, bucket, 
wheelbarrow and barrel 
sprayers. Also hand and crank 


powder insecticide dusters. The World's Most Beautiful 
We are the originators of Sprayer 


sprayers and our products are 





Nozzle 







of outstanding quality in en- 
gineering, modern design and 
performance. 


2 sizes: Pint, Quart 






World's finest continuous sprayer. 
Large, glistening solid copper tank. 
Pump barrel is highly polished brass, seamless. Ap- 
pealing, modern design. Sprays any liquid. Pint, 
Quart (39 ounce). Strongest construction. Extremely 
popular. A fast seller. 


SPEEDEX Garden and 
Tree Sprayer 


Solid brass. 
Large adjust- 
ee able nozzle 
“= sofor = spraying 
trees, shrub- 


bery, flowers, 
weed killing, 
if ete. Sturdily 
I) built. Low 
priced. tn 
big demand. 




















EZ 5 GAL 
KNAPSACK 
SPRAYER 


Finest knapsack 
sprayer made 
Pump lever de- 
velops high 
pressure easily 
while spraying. 
5 gal. zinc-grip 
steel or copper tank. 
Tank is air conditioned 
preventing dampness 
reaching the back. Ad- 
justable brass nozzie. 
(Recommended by Ex- 
tension Services.) 


BANNER 


Compressed Air | *” 
Sprayer 

The outstanding com- 
pressed air sprayer. Electric 
seam welded tank. Stream- 
lined dome top. (Open or 
funnel type.) Galvanized 
or solid copper tank. Non- 
clog angle nozzle. 

















Agricultural Experiment Stations 
consider this one of the finest 
dusters on the market. Easily 
operated. Adjustable feed lever. 
Precision built for hard service. 
Light weight. Comfortable to carry. 











JIM DANDY CART F } HAND SPRAYERS 
SPRAYER 


5 gal. 
extra 
strong 
com- 
pressed 


BARREL SPRAY PUMP 


L. ahh 


All brass working 


























parts. Develops air tank. 

oe heavy pressure. : Pressure 
Attaches to any See! wheel or balloon tire. gauge. All styles and sizes. House- 
barrel. Sprays in- High pressure tank if desired, Ball hold d : Ss 
secticides, white- | 18 gal. bucket tank. Constant bearing Ie GBS COMTINEOES. llreNg 
wash, paints, dis- high pressure. Far superior to wheels. Large construction. Attractive appear- 
infectants. Gives ordinary styles in construction rubber tires. High- ance. Low priced. 
years of service. aad performance. ly popular. 

















Heed, well #D.B. SMITH & CO. 420°;, UTICA 2, N. Y. 


tised, we 
known back type 
fire fighter. Uses 
only clear water. 
In big demand 
by fire depts., 
campers, 
farmers, home 
owners. 


AQUAM 
QUAMATIC NOZZLE INDIAN FIRE PUMP [Tag Dalla) male bell 





Please send us a copy of your catalog No 
63 describing your sprayer & duster line 
Our jobber is 


The ideal garden hose nozzle. 
All brass. Combination of 
Sprinkler No. 74 and Fire 
Nozzle No. 72. Throws soft, 
large spray or solid stream. 
Positive shut-off. NAME 











D. B. SMITH & CO. 703 main st. UTICA 2, N.Y. ADDRESS 


“ORIGINATORS OF SPRAYERS SINCE 1888" 


CANADIAN REPRESENTATIVE GORDON L COHOON 1265 STANLEY ST MONTREAL 2 CANADA 





) ZONE STATE 
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SELL MORE 
STEEL TAPES 








Front and rear views of the all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


either one of the two assortments which come to you packed 
in this handsome display. 

You, as a hardware dealer, already know the sales ad- 
vantages of WYTEFACE Tapes. The black markings on the 
white background are easy to read in any light. 
The patented white surface prevents rusting and 
will not crack, chip or peel off—and it is easy 
to keep clean. 


With this merchandiser, you can sell WYTEFACE 
Steel Tapes and Tape Rules faster than ever before. 


NCREASE your sales of WYTEFACE® Steel Tapes and Tape 
Rules by putting this merchandiser to work in your store. 
It takes less than 1 square foot of space, yet: 


¢ It displays a popular assortment of WYTEFACE Steel Tapes 


and Tape Rules where more customers will see 


and buy them. 
Drafting, 


a complete stock. 
Reproduction, 


¢ It has sales helps printed on the back to aid Surveying Equipment For complete details, ask your jobber or write 
your clerks in making sales. and Materials. 


aede Ran Keuffel & Esser Co., Hoboken, N. J. 
Next time you order WYTEFACE Steel Tapes Measuring Tapes. * Trade Mark, Wyteface Steel Tapes ere protected by 
and Tape Rules and Refills ask your jobber for 


KEUFFEL & ESSER CO. 


EST. 1867 
NEW YORK + HOBOKEN,N.J. * CHICAGO «+ ST.LOUIS * DETROIT * SANFRANCISCO +« LOSANGELES + MONTREAL 





© Its glass front and sturdy metal construction dis- 
courage pilfering. 


© It has a roomy back compartment which holds 
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BARROWS 








You have been waiting for these. . . 
JACKSON Te 


Deluxe EACH BARROW 


COMPLETE 
IN ONE CARTON 


One knocked-down barrow in- 

cluding handles in a strong car- 

ton meeting I. C. C. and Postal 
regulations 


FOR HOME USE 







Sturdy, steel pipe sectional handles, easy to assemble wheelbarrows that save time and space. Simple, 
illustrated assembly instructions are in every carton. All you need is a small wrench and pliers. 


PAL WITH ROUND FRONT 
JAX WITH SQUARE FRONT 
PRESSED STEEL TRAY 









POINTS OF SUPERIORITY 


l Steel pipe sectional handles 
F support full length of tray. 


2 Tubular insert joins handle sec- 
* tions, retaining the rigidity of a 
one-piece handle. 


3 Sturdy channel steel legs are strongly 
* _ cross-braced and bolted, and cradle 
handles at tray bolts. 


4 Front tray braces provide extra support, 
* a Jackson feature not generally found 
on other makes. 


5 Ball Bearing, disc wheel. 1/.” axle with four 
* nuts makes rigid front end. Bolted wheel 
structure permits changing tire. 
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= 
What a Name | Your best assurance of a good season 
* in sleds is this flying eagle. You’ll have ; 
a hard time finding a boy or girl, mother or dad, who does not know 
and believe in the quality behind the famous trade mark. 


What a Sled | It takes only a few seconds to realize 
* there is no other sled like a Flexible Flyer.* 
Selected woods and steels, sturdy construction, extra safety features, 
attention to every detail in design and beautiful finish make Flexible 
Flyer a cherished and practical life-long possession. And only Flexible 
- Flyer has both 
SUPER-STEERING* 
and AIRLINE* SAFE- 
TY RUNNERS, the 
greatest advances 
since the sled was 
born! 


What a Racer For thie, for year ’round sales, or 
* 


sales in snowless areas, Flexible Flyer 
gives you Flexy Racer*—‘‘the sled on wheels” —with terrific appeal for 
6 to 12 year olds. 


Perfect Control for Safety - 


The only coaster 
with two wheel 
brakes .. . operated 
by twisting the 
steering bar without 
taking hands from 
steering control. 

















Note: Instant steering—instant braking, in combination. 


+ 
What all 0) ortunity | With Flexible Flyer 
® Sleds and Flexy Racers 
you have the boy-girl market covered for Christmas, for the winter, 


for all year. But don’t wait until the last minute to order or you may 
be sorry. Get your order in now. 


§. L. ALLEN & C0., INC. . 403 Glenwood Ave., Philadelphia 40, Pa. 


*7T.M. Reg. U.S. Pat. Off. Write for illustrated folders and price lists. 
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CONTINENTAL SCREW COMPANY 
New Bedford, Mass. 


Manufacturers of famous HOLTITE-Phillips and Slotted Head 
Screws and Bolts and Allied Fastenings, both Special and Standard 


HOLTITE ¢ngincered FASTENINGS 
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You have to have Coleman’s Ca3 


TO GIVE THAT EXTRA PUNCH TO YOUR OIL HEATER SALES 











co 

7 

eo 

e 

% 
That new engineering marvel — 2 
automatic draft control synchro- e 
nized with automatic fuel control e 
valve. Gives the same fuel-burn- 
ing efficiency on low setting as on You have to have Coleman to 
high setting—saves up to 25% on ; 
fuel costs! It’s Coleman efficiency, have FUEL-AIR CONTROL! 
Coleman economy, and it sells! 

nn 

® 

a 

® 

* 

a 

* 

. 

e 

2 Coleman’s magnificent line of auto- 


matic heaters is absolutely in a 
class by itself. Nothing can com- 
You have to have Coleman pare with the spectacular new 

functional “high style” models... 
to have SELLING BEAUTY! the distinguished De Luxe Consoles 
. .. the smart-looking new Master 
Circulators! It’s Coleman beauty, 
Coleman styling, and it really sells! 





Compare Coleman price-wise 
with the nearest possible model 
that any other 1951 line offers. 
Coleman offers a model for every 
purpose, at a price for every 
purse. 50 years of experience has 
taught Coleman how to make You have to have Coleman 
better products for less money— to talk PRICE! 

at a good profit to you. Coleman 

quality, Coleman know-how, 





Coleman pricing really sell! a 3 
Coleman Oil Heaters are listed ae a, ee 
under label service by Under- f oe pi 
writers’ Laboratories. me 
ae PE Mts e 
For full information about the marvelous Coleman line of Oil & 
Heaters, get in touch with your Coleman distributor or write today @ 


to The Coleman Company, Inc., Dept. HA-952-1, Wichita 1, Kans. 


COMFORT COSTS 
SO LITTLE 
WITH A 


AUTOMATIC OIL HEATER 


AMERICA'S LEADER IN HOME HEATING 





34 HARDWARE AGE, OCTOBER 4, 1951 








als 
7\~ 





HARD’ 











nsoles 
faster 
2auty, 
sells! 


TER 


TING 





You can put your confidence n- 
























90 feet—Cored Balls 
Packed 12 balls to box 





ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f. 0. b. 
Mill, Lawndale, N. C. or Marietta, Minn. Orders 
of $20.00 to $50.00, freight allowed to $1.00 
per cwt. Freight prepaid does not include ex- 
tra charges incurred outside carriers regular 
zone of delivery. 








anal 





line 


PARCEL POST TWINES ~ 
GIFT CORDS 

SEA ISLAND TWINES 
HOUSEHOLD TWINES 
KITCHEN LINES 
EXPRESS TWINES 
KITE CORDS se 
CHALK LINES ’ 
JUMP ROPES 
WRAPPING TWINES 
MOP HEADS 
STARTER ROPES 
SHOE LACES 


(Samples furnished on request) 





The Original 
Regular 


Standard 
Genuine 


Parcel Post Twine 


R) 








2/ ART. 514 


| Ibs 





Parcel Post Twine, is a featured item with 
us .. . we believe in the original 12 ply 
construction, with which. we get—27 Ibs. 
tested break. Of course, the MIKE line also 
has parcel post twine from 8 to 24 ply, 
testing from 16 to 49 Ibs. 


| Breaking 
| Strength 


Cleveland Mills Company | LAWNDALE, NORTH CAROLINA 


ESTABLISHETL 
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N addition to Koroseal, B. F. Goodrich offers you 
Garden Club, Maxecon and Signal for customers 
who wish rubber hose or prefer a lower priced product. 
MAXECON is the finest rubber garden hose made—stands 
12 times normal city water pressure. GARDEN CLUB is a 
famous BFG brand—soft, attractive green, best light- 
weight rubber hose made, guaranteed 10 years. SIGNAL— 
an attractive black, low-cost hose to complete the line. 


KOROSEAL, however, is still the big news in garden hose 
and in dealer profits. Production doubled in 1951 and 
still demand exceeds supply! Why don’t you, too, get 
on this profit band wagon! 

Average dealer profit on 50’ of Koroseal is $3.39. 


Koroseal made in 25’, 50’, 75’—the popular 75’ takes care 
of most city lots, weighs less than 50’ of ordinary hose, 








MOST COMPLETE 
HIGHEST QUALITY HOSE LINE IN AMERICA. 
GUARANTEED TOP VALUE BY FAMOUS RESEARCH OF 


B.E Goodrich 





costs user about $3.40 less than equal three 25’ lengths. 


SEE THESE SALES-MAKING FEATURES 


Koroseal weighs ¥ less than old-style hose—a 25’ length 
weighs less than a telephone. Women like this important 
quality. 

Koroseal never gets sticky in hot weather, néver needs 
to be drained. Can be left out in the sun all summer for 
years. Its brilliant colors may fade a little in time, but 
neither sun nor air will weaken it. Full flow. Re-attachable 
couplings if hose should ever be damaged by accident. 


Attractive red or green both fire polished. Let your 
B. F. Goodrich distributor show you this complete garden 
hose profit picture. Why don’t you, too, take advantage 
of the sales power of this great name— 


Trade Mark—Reg. U.S. Pat. Off, 
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AGAIN... 


THE BIGGEST ADVERTISING CAMPAIGN ever put 

behind any hose—bigger, more powerful cam- 
paign in 1952 than ever before! Full-color ads in 
Saturday Evening Post, Life, Better Homes & Gardens, 
and nation-wide TV network. Total sales messages 
in 1952—34 million! 


3 BEST-READ ADS, TOO—dealers report cus- 


tomers come in by scores, quote the sales 


points in the ads, and buy. 


SEE WHY YOU, TOO, WILL 
MAKE MORE MONEY WITH THE FASTEST- 
SELLING GARDEN HOSE IN AMERICA... 













Trade Mark—Reg. U.S. Pat. OF, 





EASIEST PACKAGING FOR YOU TO HANDLE— no 
wrapping needed, and the package makes an 


attractive, interesting window and store display. 


4] POWERFUL SALES HELPS FOR YOU—newspaper 


ads for you to use, counter display cards, 
window streamers, mailing cards—everything you 
need to take full advantage of this biggest profit 


opportunity in garden hose history. 
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Get the free folder on the complete product — 
and sales-help story; write now to 


B.E Goodrich 


Akron, Ohio 






More Sales in the Works 


for Hoover Dealers 


And here’s the setup 


























that keeps them coming 


Hoover advertising. A complete new campaign. As warm 
and friendly as your own personal selling. And with the 
same drive for action. Appears big and often in a lot of im- 
portant magazines—Life, MeCall’s, Better Homes and 
Gardens, Good Housekeeping, True Story, Today’s Woman, 
Living for Young Homemakers, and Ebony. 





Hoover merchandise. The models, the features, the 
values your customers are looking for. 





Hoover’s reputation. The best-known name in the vac- 
uum cleaner business. A reputation you are proud to 
associate with your store. 


Hoover users. More than 10 million Hoovers have been 
sold. And every Hoover in use helps to sell others. 

All this adds up to just one thing—more sales in the 
works for the dealer who works to make himself known as 
the Authorized Hoover Dealer. Keep both the Hoover 
Triple-Action upright and AERO-DYNE tank cleaners 


out front in your store displays and in your own advertising. 





First choice among women who prefer 
an upright . . . the Hoover Triple-Ac- 
tion Cleaner. It beats, as it sweeps, as 
it cleans, removing the embedded dirt 
and grit. Dirt-fogged colors come 
back bright and clear. Prolongs rug 
life. Model 29 (above) $87.95. Tools 
extra. Other models as low as $59.95. 
* 

Click, click, hands never touch dirt with 
Hoover AERO-DYNE Model 51 and ia) } 
the exclusive Dirt Ejector! No other LN je 
tank cleaner has the extra-effective 
controlled suction and famous “‘Litter Prices slightly higher in Canada. 
Gitter’”’ nozzle that gets more dirt, Prices subject to change without notice. 
threads and stubborn dog hairs. 

Hoover AERO-DYNE Model 51 

(shown at right) complete with tools, Here are the facts that help sell Hoovers 


Veriflex hose, $84.95. 





@ 44 years of manufacture—oldest @ Most complete line of cleaners in 
and largest. the industry. 
@ More than 10,000,000 Hoovers 6 
ae . ° already sold. sn the industry 
dou ll he happier with a e@ More Hoovers in use today than wy woe ee as 
any éthiee Gaatie. e@ High eoonine efficiency .. 
e 48% of Hoover new sales made proved by independent labora- 


on direct recommendation of tory tests. 
OO V é t Hoover users. @ Endorsed by leading rug and car- 
@ Sold exclusively through leading pet manufacturers for preserva- 
/ local stores. tion of floor coverings. 


THE HOOVER COMPANY 


North Canton, Ohio; Hamilton, Ontario, Canada; Perivale, England 


Most complete service facilities 


..and so will your customers. 
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Women love Bruee- 
ow mare than ever | 


Millions of homemakers have falien in love with the 
revolutionary Bruce idea of*cleaning floors as you wax— 
all in one easy operation. 

And it’s an even bigger hit now that they can get 
this same wonderful cleaning magic with either /ight or 
heavy wax base. Famous Bruce Floor Cleaner for 
linoleum and lightly-trafficked wood floors. New Bruce 
Cleaning Wax, with three times as much wax, for 
wood floors requiring extra protection and gloss. 

Stock up now on both! Put Bruce Cleaning Wax 
alongside Bruce Floor Cleaner—exactly the way they’re 
\u featured in Bruce’s powerful national advertising —and 
\\o" ; cash in on this ready-made opportunity for extra sales 


floor products 


BY THE WORLD'S LARGEST MAKER OF HARDWOOD FLOORS | 
E. L. BRUCE CO. + MEMPHIS, TENN. 
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All hardware merchants, and most of 
their clerks, know that Utica Drop 
Forge’s tools are better because they 
are drop forged—and electronically 
induction hardened. 


Here the ruggedness and long life that 
are built into Utica tools are described 
in diagrams and pictures. The customer 
can't see these qualities, but they can 


be explained, when understood. 
































Skillful drop forging aligns the fibre structure of the 
steel to conform with shape of tool. Like sinews, this 
fibre structure makes tool strong and tough. 





Pliers made of good steel can be 
brought to almost any desired degree 
of hardness. But hardness is by no means 
toughness. Throughout most of its struc- 
ture the pliers must be tough. Only at 
the cutting edge should it be hard. 





r. 7 
FREE: 


Wall Chart explaining the ad 





of 
drop forged and electronically hordened 
tools. 





SEND FOR iT— 


Every dealer prefers to sell quolity tools. 
This chart, placed where your clerks and 
your customers con see it, shows clearly thct 
good tools are a good investment. It w::| 
moke you money — and satisfied customers. 






















CONTRAST 
THIS WITH 


straight lines of steel 
fibre structure, cut 
off where it meets 
edge of tool. That 
makes for weakness. 











Stamped tool. Note | 







Cast tool. No fibre 
structure. Inherently 
very brittle. 


CASTING 









AND HERE’S UTICA’S ELECTRONIC INDUCTION HARDENING 





O 

















The miracle of Utica’s electronic induction 
hardening is that it can harden just the 
exact area where hardness is required. 
Note here—only the cutting edges are 
hardened (for lasting sharpness). The rest 
of the tool retains the toughness required 
for resistance to breakage. 


Here are the jaws of a Utica adjustable 
wrench. Note the pattern of electronic in- 
duction hardening, limited just to the work- 
ing surfaces of the jaws where maximum 
wear occurs. This resists burring—yet the 
internal structure of the jaws, as well as the 
handle, retain their drop forged toughness. 


"Come see us at the National Hardware Show, Booths 37, 38 and 39." 


IT PAYS TO SELL 
QUALITY TOOLS 


DROP FORGE AND TOOL 





MADE IN U.S.A. - 


CORPORATION 


UTICA 4 


NEW YOR K 
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You’re safe, too... 
selling night latches 
made by SARGENT 


Feature the line that people want! 
..the name that everyone knows! 

















Visit the 


Your customers are quick to see that Sargent Night SARGENT BOOTHS 
Latches, like all other Sargent Locks, mean safety, fn ctiat aul ta cnn whial's enw 


dependability. at the 


And when you sell Sargent Night Latches and NATIONAL HARDWARE SHOW 
ne eee ou know that your reputation and Grand Central Palace, New York City 

' is ; Oct. 8-12, 1951 

Sargent Auxiliary Locks are easily applied, con- BOOTH NUMBERS 50 and 51 
venient to use. They insure protection by Pin 
Tumbler Lock security. 

And they bring you satisfied customers for life. A Better Product 
by— 










Feature them for extra profits—along with the 
famous Integralocks, the 4500 line of locksets and 
exit bolts. 

Ask your jobber or write us for complete informa- 
tion. Dept. 1K. 







Builders Hardware 
and Fine Tools since 1864 


Sargent and COMPGNY New York. NEW HAVEN, CONN. - Chicago 


HARDWARE AGE, OCTOBER 4, 1951 41 





What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! 


VOLUME SALES! 








onus 


‘SOLDER 





Rai users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 





Sedeite Milals Divition | f= 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Farmers everywhere are asking for 
longer-lasting Galvannealed Red Brand 
Fence. Dealers keep telling us that stocks 
move out as fast as they come in. 

That’s real proof that Red Brand Fence 
is an exceptional profit item. With a small 


inventory investment, increasing demand 


INCREASING DEMAND 
i) AND FAST TURNOVER 


ALWAYS PRODUCE PROFITS 
with KEYSTONE PRODUCTS 


and fast turnover, you always make good 
money on the Red Brand Fence you sell. 
Red Brand Fence is your choice for con- 
tinued sales and profits. 

Red Top Steel Posts make a perfect 
match for Red Brand Fence—for long 
life and long profits as well. 












Keystone Poultry Netting 


The uniform quality, ease of han- 
dling and durability features of 
Keystone Poultry Netting are im- 
portant advantages to poultry 
raisers and dealers. 


Ornamental Fence 
Keystone offers a popular variety 
of attractive, durable ornamental 
fence, flower bed guards and wire 











ause they trellis for home owners. 
luces only 
cause the 
_— Ton Non-Climbable Fence 
a ; aa This low-cost fence meets the de- 
i ie mand for home and industrial pro- 
Listed by tection. Has a close-mesh, made 
of rust-resisting galvannealed 
steel wire. 
KEYSTONE STEEL & WIRE COMPANY Peoria 7, itinois 
5, N. Y. Makers of Red Brand Fence © Red Top Steel Posts © Non-Climbable Fence © Corn Cribbing © Bale Ties @ Nails © Gates @ Keystone Poultry Netting 
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QUICK-TURNOVER, BIG PROFIT “SPECIALS” 
from BURGESS... for FALL and CHRISTMAS 
































“Every Direction” 
Built-in 


Automatic Blower Extra-Long Cuts 


Powerful Built-in 
Rotary Motor 


3400 RPM (Not a Vibrator) 


Sanding Disc 
with Adjustable 
Table 










Easy-to-Use UL 4 
Approved Push-Button 
Switch and Cord Set 

115-125 Volt A.C. 


KA the Nationally A 


re 
an f prospects 9 
_— n millions © . 
or gis a national agian 
u * and major 
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A Brand New Power Tool Kit 
Priced for Easy Sales 


Every year thousands upon 
thousands of Burgess electric 
power tools move over retail 
counters to increase earnings 
for dealers. This year the new 
Burgess Vibro-Tool Kit 
promises greater saies 
than ever before. 
With NINE useful 
accessories it is the 
ideal marking, engrav- 
ing and decorating tool for 
hobbyists and craftsmen. Packed in 
beautiful “frame view” storage box, it 


appeals instantly to everyone. 
A perfect gift. List price...... $9.95 













@ Here’s your chance to really cash in all during the com- 
ing season on the fastest-selling Jine in your business! From 
Saw Blade for now until Spring the demand for Burgess tool and gift items 
will mount steadily, reaching an indicated all time high 
during the Christmas shopping rush. The merchandise is 


. ee 2, eg a right, the prices are right and the markup is right for the 
\ Construction Adjustment easiest sales, greatest dollar volume and largest profits ever 


experienced by Burgess dealers. Don’t be caught out of 
stock! Order, today! 


BURGESS Slkectuce 
JIG SAW ¢ SANDER « FILER 


$7 2” Complete 
with Built-in 
At a SALES-PACKED PRICE Rotary Motor 


Slightly higher on the West Coast 
Package Includes: 3 Saw Blades e 3 Sanding Discs e 
Full Size Project Pattern e Complete Instruction Sheet 


A SENSATIONAL PROFIT PRODUCER ON 
RETAIL STORE COUNTERS EVERYWHERE! 


Here’s a tool that’s perfect for young and old alike. 
Makes a wonderful gift... every home workshop 
enthusiast wants to buy one on sight. Cuts wood up 
to ¥," thick, light metals up to 4%”. Saw and sanding 
tables tilt up to 45°. Blade cuts in every direction. 
An amazing tool at a price so low it is sure to be one 
of your best profit producers for the months ahead. 
Order early and be sure of your supply! 


your sales. ee Oe en a ae ara —_— ee oe omen ee 


A Completely Different Sander... 
Display-Packed for Quick Profits 


B V1 Hand Sander: Another new (wv, 
product from Burgess with a ‘Ni 
truly unlimited market. Sanders 
are packed 12 to the case... in 3 
cheerful color combinations of 
yellow, black, and red . . . each 
case making up into a beautiful, 
eye-catching display (complete 
with display card). Burgess 
hand sanders are built 
to quality professional 
standards... yet 
— to — to 
obbyists and home 
owners. Order your 
test case today (12 
sanders), then re- 
order, later. Sug- 


gested list price,each $1.49 


Order From Your Jobber Today! If he is out of stock, send order and jobber’s name to 


BURGESS VIBROCRAFTERS, INC., Dept. H—180 N. Wabash Ave., Chicago 1, Ill. 
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The white, waterproof lubricant 
that lasts longer... because 
FIELD & STREAM - SPORTS AFIELD 


it stays put! 
AMERICAN RIFLEMAN - POPULAR SCIENCE 


THE HOME CRAFTSMAN ~ MODEL er i 
RAILROADER - THE SALT WATER 
SPORTSMAN - COLLIER’S ae 
OUTDOOR LIFE 


Nationally advertised 
to 46,358,721 Sportsmen, 
Home Owners and Hobbyists in 
THE SATURDAY EVENING POST - LIFE 
COUNTRY GENTLEMAN - MOTOR BOATING 


Model 
|rasiros 


ame 4 - = kK 
CT (. . 
MY Cg REL RUNS FREE deny GUN'S NEVER RUSTY 
VueRIcaTe win jg), THE ACTION 18 Quick, 
H 
LUBRIPLATE 1use LUBRIPLATE 
: »\ AS AN OIL, ANDAS A SLICK 
BAP / z: ‘ > 
ae i A 7y 
ie 1. vy 
Sf 


Enthusiastically recommended by Sportsmen and 
Home Owners Everywhere. Here are some actual quotes— 


i 
LUBRIPLATE.. 
7 THE HOUSEWIFE’S DREAM, 
'\ CHASES .. SQUEAKS, AND IT'S 
RY WHITE AND CLEAN 


3 Gon 
1 4 


: ve 
os Oc (ee 


FISHERMAN SAYS: 


Homer Circle, prominent Michigan 
sportsman—‘“I have never found a 
lubricant that even approaches your 
product as a medium of getting the 
utmost in service and castability out 
of my reels.” 


HUNTER SAYS: 


R. L. Ransom, Pennsylvania hunter 
—“LUBRIPLATE does everything 
other gun lubricants do He much 
better—it should be called ‘Liquid 
Velvet’ as it sure smooths out the 
‘drags’ and the ‘slides’.”’ 


HOUSEWIFE SAYS: 


Caryl Walter, Long Island house- 
wife—“I wouldn't be without a tube 
of LUBRIPLATE. I keep it in my 
kitchen drawer and use it for squeaks 
on everything around the house— 
children’s toys, washing machine.” 


Meet us at Booth 817 — National Hardware Show — Oct. 8-12 
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Packed in easy-to-sell-from- 
Counter Display Cartons in 


3 HANDY SIZES! 


“A“ TUBE—Retails 20¢—packed 
1 doz. and 3 doz. to carton 
“B’ TUBE—Retails 35¢—pocked 

1 doz, to carton 
“CC” TUBE—Retails 95¢—Boxed 
Individually 
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---Up jumps the sale! 


Wait till customers snap back that piece of live 
rubber weatherstripping attached to the new INNER- 
SEAL counter display! 






They'll actually see and feel its amazing springi- 
ness and flexibility ... understand why it seals tightes 
in any weather, takes tough treatment and bounces 
back for more. 

Feature the brand that’s featured 


in the seven top homemakers’ 
and craftsman’s magazines 


They'll sell themselves on INNER-SEAL’s superiority 
... gladly pay the little extra it costs over ordinary 
weatherstripping. RESULT: Bigger weatherstripping 
profits for you on INNER-SEAL’s higher unit of sale. 





Cash in on our constant, catch 
cartoon national advertising. It's 
reaching millions, including your 
customers in BETTER HOMES & GAR- 
DENS, AMERICAN HOME, POPULAR 


See your jobber for full details on how to get the 
jump on competition by becoming an INNER-SEAL 
soni, Ween Game, dealer. Also ask him about mnNER-sEAL Garage Door 
PATHFINDER, SUCCESSFUL FARM- Cushion . . . ready-packed for the profitable market 
ING, SMALL HOMES GUIDE. in garage door installations. 


Exclusive! Only INNER - SEAL features this unique construction! 
TOUGH AND SPRINGY ... live sponge 
rubber bead gives it the “jump”! 
FLEXIBLE, INSTALLS EASY... woven 
spring-wire attaching strip makes it a a 


a ___RESISTS WEAR... coated with 
Pe ee 
NOL ) 


[WER SEAL dipher 







cinch to fit the sharpest corners with a 
continuous seal. 


grease and oil. 

WEATHERSTRIPPING 
STAYS LIVELIER LONGER...SAVES MORE FUEL 
BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 
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More than 80 million Starrett advertising messages ... well over 614 
million per month during the next 12 months ...and every Starrett ad 
tells every reader, “Buy Through Your Distributor.” This new, expanded 
Starrett advertising program in 35 key publications* reaching consumers, 
industrial buyers and specialized trades — including the top ranking 
Saturday Evening Post— is designed to build even greater acceptance 
for Starrett Tools and to help establish your house as headquarters for 
the complete line of widely advertised Starrett products. This powerful 
program pre-sells for you now, saves your time, boosts your sales and 
profit. It is also a valuable investment in customer preference, loyalty 
and good will for the future. 

*These Publications Carry Starrett Advertising Regularly: The Saturday Evening 
Post, Popular Science, Popular Mechanics, American Machinist, Machinery, Mill & 
Factory, Tool Engineer, Modern Machine Shop, Purchasing, Industry, Industrial 
Equipment News, Industrial Distribution, Hardware Age, School Shop, Industrial 
Arts & Vocational Education, Motor Service, The American Automobile, El Auto- 
movil Americano, Ingenieria Internacional, American Exporter, Canadian I. E. N., 
New Equipment News, Oil & Gas Journal, Construction Equipment, Industrial 
Woodworking, Meat (Meat Kutter Band Saws ), Meat Merchandising, Meat Packers 
Guide, Bakers’ Helper. 


HERE’S HOW YOU CAN CASH IN ON 
THIS POWERFUL SALES PROMOTION 


The Starrett Distributor Sales Promotion Plan pro- 
vides complete material for an 8-point program 
that will completely identify you as a Starrett dis- 
tributor. It includes a complete advertising mat and 
electro service plus many sales-tested display, direct 


mail and sales promotion items. Cash in on this valuable free service. 
Get the whole story from the Starrett salesman or write for 
Bulletin No. 1300. 
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D wre AZ “ THE L.S. STARRETT COMPANY: ATHOL, MASS 


U.S.A 
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Soo. SINCE 1880 STOCK AND SELL THE COMPLETE LINE 


WORLD'S GREATEST TOOLMAKERS 


HACKSAWS, BAND SAWS and BAND KNIVES 
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MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 
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No. 60 PULLEY DISPLAY 


A complete assortment of the 57 fastest selling 
"A" section pulleys from |'!/" to 10" in diam- 
eter . . . with standard bores of !/2"-56"-34". 
Requires a wall space only 16" wide by 36" 
high. 








mm, MAKE YOUR STORE HEADQUARTE 


for | 
fower Too! 





a t/ 
uipment: 
A complete transmission department—"right ai 


your finger-tips"—that sells more PULLEYS . . 
MANDRELS . . BEARINGS .. COUPLINGS . . COLLARS. 


No hunting thru shelves or in drawers. Every item in full 
view attractively displayed on red, white and blue dis- 
play boards. Get your share of this profitable year- 
around business. 


CHICAGO 


No. 40 TRANSMISSION DISPLAY 








No. 50 PULLEY DISPLAY 


This compact, colorful display in red, white 
and blue will increase your pulley sales. You 
get 24 pulleys in twelve popular sizes from 
1/2" to 5" in diameter . . . with standard 
'/2"-5" bore sizes. 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory and Home- 
workshop uses bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling power 
accessories . . . 4 flexible couplings .. . 24 
pillow blocks . . . 8 jcurnal bearings . . . 35 
shaft collars. . . 4 adjustable hangers... 
which requires a wall space only 13" wide 
by 25" high. 





8S 


CHICAGO 


| 





Ir Mm dIci2zD 





No. 80 MANDREL DISPLAY 


This attractive red, white and blue disploy 
features 7 of the fastest selling saw and grind. 
ing mandrels. Models for Farm, Home, and 
Factories. This display will require a wall 
space only 16" wide by 32" high. 





No. 70 MANDREL DISPLAY 


You sell more mandrels when you feature 
this silent salesman. Six popular saw and 
grinding mandrels, for Farm and Homework- 
shops, attractively displayed on this colorful 
counter board. 


Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. * CHICAGO 12, ILL. 


AS 
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hwer lool Accessories 


Chicagot. 
“GIVE YOU MORE YEAR-AROUND SALES” 


SAW MANDRELS 













“Ball Bearing” 


No. 444 SAW MANDREL 
Shaft Length—12” 

Shaft Diameter—% ” 
Threaded End—'” L. H. 
No. 999 SAW MANDREL 
Shaft Length—14” 

Shaft Diameter— %” 
Threaded End—%” L. H. 





Pulley Diameter—2” 
V-Belt Size—"A”’ Sec. 
Furnished with Ball Bearings 


Pulley Diameter—2 4” 
V-Belt Size-—‘B” Sec. 
Furnished with Ball Bearings 


GRINDING MANDRELS 






“Ball Bearing” 

No. 333 GRINDING MANDREL 

se ore, vislesBiomeers2 
t Diameter— % -Belt Size c. 

Threaded Ends ig” R. & L. H. Furnished with Ball Bearings 

No, 222 GRINDING MANDREL 


Shaft Length—14” 
Shaft Diameter— *4” 
Threaded Ends— %” R. & L. H. 


SAW MANDRELS 


Pulley Diameter—2 4” 
V-Belt Size—*B”’ Sec. 
Furnished with Ball Bearings 














“Babbitt Bearing” 


No. 430 SAW MANDREL 
Shaft Length—12” 
Shaft Diameter— 5%” 
Threaded End—!,” L. H. 
No. 440 SAW MANDREL 
Shaft Length—12” Pulley Diameter—2” 
Shaft Diameter— %%” V-Belt Size—**A”’ Sec. 
Threaded End— !»” L. H. Bearings—Split Babbitt 
No. 9909 SAW MANDREL 
Shaft Length—14” 

aft Diameter— 4” 
Threaded End— %” L. H. 
No. 770 SAW MANDREL 
Shaft Length— 16” 


aft Diameter— 


Threaded End—%’ L. H. 


GRINDING MANDRELS 





Pulley Diameter—2” 
V-Belt Size—**A”’ Sec. 
Bearings Solid Babbitt 


Pulley Diameter—2 4” 
V-Belt Size—"B” Sec. 
Bearings——Split Babbitt 


Pulley Diameter—2!9” 
V-Belt Size—*'A” Sec. 
Bearings-—Split Babbitt 













- 
“Babbitt Bearing” 
No. 550 GRINDING MANDREL 
Shaft Length—9 !4” 

Shaft Diameter— 54” 

Threaded Ends—!»” R. & L. H. 
No. 330 GRINDING MANDREL 


Shaft Length—12” Pulley Diameter—2” 
Shaft Diameter— 54” V-Belt Size——“‘A”’ Sec. 
Threaded Ends—!” R. & L. H. Bearings Split Babbitt 
No. 220 GRINDING MANDREL 
Shaft Length—14” Pulley Diameter—2\” 
aft Diameter— 34” V-Belt Size—*'B”’ Sec. 
Threaded Ends— 5%” R. & L. H. Bearings Split Babbitt 
No. 660 GRINDING MANDREL 


Shaft Length—16” 
Shaft Diameter— 74” 
Threaded Ends— 4” R. & L. H. 


Pulley Diameter—2” x 214” 
-Belt Size—“*A” Sec 


Bearings—Solid Babbitt 


Pulley Diameter—2 14” 
V-Belt Size—*'A” Sec. 
Bearings— Split Babbitt 


farm. ome. Industry 

































































































































SINGLE GROOVED P Sy) BALL BEARING” 
PULLEYS PILLOW 
for (A-Section) fm 9 @ S BLOCKS 
1/,"-Belts Le | ie? Gea 
Bores indicated (@k) have k/w's Equipped with precision ground bearings 
Di t f Bo haft | Center | Bolt 
— Di var vai 7 Fig Diam. | peg ol | Lgth. | Size 
a nse ell ce ed Ball aon: 6-500-5 | 4” si” | 34" | 4” 
120] 14%", e|e 6-500-6 | % 19% 34% M4 
127 134 elele|# 6-500-7 | 34 1% 4% 16 
121 | 2 ee. @ ” 
mises i sie = “BRONZE BEARING 
ae 4 7 ed (Self-Aligning) 
= : « > ek | ek PILLOW 
3} @ ek ek 
122 314 | @ ek | ek BLOCKS 
109 | 4 | @ | @k | ek | ek | Paria 5 
128] 414] | @ | ek | ek | Stock | Shaft | Center Bolt 
135 | 5 ee @k | ek | ek | No. | Diam. | to Base | Lgth.| Size 
134 | 5% @ ek) ek | ek) 7-500-5 yl} |" 314" | Bar" 
136 | 6 | @ | @k | ek | ek | 7500.6 + | 312 ia 
137 | 7 | @ ek | ek | ek 7-500-7 Me: | 314 Hy 
138 | 8 @ | ek| ek ek ene : 2 16 
1009 | 9 @ ek) ek ek | ek ‘6 
1010 | 10 | @ ek | ek | ek | ek BABBITT 
1012 | 12 | @ @k ek ek ek BEARING” 
1014 | 14 | @ | @k | ek | ek | ek PILLOW 
STEP GROOVED wantenn 
P ULLEYS Stock | Diameter | Center | Bolt 
for (A-Section) No. | of Shaft | to Base | Size 
1/,"-Belts 250 |34°-5¢"-84"-4"| 4” | 4” 
2 4-716 -78 °72 72 8 
Bores indicated by (#k) 4 | 4 | CS 16 
have standard keyways 256 54-34 1856 546 
200 | %I-I% | 1% | % 
Stock Diam. of Steps | Bore Diam. JOURNAL 
No. | 1 | 2 | 3 | 4 1%" 154" 1%’ Nae BEARINGS 
113 [ar 214" °° meeilll Solid 
150 j2 3 e ee » . 
145 134 24% 234” +. . e Babbitt 
1 4 : / $$ ____§__—— 
+4 Sy a4 y; : +4 ; Stock | Dia. of | Center Bolt 
149 [3/314 4 olalia No, _ Seah to Base | Lgth. | Size 
148 [3¥4 |4 4% @ ek ek 704 om" |* Ye" | 2” 546” 
140 |134 214 |234 134", e | e |e % | 21%! \% 
141 |134 |2% 34 |4 JLelele %eq | «lle | 
142 |214 34 [4 43;], | ee 34 % Ye 
143 |3 [344 |4  |444] @ | ek| ek 
DIE CAST SHAFT 
SHAFT COLLARS SUPPORTS 
Furnished with set screws (Self-Aligning) 
TStock | Bore | Equipped with solid 
No. | Dis. babbitt bearings 
| %" 
Stock | Bore |] Stock | Bore at 15, ¢ ~~ 
_No. |Dia.}] No. |Dia.}} 3100 ]1 [Stock | “Dia. of | Adjustable Bolt 
3003 | 346"|} 3008 | 44"}] 3101 | 11% No. Shaft Height Size 
3004 | % |] 3010] 5 I} 3102} 1% “350 _|14°-54"-84"| 214"-314" | 5" 
3005 | S46 J] Z011 | M46 I} 3103 | 1346 355 14.54.34 314-5 | H& 
3006 | 3% |] 3012} 34 If 3104] 1% 360 19-54-34 544.8% | % 




















Chicage DIE CASTING MFG. CO. 
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A MESSAGE 


TO MYERS DEALERS: 


THIS MONTH begins the biggest 

promotional program in Myers 81-year 
history. You've always had the best of the 
water systems market with America’s 
most-wanted line. Now we're going all-out 
to make that best still better . . . 

investing thousands of extra dollars to tell your 
every prospect why MORE BUYERS BUY MYERS 
.. . providing scores of new and tested 
traffic-builders to boost your local selling 
effort. Remember: This across-the-board 
sales drive is in full swing right now. 

So the quicker you tie-in the more 

you'll cash-in! Get all details from 

your Myers representative without delay. 


Farm _ 
“thal 


) 
beter Hom 
Nis 


“My } 


More National Advertising ... millions 
more ads than ever before . . . will be 
building better-than-ever business for every 
Myers Dealer throughout 1952! Take full 
advantage of this history-making program! 
Make full use of Myers Dealer Aid Pro- 4 
gram . . . starting now. be 
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©¢]7 sell Slaymaker ‘Brass Beauty’ Padlocks three to one over other 
brands. They’re solid value, and the Miniature Showcase really 
helps them move fast. My customers are thoroughly pleased. 99 
Joseph Meyer, Owner 


Steffen Hardware Co. 
Bluffton, Indiana 





© You bet! I sell a lot of Slaymaker ‘Brass Beauties’ to retailers 
like yourself — the product is tops. They’re nationally advertised, 
and my customers like their quality and value. i just wish I could 


get more of them! 99 
Cc. L. (Dutch) Koenemann 


Wayne Hardware Co. (Wholesale) 
Ft. Wayne, Indiana 


laymaker 


Lancaster, Pa., U.S.A. 





“the, Saturday World’s Most Complete Line of Padlocks 


Evening Post.” 
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eliminate mistakes and speed service to customers. 





THE ITEMIZED RECEIPTS provided by this National Sales Register 








NATIONAL SALES REGISTERS ‘at the Che Company’s Stores give 
information that keeps departments stocked for fast turnover. 


“Our National Sales Registers 


enable our salespeople to boost their 


volume an average of *7,500 yearly!” 


**Our four National Sales Regis- 
ters give us the information we 
need to operate our business 
efficiently and profitably. We 
now have accurate, daily depart- 
ment information which shows 
the exact sales totals. With these 
facts we are able to keep our 
inventories at figures which 
insure a more profitable stock 
turnover. 


iil 





** Accurate day by day records 
‘ ‘ stimulate salespeople to do a 
Manager of Cherry Com- ; 
pany, Inc., Los Angeles, better job. As a result, sales 
Calif. volume has increased an average 
of $25 per day, or $7,500 per 
year, per salesperson! Itemized receipts and item-by-item 
indication also speeds service to customers. We estimate 
the value of these features alone is worth $12 daily in 
our 4 stores or $3,600 yearly. 


MR. PAUL J. HIPPIK, Office 


“‘We are well pleased with the performance of our 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO |_ 
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National Sales Registers. In addition to their value as a 
source of daily information, we find that they are de- 
pendable, and accurate.”’ 


Thus we have Mr. Hippik’s evaluation of the perform- 
ance of National Floor Audit in the Cherry Company’s 
busy hardware stores. 


National Floor Audit offers many advantages to hard- 
ware dealers. It means faster stock turnover, less money 
tied up in stock, increased sales, better cash and credit con- 
trol, simplified record keeping at lower costs. Find out 
about Floor Audit from your local National representa- 
tive. Ask him for a survey of your present methods, and 
a recommendation for a system exactly suited to your 
needs. There’s no cost, no obligation. 
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Here’s another big two-color 
ad in the “Saturday Evening 
Post” (Octobef 13 issue) 
—making customers in every 
city and town in the nation! 


“KRYLON-izing” is the big new 
word in the hardware business. There’s 
never before been anything like Krylon! 
Have you stocked it yet? Get your share of 
the sales being stirred up every day by 
consistent advertising in the Saturday 
Evening Post and America’s four top 
magazines for home handymen—Popular 
Mechanics, Popular Science, Mechanix II- 
lustrated, Science and Mechanics. 


It takes just $17.20 to put yourself in the 
Krylon business. Get your store known as 
Krylon headquarters now and you'll profit 
for many years to come! See your jobber, 
or write us. 


HERE’S THE FAST-MOVING 
KRYLON STARTER ASSORTMENT 


Potent counter display, small in space and big 
in sell 

» Adequate supply of a good-humored, hard- 
selling consumer folder 

» 4 12-02. cans crystal-clear Krylon (retail $1.95 
each) 

» 4 12-02. cans white Krylon (retail $2.25 each) 

» 412-0z.cans aluminum Krylon (retail $2.25 each) 


YOUR COST. ......+++ $17.20 
YOU SELL FOR....... 25.80 
YOUR PROFIT ....--- 8.60 


(Open stock priced to bring regular 50% mark-up) 
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¢ 
a KRYLON seals metal, wood, leather, 
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(3) — in @ tough, waterproof ACRYLIC itn ‘ 
+ ects, beautifies, makes things last sora 
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damp cloth. Get K 

, rylon today! 
RYLON, INc., 2601 North Broad 
St., Philadelphia 32, Pa. 


ARYLON /s% y¥ Le 

At hardware 
and paint counters everywhere 
in 12 oz. aerosol Spray 
CRYSTALCLEAR a 
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Service man Scotty says: 

‘Ask me to ‘Krylon-ize’ your car's i 
Automotive Krylon. Seal 
leakage of current, ' 









ignition system with i 

. : . special 

thn se Moisture, rust, corrosion 
yion-ize’ when you winterize!” 
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Seasoned Mechanics 
prefer 


DIAMOND 
Tools 















DIAMOND DIAMALLOY ADJUSTABLE 
WRENCHES, drop forged of alloy steel, light and 
strong—PLIERS, combination, thin and bent nose 
— SIDE CUTTERS, light and heavy duty — 
LINEMEN'S PLIERS, with or without insulated 
handles — LONG and NEEDLE NOSE PLIERS — 
BATTERY and PUMP PLIERS—light and heavy 
duty NIPPERS—STAPLE PULLERS—SNIPS—some 
of the items from the Diamond Quality Tool Line. 
All cutting tools have eléctronically hardened 
cutting edges, extremely hard edges but with 
tough jaws and handles. 
















Sold by 
leading 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 


jobbers 
everywhere 
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TURNER 


QUALITY SINCE 187! 


No. 92-A 





@ Turner’s complete line of 
blow torches...from the 
top-quality Double-Jet 
burner to a handy little half- 
pint model for the home 
craftsman... gives you a 
range of torches ideally suit- 
ed ad every use and in every 
price classification. Several 
models feature Turner’s ex- 
clusive “Carburetor Control’”’ 
...each one is built to ex- 
| acting specifications for 
quality and performance... 
each one is actually burn- 
tested before final check-out 
at the factory. Again this 
year — as in the past — you 
can look to Turner’s 80th 
Anniversary line of torches 
(and fire pots, too) for the 
acknowledged product lead- 
ership that wins money- 
making sales and satisfied 
customers for you! 


See Your Jobber 


‘THE TUR 
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. Tired of going up to the third floor 


! or down to the basement to measure a 
: few yards of Asbestos Paper off a big roll, 
then cut it and wrap it? 














Now, for the first time, Asbestos Paper is 
available for you in 18-inch wide, 12-ft. long, 
quick-selling rolls. Eighteen rolls come in an 
attractive display carton that sells the merchan- 
dise for you. No measuring, no cutting, no wrap- 
ping. The package is all ready for your customer 
to pick up and take home. 


Now’s the season when Asbestos Paper is in big- 
gest demand. Order a supply today—from your 
jobber. Just specify, ‘ display cartons Sal-Mo 
Asbestos Paper, 12-ft. rolls.’’ 


SALL MOUNTAIN COMPANY 


HAMILTON, OHIO 


Makers of Sal-Mo Asbestos Products—Asbestos 

paper, pipe joint tape, mill- 
coord, ductboard, rollboard, corrugated air-cell paper, cloth, panto 
air-cell pipe coverings and sheets, woolfelt pipe coverings and sheets, 
sponge pipe coverings and sheets, range boiler jackets, rope and wick 
Packings, furnace cement. 
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This is the Season=STOCK UP NOW | 





ellMore 
Paint! 








-»-BY MAKING YOUR STORE 
Color Counseling HEADQUARTERS 


At last here’s a simple, easy-to-understand way to give 
your customers free color advice and sell more paint. 





To simplify and glorify the 
color decorating service ren- 
dered by your paint de- 
partment, just offer Color 
Counseling with the Kyanize 
Color Recipe File. 


The Kyanize Color Recipe 
File has 140 large swatches of 
this year’s magazine-featured 
colors chosen by leading edi- 
tors and decorators as the 
smart room colors for this 
season. 


2 


“‘Take-Home” Samples per- 
mit your customer to do color 
matching at home when nec- 
essary. 


3 


You sell standard sizes of 
Kyanize Clingcote Oil Base 
Flat. Straight colors and 
simple intermixes give your 
customers any of the 140 
colors quickly and easily. 


4 


A deluxe counter display, 
taking less than a foot of 
counter space, holds the 
Kyanize Color Recipe File 
and “Take-Home” Color 
Samples. 


9 


Special colorful display ma- 
terials identify your store as 
Color Counseling Head- 
quarters. 


kiyanize 


PAINTS 


Ask your Kyanize salesman or wrile: 
BOSTON VARNISH CO. «+ Everett Station, Boston 49, Mass. 


Make over 33'3% profit 


EOIFRANTZ 


on Edmont Work Gloves 


(world’s largest selling “coated” line) 









N 80 GARAGE 
0. HARDWARE 
in strong-selling display. AMERICA’S MOST POPULAR SET 


Cashes in on the demand for 
 LONGER-WEARING WORK GLOVES OF OVERHEAD DOOR EQUIPMENT 





Every dozen packed 











































AT LESS COST 








of xample , 
, Gloves $ = 
selling Price =4 
Cost 3 
1 profit aie = 








i ——— 


the modern “working man’s” gloves 


“‘GRAB-IT’’——for tough handling jobs: 


Wet or dry, Grab-it gloves grip safely, 
wear 5 to 10 times longer. 


Comfortable fabric, with extra tough natural 
rubber tread on palm and thumb, or overall. 


Fer ourweer higher priced leather or leather polm. | SE THIS VERSATILE HARDWARE WITH 
«CUSTOM OR MILL-MADE GARAGE DOORS 


with their hands. Preterred for 
comfort, ee and sure grip. | Equally “at home” on carpenter-built or mill-made 
Styles: knitwrist, safety cuff, gauntlet. | doors, Frantz No. 80 Series* overhead garage door 
(Not recommended for use in oil or grease.) | hardware will lift any door weighing up to 150 lbs. 
—is a favorite with architect and contractor alike. 
Features (shown at right) include: (1) Automatic 
opener, (2) Powerful spring 
which does all the lifting, 
(3) Sturdy formed steel 
arms, (4) Steel weather- 
stripping, (5) Positive latch, 
(6) Angle iron brace to pre- 
vent warping. Steel hangers 
and ball-bearing wheels 
assure smooth, quiet opera- 

















‘*‘NEOX’’ Gloves resist grease, 
acids, caustics, solvents: 


Edmont NEOX (reinforced neoprene) 
coated gloves wear longer. 


Tougher than ordinary neoprene, safer 
and more comfortable than unlined 
rubber. Snag and tear resistant. 

Easy on, off—because of fabric lining. 
Choice of styles. 








" : \ tion. Set comes complete 
FERENE qnated gover: ‘ A with chrome handle, brass 
Long wearing, flexible, economical. id | cylinder lock, track sup- 
Resist the most severe abrasion. ¥ ports, braces and lags. 


Simple, easy to erect. 


*No. 83 for doors 8’x6’6” 
No. 839 for doors 9’x6’6” 
No. 80 for doors 8’x7’ 
No. 809 for doors 9’x7’ 


All-over or palm-and-thumb coated; several styles. 











SPECIAL OFFER TO DEALERS: Send 25c for Sample Pair 





Edmont Mfg. Co.,1214 Walnut St., Coshocton, Ohio 


Please send Pocket Catalog, price list and sample pair 
of gloves checked below. 25c¢ enclosed to cover mailing. 


0D Grab-it Natural 01 Edmont CD Plastic 
Rubber Coated NEOX Coated Coated 











GUARANTEED BUILDERS HARDWARE 


Street 








City. Zone. State__ 





Store Name | 
| 


Your Jobber's Name | FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 





HARD’ 
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here’s why... 


Architects, builders and suppliers know that 
lasting quality means lasting satisfaction for their 
< customer——the home owner. That’s why Hall-Mack 
¢ is stressing to home owners, through national 

advertising in Life magazine, the importance of 
‘ getting the best in bathroom accessories whatever 
the price class...and helping you by pre-selling 


the public on quality bathroom accessories. 


When you specify Hall-Mack, you are backed 


by the quality materials, the fine construction and 












the measure 

Bathroom accessories are oar haps designed for the modern design which have made Hall-Mack 
it coo . 

of convenience. --the mark of sty! t that the accessories 


7) +7 +4 2 ” 
argeer ys importan ality of first in fine bathroom accessories. 


; during 4 
aes i have the lasting rena rm and. hard- 
you ¢ wed builders, plumbing, sence 
hitects, m long experience. 


-Mack. Are : 
Hall-Ma ow Hall-Mack quality Ge our budget. -- 


cn on renters cy | BATHROOM ACCESSORIES | 


a fine line © 


HALLEMACK COMPANY ARE IMPORTANT... 


ores 
- pin fine bathroom access 
First in fin ae— Since a bathroom is built for a lifetime 
6s 7 cA 
ens anaes of use .. . make sure you get Hall-Mack’s 


lasting style and quality. 


LL-MACK COMPANY 
“WASHINGTON BOULEVARD, LOS ANGELES 7, CALIFORNIA - 7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS | 


fe 
i Gee ‘i © | 
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Dealers...get high Cir CHAI 4 


profits and year 


round sales with 


SAFE...EASY 
TO — 


NO-CLOG ~ 


CESSPOOL AND 
SEPTIC TANK 


CLEANSER mL Anco 


INSWELL PROOF COIL 





CM INSWELL CHAIN is nationally advertised... known 
and preferred by chain users in every type of business. 


NO-CLOG helps you tell them and 
sell them. Get behind NO-CLOG :}° 
and push a line long in quality .3y 


and deep in BIG profit opportu. 4 
vf 
A 
° * 


nities to youl 

The newest ideas in selling are “¥ 
ready to put muscle in your selling 
power — without adding a single 
penny to your costs! 









LIBERTY COIL STRAIGHT LINK 













FASTER TURNOVER 






























INCREASED SALES 


LIBERTY COIL TWIST LINK 


Profit from the three times per year . %y 
turn-overl NO-CLOG is simple to °@ 
use... just flush contents down % CM INSWELL CHAIN is available in all standard 


toilet system. Most effective prod- : . 
MORE REPEATS uct known! iiaiae welded chain types and sizes. 











NATIONALLY ADVERTISED in 
America’s most powerful magazine .*&% 
“LIFE”. Cash-in with attractive full- “; 

color transportation car cards, win- 
dow and counter displays PLUS 


GREATER SUPPORT local newspaper ads. ew 
ra AT A REGULAR PROFIT 


(REPS) 

Some Choice 
NO-CLOG’S ACTIVE INGREDIENTS KEEP CESSPOOLS 
AND SEPTIC TANKS FREE AND CLEAR. ABSOLUTELY 5 





LIBERTY MACHINE STRAIGHT LINK 








Territories Open! 
SAFE — CAN’T RUST, CAN’T CORRODE... NON- °:; 
INJURIOUS TO CEMENT BLOCKS. ELIMINATES DIG- & 


Se ED nt ) 4 CM INSWELL CHAIN cold shuts, repair links, hooks 
Bor and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


LIBERTY MACHINE TWIST LINK 





Gentlemen: Please send us ( ) cases at $8.00 per 
dozen. Retail price $1 per can. $1.25 West of Miss. 






BP NAME 










ADDRESS. 














CITY. STATE 


GRAND CENTRAL smiLts, INC., 
628 Deon Street * Brooklyn, N.Y. 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


A , ‘ ts NEW YORK . La) AG . EVELAN . 9AN Fe A 












58 HARDWARE AGE, OCTOBER 4, 1951 













HARD" 







PROOF COIL 





=LL BBB COIL 


..known 
business. 





~ 


RAIGHT LINK 


ER 
= 


TWIST LINK 


dard 


AIGHT LINK 


FIT 
me) 


TWIST LINK 





hooks 
“stop” 











Delivering to you the huge U.S. Farm Market for 


- Asphalt-Aluminum roof coating with the (@@PetLU uy 
LABEL 
















“ue @ red! TOO-saver-*” 
- * ephalt-aluminum identified 


by this warranty--- 





Full page, two-color ad in June issues of: 
“FARM JOURNAL”.... reaching 2,825,072 farmers 
“PROGRESSIVE FARMER”...... reaching 1,167,076 


Plus... 


a featured spot in twenty two-thirds-page and 
half-page reader-type insertions appearing from 
june through December in: 

“COUNTRY GENTLEMAN”... .. circulation 2,328,702 
“SUCCESSFUL FARMING” .... circulation 1,227,941 
“CAPPER’S FARMER”. ... circulation 1,360,344 
“FARM QUARTERLY”... .-¢irculation 165,000 
also “FARM JOURNAL”, “PROGRESSIVE FARMER” 


a 
metal roofs are protected 
reflecting suns 
thyp 





mers are 20 
Thousands of fai As r 
tection for less money by peer cranty. G nod asphalt 
rior protection 
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sun rays. 


Under 


Jient 
asphalt stays rest 


for years 


aterproof - 
out. Rustable 


this shield the ¥ 


oofs are protected against drying 







position rn 








TOTAL CIRCULATION OVER 
9,000,000... BLANKETING THE FARM 
MARKET OF THE U.S. A. 


Every-ad sells asphalt-aluminum as the 
superior roof coating...and urges farmers 
to make sure of dependable quality by insist- 
ing on brands with the Warranty label. 
Stock and display WARRANTY BRANDS 
and get your share of this profitable busi- 
ness! For list of manufacturers using the 
Warranty, write to 

REYNOLDS METALS COMPANY, 

General Sales Office, Louisville 1, Ky. 
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| They’re big sellers 


FAN FORCED 
INSTANT HEAT 


Ideal for the bath 
and other small rooms 
... in the home or 
commercial establishments 


1320 WATTS 110 VOLTS 4507 B.T.U. 


drying hair and light laundry. 













FINISHED IN GLISTENING CHROME 


This modern in-the-wall Electric Heater provides real convenience .. . instant fan-forced heat 
when and as needed at the flick of a switch . . . besides ordinary heating service it is ideal for 
Easily and quickly installed in new and existing buildings. 
Call ‘your Peerless distributor or write direct for complete details. 


Since 1884 Manufacturers of Gas Circulators —Space Heaters — 
Unit Heaters and Wall Furnaces. 


PEERLESS MANUFACTURING CORPORATION, LOUISVILLE 10, KY. 





GIVES YOUR CUSTOMERS 
TOP QUALITY 
GIVES YOU ADDED 
SALES... LIBERAL PROFIT 


60 CYCLE 


8'/, LBS. 
































WHENEVER YOU NEED _ 
BLOCKS OR 
TURNBUCKLES... 


be sure to refer to our 32-page Hardware Catalog “K”. 
It’s packed full of information on the complete W-C 
line of Heavy and Shelf Hardware, which also includes 
Pulleys, Drop Forged Shackles, Wire Rope Sockets, 

7 Connecting Links, Thimbles, 
Hooks, Eye Bolts, Ring Bolts and | 
countless other “Dependable” Fit- 
tings. This catalog will be sent 
free. on. request. Write for it 
today. 


WILCOX-CRITTENDEN 
“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 

















— ————______ 




















THEY REMEMBER AT HOME 
~~~ FORGET IN YOUR STORE! 


a = 


= na 


LINOLEUM 
SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL because the home owner forgets 

12-FT. CARTONS to make a purchase while in your 

: store ... and you lose an extra 

12 feet of pliant, sil- sale! Put the $ & W linoleum seam 
very zinc in each small and edge binding displgys near 








box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting ...no meas- 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 
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The same great three Clemsons, with the 
same exclusive Clemson features that made 
money for you this season will be 

available in the Clemson Mower Line for 1952. 


CLEMSON MOWERS 
ARE o€ IL 
Clemsons sell fast, make your customers 
fast friends, because they have advanced design 
features no other mowers have—they’re the 


trade’s best-looking, easiest-pushing, 
sharpest-cutting, gaffstandingest machines. 


Sell Clemson's bonus features, too—baked-on 
yellow enamel finish, non-scuffing roller, 
permanently sturdy box-frame construction, 
exclusive simplest height and’sheer adjustment, 
palm-fitting hand grips, shears bracket, 
high-grade steel fly knives. 


There’s a model for every budget, and what's 
more, you'll get the help of consumer 
advertising in the Saturday Evening Post, 
American Home, Better Homes & Gardens, 


House & Garden, along with Clemson Z MODEL 17—Full 17-inch 
° cut. Semi-pneumatic 
point-of-sale helps. OME tires. Your cost, $19.30". 


Suggested retail, 
Be ready to make MOWER MONEY in ’52 
by ordering NOW from your jobber. 


ana cor 


Worth-while Markups eal CoS Er 


CLEMSON BATS ANC. 


Wiiddletown, WA. USA 






Makers of hand and power hack 
cutting band saw b 






frames, metal 
Clemson Lawn Machines. 
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NEW TYPE MAIL BOX $3 BITC 


ALUMINUM 


THRESHOLDS 
ZA 
‘oa — 
TH 


NATIONAL GUARD 


E 
= Thresholds and 
SOLA Door Bottoms 
Materials — Precision 
Manufacture . . . that's 


NO. 424 ea Ar oe can 

e counted on for posi- 
EVEN MAGAZINES AND NEWSPAPERS TTL MELD AOIEME tive woathertight protec. 
oe ein ee coe tion—and lasting custo- 
mer satisfaction. 








See your jobber or write 
direct for catalog showing 


art ann complete range of weather- 
‘Rie ‘ strip products. 


NATIONAL GUARD PRODUCTS, Inc. 


540 Jackson Ave. © P.O. Box 1520 e Memphis 1, Tenn. 











Mailmen Love It! 





Home owners prefer It! 
—no wonder IT SELLS! 


NU-TOP CHROMIUM plated 
stove pads are proven profit 
makers that are tops in con- 
sumer popularity. They fea- 
ture asbestos backing, exclu- 
sive NU-ROUND  mar-proof 
corners and a_ long-lasting 
triple-plated finish. Available 
in a variety of popular sizes 


Here’s a mailbox designed as a mailbox should be! 
Long enough to hold EVERYTHING, including large 
magazines and newspapers. A perfect item to feature 
because it is different and better than any other! 


@ OPENS and CLOSES WITH A TOUCH—Mail can 
be placed in box or removed with one hand 


@ NO CATCHES OR SPRINGS—No danger of injury 
to hands 


@ STORM-PROOF—Top extends beyond front cover, 
fully protecting mail from rain or snow. 


@ DURABLE—Made of heavy sheet steel, electrically 
welded. Will last for many years. 


@ ATTRACTIVE FINISH—Beautifully finished in green 
wrinkle baked enamel. Harmonizes with exterior 


color scheme of any house . : 
e For the first time a one- 


@ STILL RETAILS for only $3.85. - =, 


thot will not mar, 
scratch, or cut any sur- 
face. 


THE METALOID COMPANY 
DUTTON-LAINSON CO. 3215 kinsman roan CLEVELAND, OHIO 


| In Canada: 3 Wellington Street, Toronto, Ontario 
Dept. 56 Hastings, Nebraska | 





Order From Your Jobber Now! 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET... “smart looking” mem- 
ber of the new Shurlok line featuring 
sparkling beauty, lifetime quality, econo- 
my ond sensational new style construction. 


ATEGCOGLASS KNOB Witt 
NEVER LET OU DOWN! 


There once was a fellow named Zeke, 
Who had hung like this for a week. 

But instead of being ended, his life was extended, 
For TEGCO GLASS KNOBS are unique. 





TEGCO TUBULAR GLASS 


- Quality = 1d aw 0 onan 
TECHNICAL GLASS COMPANY, INC.( TEGGO ) Seis caiuntten 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA Since 1920 — 


WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 
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A NEAT COMPANION 
FOR ANY LAWN MOWER 





—_ 


| pI eee 
os w | 
X, 1} Hl 
| __'| SPECIAL . 
. 7 TOOL x% 


PORTABLE UNITS 
TOOL CABINETS 


DEFENSE ITEMS 
WRENCH BOXES 





UTILITY KITS 













CASES—CHESTS—CABINETS 


Here are the world’s finest metal 

boxes. They're better constructed— 

yy better looking. Known for their fine 

TEST materials—workmanship—attractive 

wSTRUMENY Ser design. These boxes out- 

nd look—outlast—outsell 
competition. 





| 


TOOL CARRYING CASE VALVE SPRING COMPRESSOR CO. 


WATERLOO, IOWA 








uckeye lawn Sweeper 


Winner in Performance and Value 


The typical householder is apt to be both lawn happy and price 
conscious these days. He readily admits wanting a lawn sweeper 
to keep his place cleaned up. But he is certainly relieved to learn 
he can buy one as well built, good looking and efficient as the 
Buckeye Model 850 for a price noticeably less than he feared he 
would have to pay. That’s what makes the Buckeye such a con- 
sistent profit item from early spring until the last autumn leaves 
have fallen down and been cleared away. 


20” sweep, heavy bassine brush mounted on ball bear- 
ings. Easily adjusted for height; sweeps leaves, grass, 
twigs, stones, paper, etc. Metal bottom canvas hopper 
holds 4 bushels; collapses for easy storage. Tubular 
steel handle; aluminum alloy chassis. 10” wheels; 
1¥%” rubber tires, Durably built, attractively finished. 
Weight 311% Ibs. Individual carton packed, Write to 
address below for complete details. 


Sto 


Address Dept. LS-21, Springfield, Ohio 





MANUFACTURING CO. 


Power Mowers -* Hand Mowers 
Lawn Sweepers 


Lawn Mowers Since 1880 





aching Dyas 


e 


QUICK SALES-GOOD PROFITS 


copper covering 
prevents corrosion 








MOLTEN-WELDING 
mokes the 2 metals 
INSEPARABLE 





T CUT-AWAY 
SECTION OF 
COPPERWELD WIRE 





steel core 
provides strength 


Here’s a fast moving, steady selling item that is a con- 
sistent money maker for you. Copperweld Household 
Wire is ideal for many jobs around the home, garden, 
workshop and garage. Once customers use this strong, 
pliable, bright, non-rusting wire, they buy it repeatedly. 
No other wire has all these sales features. For quick sales 
and good profits put these colorful cards and cartons 
displaying Copperweld Household Wire on your counter. 
Order a stock today. 













HOUSEHOLD WIRE CARD 
: N Each 25-ft. or 75-ft. coil is mounted 
hi “i j on an attractive blue and orange 
card. Packed a dozen of one size 
in a carton—6 cartons to a ship- 
Ping container. 


& 
Crposr 
woUstHOLd wirt 


COUNTER DISPLAY BOX 


This convenient and colorful dis- 
play box contains twenty-four 
coils of assorted sizes—one box to 
a corrugated shipping container. 


COPPERWELD STEEL COMPANY, Glassport, Pay 
SALES OFFICES IN PRINCIPAL CITIES 
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During the period when it is going to be impossible 

to supply your customers with all the fence they want, 
we'll still continue to remind them that American Fence 
is the best buy. However, it will be necessary to 

allocate the supply of American Fence among dealers in 
proportion to past business. This will be done as 

fairly as possible. Please be patient. 


Leones mote AMERICAN FENCE tn wate Than any Wher tant, 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO . COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM ° UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 
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HANDY COS” 


Now available in 


MANILA or 





2-in-1 Package 
is a COUNTER 
DISPLAY and a 
SHIPPING BOX! 


— Now you can get “‘American Brand” Manila 





1/4" 5/16" 3/8" 1/2" dia. 
100 ft. connected coils. 


Approximately 15 Ibs. of 
rope in each box. 







Dee ee ee ea 























3 
or Sisal Rope in Handy Coils—the put-up [| AMERICAN MANUFACTURING CO. | 
that has set a new, fast pace in rope merchan- J. Noble & West Sts., Brooklyn 22, N.Y. 
dising. Both AS 5 seas of vag,“ - firse-grade— ! Please send complete information about I 
made of the finest fibres obtainable. . maar cons. | 
Handy Coils come to you mill-fresh in factory- J _ ; ae | 
sealed boxes. The box opens into an attractive counter sales dis- a Le 1 
play. There’s worthwhile volume in small-size ropes—and Handy 4 | 
Coils are the best way to get it. Write for complete information , see ae i 
and delivery schedules. A « , 
ompany cient 
Specify “‘American Brand” Pure Manila i i 
or Sisal Rope when you order full coils. J Address ] 
7 c 
American Manufacturing Company, Brooklyn 22, N.Y. City 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS , 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. I zone State 
SALES OFFICES: BOSTON ¢ CHICAGO « HOUSTON « NEW ORLEANS « PHILADELPHIA « SAN FRANCISCO L aaa eee eee eee 4 
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Store Management 


———F—DP” 


Selecting a Store Location 





“Location, is one of the most im- 
portant factors to consider when 
you are establishing a new store,” 
according to Gerald Seagly. “This 
I learned from my father who 
started a hardware business more 
than 50 years ago.” 

Gerald Seagly and his brother 
Elmer, who have operated a hard- 
ware store in Kendallville, Ind., 
Gerald Seagly who manages for many years, and another in 

the Angola, Ind., store. Ashley, Ind., studied localities 
ees well before they decided to open 
: eo , their third unit in Angola, Ind. 
| i The store they selected, just off 

the public square, was modernized 
and completely equipped with 
modern store fixtures prior to the 
opening on Jan. 18. 

The prime factor in the selec- 
tion of Angola was that, while it 
is a small town of about 5000, it 
is a growing town. It has many 
new industries which were started 
during World War II. These 
small factories were in a flourish- 
ing condition, employing many 
workers. 

Almost equally important rea- 
— sons for selecting the town were 

that it is in a rich farming com- 


1/2" dia. 
ed coils. 
5 ibs. of 
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munity, and a popular resort re- 
gion, and it also has a college with 
an enrollment of some 2000 stu- 
dents. 

A closer analysis of the market- 
ing possibilities revealed that 
nearly 3000 well-to-do farm fam- 
ilies prosper by the benefits which 
have come about, mostly within 
the past decade, of rufal electrifi- 
cation. 


™ 


The majority of these farmers 
have become much larger buyers 
of major electric appliances than 
city residents, most of whom have 
already filled a large part of their 
appliance needs. 

In addition to being users of 
every known type of home appli- 
ance, the farm families also have 
added the milking machine, the 
private electrically operated water 
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Sporting goods, 

hoend tools, shelf 

hardware and build- 

ers’ hardware dis- 

plays line one side 
of the store. 











system, plus a great many other 


electrical devices. 

“The farmer is a potential buyer 
of electrical appliances worth 
$2500 or $3000,” says Gerald 
Seagly. “We find him a repeating 
customer because he needs and 
buys new improved labor-saving 
devices and new inventions as in- 
dustry produces them. 

“It was the need and want for 


Winds 





This step-up display 
of electrical goods 
produces heavy vol- 


ume. Binned mer- 


chandise is clearly 
price-marked. 
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better equipment that enabled our 
company to build up a list of over 
1500 bottled gas customers and 
the sale of equivalent numbers of 
modern gas-burning ranges, water 
heaters, etc., in the Kendallville- 
Ashley territory in the past years,” 
continued Mr. Seagly. 

He explains that the immediate 
plans of the new store is to de- 
velop the bottled gas service in 
the new community, to supplement 
the service among farmers and 
people residing in the lake area. 

In looking over potential loca- 
tions, the Seagly brothers found 
that in the lake area around 
Angola there are over 100 lakes 
and parks, making a vast new mar- 
ket, providing almost year-’round 
business that has barely been 
opened. Vacationists spend thou- 
sands of dollars for fishing tackle, 
new boats and motors, as well as 
many sporting goods items and 
apparel for tobogganing, skiing, 
skating, hunting, archery, trap- 
ping, and ice fishing. It is 
estimated that more than 3000 
vacationists are added to the pop- 
ulation of the community each 
year. 

Still another factor which brings 
new business to Angola merchants 
is the Tri-State College. Since the 
Government extended educational 
privileges to ex-G.I.’s, a steady en- 
rollment of 2000 prevailed. A large 
percentage of the students are 
married and have families. They 
live in barracks, permanent trailer 
units and apartments and have 
considerable buying power. 

Nearly 3000 people visited the 
store and were registered during 
the opening event, Jan. 18 to 20. 

The store fixtures were pur- 
chased through the Indiana R.H.A. 
which assisted in the planning of 
the arrangement of the store, 
which is 100 ft. long and 30 ft. 
wide. 

Balconies were built on both 
sides of the store and these are 
used for the display of wheel 
goods, lawn furniture, metal step 
ladders and other large or sea- 
sonal merchandise. 


Top—Two platforms are moved together 
to provide space for this seasonal dis- 
play of lawn and garden goods. 


Center—A farmer considers the pur- 
chase of a water system in the section 
where farm items are displayed. 


Bottom—Wheel goods and other large 
items get better attention when they 
are raised to a convenient height. 
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"Sold to Mrs. John Doe,” says Tillman Haynes as he accepts a bid on an electric iron. 


Many hardware stores use radio 
programs to advertise their wares 
and services, with music, news, 
sportscasts and spot commercials. 
They do so to build store traffic. 

Haynes Hardware of Murfrees- 
boro, Tenn., uses an entirely dif- 
ferent slant with its weekly auction 
over a local station WGNS. A first- 





s 
a3 





time listener to that program, Mon- 
day evenings at 7:30 p.m., might 
well mistake the booming chant of 
the auctioneer for that of a ciga- 
rette manufacturers’ program. Not 
so! It is usually the voice of W. T. 
Haynes, Jr., a hardware dealer in 
that town. 

Tillman Haynes, as he is better 


W. T. Haynes, Sr., delivers an electric iron to a successful bidder. 


70 


known, receives bids by phone, dur- 
ing the program, and announces 
the names of successful bidders, 
who are required to visit the store 
to pick up their purchases. Thus 
the idea is a successful traffic 
builder. 

Says Mr. Haynes, “It was never 
our intention to make money on 
this radio selling itself. Our pur- 
pose was to have a program with 
strong customer appeal in order to 
continue to remind people in our 
trading area about Haynes Hard- 
ware. We were surprised at how 
eagerly WGNS’ listeners accepted 
the idea. Another factor that 
makes this auction popular is the 
fact that we will accept no bids 
which exceed the store’s regular 
price for that item. 

“While many of the articles sold 
bring a small margin of profit, 1 
would be disappointed if some of 
them were not sold at a loss. The 
bigger the bargain the greater the 
interest. If a woman bids $3 for an 
electric percolator that cost us $10 
she is going to tell all her friends 
about it. The four or five women 
who bid in items sold during each 
broadcast are required to visit the 
store to get them. Many success- 
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conducted over the air, to attract new customers to his 


modern store. Long-time patrons listen to it as well 


ful bidders are new customers, 
whose names are immediately added 
to our mailing list.” 

In addition to the successful bid- 
ders many others are induced to 
visit the store as the result of the 
descriptions of related items men- 
tioned on each program. Items fea- 
tured on the broadcast program 
usually show a noticeable sales 
pick-up for several days following 
the program. 

Items offered during each Mon- 
day night auction are usually ad- 
vertised in Sunday and Monday 
papers and are always nationally 
advertised products. This makes it 
easy for each article to be identi- 
fied by the radio listeners. 

The Haynes Hardware store is 
operated by a father and son part- 
nership—W. T. Haynes, Sr., and 
W. T. Haynes, Jr. Tillman got the 
idea of the auction from a Georgia 
hardware dealer who conducts such 
auctions before a visible audience. 
Mr. Haynes adapted the idea to 
radio. 

One thing that makes the radio 
auction popular is the desire of 
many people to hear their names 
over the radio. Each bidder’s name 
and address is given, together with 
the amount he bids for a specific 
item. 


Tillman seldom leaves the con- 
duct of his auction in the hands of 
the station announcer. He says 
that regardless of an announcer’s 
ability, he cannot show the same 
familiarity and enthusiasm for the 
products offered as the dealer does. 
Without use of a script Tillman 
Haynes talks about the products to 
be auctioned and includes enough 
humor and folksy chat to enliven 
the program. A station employee 
sits at a nearby phone, receives 
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How a Tennessee hardware dealer uses weekly auctions, 


View of an open 
back display window 
featuring some ar- 
ticles offered on a 
radio auction by 
Haynes Hardware. 


Another giftware 
window, as seen 
from inside the 
store, with a spin- 
ning wheel as an at- 
tention getter. 














Some Tuesday morning shoppers visiting the attractive store to look at some of the wares advertised the previous night. 


each bid and passes it on to Till- 
man, who in turn broadcasts the 
offer. 

While waiting for the receipt of 
bids Mr. Haynes talks on numerous 
products related to those being 
auctioned. If an electric iron is 
auctioned he tells about the fine 
ironing board he has in his store. 
Or he may comment about a new 
washing machine which does an un- 
usually fine job of getting clothes 
ready for ironing. If a large can 
of paint is being auctioned, he tells 
of an ideal brush that makes paint- 
ing a form of recreation instead of 
work. Or he may offer an adjusta- 
ble ladder which will elevate the 
painter within reach of all surfaces 
that need painting. Sometimes as 
many as 50 items related to those 
being auctioned will be mentioned 
on a program. 

The first article for auction is 
mentioned immediately after the 
opening auctioneer’s chant. When 
the program was first started it 
was difficult to get the bidding 
started. Because the average per- 
son is, in Mr. Haynes’ opinion, re- 
luctant to make the first bid, he 
remedied this by offering a gift 
valued at about a dollar to the first 
bidder. Now there is a rush to be 
the first bidder. 

The radio audience is informed 
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what the last bid was, so that suc- 
ceeding bids will be at a higher 
figure. Usually seven or eight min- 
utes are allowed for bids on each 
article. As many as 15 bids are re- 
ceived for some individual items. 
While the radio auction is prob- 


ably the most profitable form of 
Haynes promotion the partners pull 
out all the stops to keep the firm’s 
name impressed on its trade terri- 
tory. It uses about 400 column 
inches a month in the local papers, 
(Continued on page 106) 








Tools to Make a Man As Happy As a Boy 


A bright Christmas background suggested that the scores of tools in this window would 
make appropriate gifts for father and son. Santa Claus picture was animated. H. Hecht 
& Son, White Plains, N. Y. 
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How to Average 


A Gun Sale Per Day 


Here’s the formula used by a small town store | e Full gun racks 





that sells 300 guns and rifles per year: @ Complete ammunition stocks 


How does Joe Strobeck manage 
to sell so many guns and rifles— 
about 300 per year? 

Joe, whose family operates 
Strobecks’ Inc., a hardware, 
housewares and sporting goods 
store in Red Lion, Pa., says the 
answer to this is, “Display every 
popular rifle or gun that you can 
lay your hands on, and let the 
sporting public know that you’ve 
got the biggest stock of guns to 


| 








be found anywhere in your trad- 
ing area. 

“I believe that if you can show 
a prospective customer a selection 
of half a dozen different models 
from which to make a choice, you 
are more apt to win his confidence, 
and make a sale, than another 
dealer who has only one or two 
models of the type the customer 
has in mind,” comments Mr. Stro- 
beck. 


wpe 


ies 


Product and use knowledge 
Personalized selling 


® Trade-ins and lay-aways 


But, as everyone who handles 
guns knows, there just haven’t 
been enough of the popular makes 
and models made to go around, 
ever since the start of World 
War II. 

The shortage of new guns and 
rifles, however, has not discour- 
aged this young dealer from pro- 
moting the shooting business just 
as hard as he ever has since he 
started the sporting goods depart- 








Joe Strobeck selects one of the 120 guns and rifles which are generally 
on display in this small town store. Lay-away buying is suggested. 
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More space for guns was found by building these two racks on the side of the small office of the sporting goods 
section. Guns are in a convenient position so that sportsmen feel free to remove them from racks to handle them. 


ment after returning from Navy 
service in World War II. 

Over the past five years the 
store has averaged a gun sale for 
each working day. 

The sporting goods department 
has been developed to the point 
where it produces 35 pct of the 
store’s total volume of business. 

Since he hasn’t been able to get 
all the new guns and rifles that 
his trade required, Mr. Strobeck 
tries to keep his large gun racks 
filled with used models which he 
acquires in trade-ins, or buys out- 
right to recondition and sell. 

“I try to discourage trade-ins 
as much as possible, as there’s too 
much junk and unsafe and foreign 
brands floating around, and I 
won’t trade a gun for resale un- 
less I feel as though it would be 
suitable for my own use. Also, a 
gun must be really good and made 
by a reliable manufacturer so 
that, if parts are needed, we can 
give quick service in the event 
of a defect. 

“We have between $7,000 and 
$9,000 tied up in guns and rifles,” 
says Mr. Strobeck, “but I think 
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this is the wise thing to do be- 
cause it does make it possibe for 
us to keep a well-rounded selec- 
tion. We know that our reputation 
for having a compiete hunting 
and fishing department is being 
spread far beyond the normal lim- 
its of our trade area by satisfied 
customers.” 

Red Lion, Pa., has a population 
of only about 5,000, but the Stro- 
beck store claims to have a larger 
gun stock than any other store in 
York County. 

In addition to showing 120 dif- 
ferent guns and rifles at the pres- 
ent time, this store carries 23 
different telescopic sights and 29 
different models of pistols and 
revolvers. 

“T recall many cases,” says Mr. 
Strobeck, “where fellows have 
come into our store after they had 
done a lot of shopping around for 
a gun or a rifle. They had prac- 
tically made up their minds about 
a certain model after they had 
visited other stores which could 
show them only a few models. 
When they came to our store we 
could give them their choice of six 


or eight models and they would 
end up buying one of ours. Per- 
haps it would be the same model 
that the prospective customer had 
in mind when he walked into the 
store, but he would be so im- 
pressed by our large stock that he 
would buy from us. It’s just plain 
psychology. 

“Sportsmen are a funny lot,” 
says Mr. Strobeck. “They like 
to talk about their exploits with 
rod and gun, and if you expect to 
do business with them you'd bet- 
ter make up your mind to be a pa- 
tient listener. It’s often wise to 
listen to a fellow’s hunting stories 
for 15 minutes before getting 
down: to cases about a gun you 
know he’s thinking of buying. It 
makes him a lot more receptive to 
your sales talk. 

“And, Brother, you’d better 
know what you’re talking about 
when it comes to selling guns, 
rifles and fishing tackle. Sports- 
men will believe what you have 
to say about a gun or a fishing 
reel if you can speak convincingly 
in their language. 

“A sportsman wants to know 
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the really fine points about any 
rifle or gun in which he’s inter- 
ested and there’s only one proper 
way to get to know these fine 
points, and that is to actually 
shoot the gun or rifle in question.” 

“That’s why,” continued Mr. 
Strobeck, “I constantly have 
nearly 20 different guns and rifles 
in my gun rack at home. I use 
them all from time to time, and 
that way I get familiar with the 
way each one handles and oper- 
ates.” 

This Pennsylvania dealer finds 
that more people are developing 
an interest in shooting each year. 
One reason for this, he finds, is 
that young people are permitted 
to hunt at an earlier age. When 
he started hunting at the age of 
15 he had to get his parents’ writ- 
ten consent before he could apply 
for a license. A great many young 
people are now applying for spe- 
cial hunting licenses at the age 
of 12. 

Then, too, he points out, more 
and more girls and women are tak- 
ing up shooting as a sport. 

The Strobeck store takes appli- 
cations for hunting licenses as a 
way to attract old customers and 
to meet new hunters. 

The store wrote about 1,000 li- 
cense applications last year. While 
the 15 cents commission, which 
the store is allowed to deduct, 
does not cover the expense of han- 
dling all the clerical work in- 
volved, license issuance is still 
a valuable promotional effort. 

A full range of ammunition is 
another essential requirement for 
any store that wants to do a com- 
plete job in guns and rifles, ac- 
cording to Mr. Strobeck. 

“At all times we have at least 
100 types and brands of metallic 
cartridges to select from and at 
least 85 types and brands of shot 
shells,” he says. 

During a year’s time the Red 
Lion store sells about 60 cases of 
shotgun shells, about 15,000 
rounds of high-powered ammuni- 
tion, and about 100,000 .22-cal. 
cartridges. 

“Ammunition in certain types 
is still difficult to obtain, but im- 
mediately after the big game sea- 
son is over I place orders for the 
next year’s season, and that ac- 
counts for our large selection of 
ammunition the year ’round,” Mr. 
Strobeck explains. 

“We have now taken on a line 


(Continued on page 110) 
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Pistols, telescopic sights and other valuable items of shooting equipment are shown behind 
glass. The store gets a fast turn-over on the line of animal wall plaques and novelties. 





A sports magazine cover blow-up was used as the back- 
ground for this simple yet effective window display. 
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Roy's Hardware in 1945 was a modest two-man operation. Today it boasts more than 5,000 sq. 
ft. of modern sales and display space, developed through a program of gradual improvement 
that paced the business potential. Attention compelling store signs face a large car park. Latest 
improvement is the new store front on West Yakima Ave., featuring full vision windows. 


Continuous Modernization Brings 
Continuous Sales Expansion 











Roy’s Hardware, Yakima, Wash., started business in 1945 as a 
small store with a $10,000 stock. But a continuing program 
of modernization has expanded the business to the point 
where it is now an 18-man retail operation selling hardware, 


housewares, sporting goods, appliances, and plumbing fixtures 


The appliance display 
rooms runs the entire 
length of the store and 
faces the car park. This 
section is partitioned off 
from the main part of the 
store, has its own entrance, 
but is also accessible from 
the hardware and house- 
wares departments. The 
appliance room is always 
brilliantly lighted to create 
a sparkling display that is 
hard to pass by. 
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Right—The plumbing _fix- 
ture departments adjoins 
the appliance section. Be- 
tween the two is an en- 
trance leading into the 
main store. Fixtures are 
displayed in five booths 
arranged as model bath- 
rooms and each has a dif- 
ferent color scheme to 
stimulate the desire for 
home modernization. Roy's 
Hardware has its own crew 
of journeymen plumbers 
and also plans and installs 
kitchens and bathrooms. 
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Right—Half of the store is 
for the men. All merchan- 
dise is out on display, neat- 
tv departmentalized. Small 
itams are in compartments 
on islands in orderly dis- 
play arrangements. Paints 
and sporting goods are at 
the rear of the store. 
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Left—Housewares and gift- 
wares occupy half of the 
main store and are under 
the direction of a sales- 
lady. Lloyd Winkenwerder, 
son of the founder, be- 
lieves a woman can be a 
more effective sales builder 
in these departments than 
a man. Special glass shelv- 
ing placed on top of the 
islands, in the foreground, 
provide extra display space 
without concealing any of 
the merchandise on the 
step-ups. 


Turn page for more 
details of this store. 





Continued from page 77 


Left—This special display for fasteners was 

adapted from a display shown in HARDWARE 

AGE. The compartments on top are for the smaller 

sizes while the bins underneath holds the large 

bolts. Each section is plainly marked with the size 

and price. The display has increased sales 50 pct 
and simplified stock control. 
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Right—This fishing rod display has been built 

around a pillar in front of the sporting goods 

department, using space that otherwise would be 
unproductive of sales. 





Left—Another special display is 

this one (right) for push brooms. 

The brushes are removed from the 

handles and placed on a rack 

made of ordinary piping. Han- 

dles are placed on either side 
of the rack. 
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This store, started with only $1000 capital, now grosses over $125,000 annually. 


Calls Make Sales 


The salesmen in the Hamilton Hardware Co., Liberty, 
Texas, don’t wait for customers to come to the store. 
They go to see them on their ranches, farms, lumber 
camps, or boats. Salesmen all make service calls 

















Every man at Hamilton Hard- 
ware Co., in Liberty, Texas, is an 
outside as well as an inside sales- 
man, and each one is a serviceman 
as well. They spend from two to Will Hamilton, 
five days a week out in the field, owner, (in dark 
talking with ranchers, farmers, shirt) and his three 


| are 
fishermen and lumbermen. all qualified to ag 


“We’ve worked on the principle vice the mechanical 
that the best way to get hardware equipment they sell 
business is to go out after it, ever hg Fog Pee, 
since we started business in the Ellis Weeks, Yo 
mid-’30’s,” says Will Hamilton, Raney Donatto, and 
owner. David A. Millard. 


This principle has built Hamil- 
ton Hardware from a firm that had 
only $1,000 in capital, when it 
was started in 1935, to one that 








now has a net worth of something 
like $140,000. 

The Liberty stor® now has a 
sales volume of over $125,000 
yearly. The company also operates 
another store in Orange, Texas. 

The only exceptions to the “go 
after the business” plan are the 
three women employees who han- 
dle the housewares, giftwares and 
other feminine lines. 

“The men generally don’t carry 
any samples with them, or attempt 
to make sales right on the spot,” 
explains Mr. Hamilton. ‘‘Occasion- 
ally they carry samples of some 
items in a jeep or pick-up truck, 
but they just go out and talk to a 
lumberman and his family, or a 
fisherman, or rancher, and then 
make an appointment to see them 
in the store.” 

Another of the Hamilton staff 
who knows his way around, 
whether in outside selling, store 
clerking, servicing, or any other 
phase of the business, is young 
Ellis Weeks, Jr. Although he’s only 
22 years old, he’s a veteran of the 
hardware business. He _ started 
working after school, in 1940. 

The third man is David A. Mil- 
lard, who was also trained to do 
an all-around job. 

All personnel is on a regular 
salary basis. 

Store traffic, plus the traffic 
brought in through the outside 
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Lamp sales jumped 50 pct after this wall unit was put into use. Nearly 


$2000 worth of lamps are sold annually from this 8-ft unit. 


calls, gives the store an excellent 
volume in general merchandise, 
especially in housewares. 

In a remodeling program now 
under way, Mr. Hamilton and his 
saleswomen changed the way for 
displaying table lamps. Instead of 





A tremendous quantity of kitchen wares can be shown on this homemade display unit. 
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showing them on tables they now 
show them on a four-step ledge dis- 
play against a sidewall. 

The store now sells about 50 pct 
more lamps from this 8-ft. display 
unit. The sales in lamps now total 
about $2,000 a year—and there’s 
an excellent margin on them. 

The firm -built its own display 
gondolas that show merchandise to 
advantage and do not block vision. 

The base of the five-tier tables 
is 42 in. wide, and 10 ft. long. The 
second tier is supported by half- 
inch pipe, with top and bottom 
flanges. This tier is 30 in. wide 
and 9 ft. long. It’s 15 in. above the 
base. The other three tiers are 
spaced 12 inches apart, and are sup- 
ported on quarter-inch flanged pipe. 
They’re 9 ft. long, and only 18 in. 
wide. These tables are made from 
1 by 12 in. stock, and the display 
surfaces are covered with tough 
Congowall. 

The store has a display area 50 
by 85 ft., and uses an equal space 
as a warehouse and shop. 

Men in the field sell anything 
from a pound of nails, a plowpoint, 
fishing reel, a refrigerator, to the 
roofing for a house or shed. 

Salesmen go 20 to 30 miles and 
contact fishermen on the Gulf coast. 
When commercial fishing is “right” 
Hamilton sells as much as 800 to 
1000 Ibs. of seine twine a month. 
The store carries a full stock, from 
6-thread to 80-thread. 


(Continued on page 107) 
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Customer Comfort 
Helps Sell Appliances 


Youngstown, Ohio, store pays parking charges for customers, 
and provides refreshments for major appliance prospects 


The Wilkins-Leonard Hardware 
Co., 27-29 E. Federal St., Youngs- 
town, Ohio, is proud that it has 
been in business for 50 years but 
does not rest on its laurels. Cus- 
tomer comfort, undreamed of when 
the concern started in business, is 
now an every day feature of the 
store. This helps the firm do a good 
volume in the sale of major appli- 
ances and other lines. 

People wanting to look at equip- 
ment having a high price want to 
do so in a leisurely manner without 
worrying about parking facilities 
for their cars. And they like to 
have a comfortable place in which 





to consider the merits of one ap- 
pliance as against another. 
Donald F. Wilkins, president and 
general manager, says, “We solved 
the parking problem in a practical 
and economical way. People intend- 
ing to shop here go into a commer- 
cial parking lot handy to the store. 
When they make their purchases 
we pay for two hours parking. 
“To make the major appliance 
prospect even more comfortable, 
she and her family are invited to 
sit down in a comfortable lounge 
next to which is a Coca-Cola dis- 
pensing unit. Visitors to the de- 
partment are invited to have a 


‘Coke.’ Youngsters preferring a 
box of popcorn are offered it in- 
stead. In the warm months an ice 
cream bar is offered.” 

Says Lee Fleckenstein, sales man- 
ager, “Naturally, these unusual 
happenings are broadcast among 
our customers’ friends to the ad- 
vantage of the store. This is an 
indirect form of advertising that 
has helped increase patronage at 
the store.” 

When a major appliance has been 
sold and delivered the store sends a 
woman demonstrator to the cus- 
tomer’s home to show exactly how 
the new purchase should be oper- 


Neat and well lighted is this line-up of major appliances in the store. 
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Mrs. Farkas demonstrator of appliances, goes to customers’ homes 
to make sure that they know how to properly operate such equipment. 


ated for best results and most eco- 
nomical performance. The store 
makes particular effort to have pur- 
chasers of automatic washers, au- 


tomatic clothes dryers, home freeze 
units and sewing machines fully 
understand all phases of operation. 

Often a customer is unable to 





make a down payment in line with 
federal regulations in which case 
the store will hold—on a lay-away 
basis—an appliance on which a $10 
down payment has been made. 
After the full down payment has 
been paid the appliance is delivered 
to the customer. 

Where possible the names, ad- 
dresses and phone numbers of in- 
terested appliance prospects are 
obtained. These are kept on file 
for later follow up together with 
data as to the items in which inter- 
est was shown. 

Another list of names and ad- 
dresses is kept on each floor where 
appliances are sold. Prospects are 
shown these names of users of 
equipment being considered. The 
firm invites prospects to contact 
these users for final word as to 
efficiency and usefulness of the 
equipment. The list of users has 
proved particularly useful in the 
sale of automatic water heaters. 


Hunting Scene Window Pulled Trade 


A window that tells a story and 
pulls trade into a store basement is 
a real winner. At the Wm. Krueger 
Co., Neenah, Wis., hardware store, 
both window and interior displays 
are given special emphasis of a type 
that attracts attention and builds 
sales. Such a window was the one 
shown on this “page, used to 
attract the attention of local hunt- 
ing fans and make them go into the 





basement to buy a wide variety of 
sports equipment. 

Combining the interior of part of 
a cabin and an outdoor scene this 
window went all out for atmosphere 
and showed samples of just about 
everything a hunter might want. 
In addition to guns, ammunition, 
gasoline pressure cooking equip- 
ment, hunting clothes and mate- 
rials giving both interior and exter- 


ior atmosphere, this window made 
a bid for the trade of the man who 
likes to hunt with bow and arrow. 
And there was an outboard motor 
and accessories for the hunter who 
uses a boat in his trips. 

Attractive as a piece of display 
art it showed dozens of items— 
large and small—to interest any 
hunter and to make him want to 
study the entire display. 


Strong on hunting 
atmosphere this 
story-telling window 
showed a _— small 
fortune in the way 
of huntsmen's needs. 
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Al Cleary'’s Hard- 
ware set up his gift 
wrapping depart- 
men as a window 
display to draw 
extra Christmas vol- 
ume. He wrapped 
gifts purchased at 
his store and those 
bought elsewhere. 


Merchandise 





A simple idea that provides a 
needed service and thereby at- 


‘tracts greater traffic and conse- 


quently a bigger Christmas vol- 
ume for Al Cleary’s Hardware, 
located at the Pelton Shopping 
Center, San Leandro, Calif., was 
its gift wrapping department. 

“IT had an idea that gift wrap- 
ping would draw more people in 
the store,” said Mr. Cleary after 
last year’s Yule holidays, “but 
besides a nice increase in regular 
gift stock sales, the service itself 
paid a nice profit, although I’d 
have been content to break even.” 

This store is one of the 38 small 
businesses at the modern, com- 


pact Pelton Shopping Center, a° 


few short blocks from downtown 
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Your Gift Wrapping 


This hardware store set up a department to wrap 
Christmas gifts for its customers — to wrap gifts 
purchased in other stores—and then added to this 
extra volume by selling wrapping materials also 


San Leandro — a fast-growing, 
semi-agricultural suburb at the 
eastern borders vf Oakland. Con- 
sequently, the Cleary Hardware 
deals mainly with a residential 
trade, people who, for the most 
part, work in Oakland, San Fran- 
cisco or other large cities. 

“Most of my business is done in 
the late afternoon or evening. 
Business hours are from nine to 
nine—Sundays, nine to one,” says 
Mr. Cleary. “Around the holidays, 
people who had run out during 
the noon hour to pick up gifts 
downtown hadn’t had time to wait 
for fancy gift wrappings. It 
looked like a good draw for my 
store if I’d set up a servie to ac- 
commodate them.” 


To put the plan into effect as 
of Nov. Ist of last.year, one of the 
two display windows flanking the 
front door was cleared of merchan- 
dise and a wrapping counter estab- 
lished there, complete with spools 
of ribbon, rolls of decorative 
paper, gummed stickers, etc. Next, 
arrangements were made to hire a 
capable gift wrapper and things 
were arranged in order to assure 
efficiency and convenience for this 
clerk. 

A few dummy packages were 
made up for display along with a 
list of rates to be charged for 
packages brought in by the pa- 
trons to be gift wrapped. Plain 
gift wrapping of small packages 

(Continued on page 103) 
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Traffic lines attract women into this East Detroit store and once inside they are gen- Merchand 
erally attracted to the rear where housewares, china, glass and giftwares are displayed. case spor 
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The variety store at 
left was opened in 
an effort to get than 
more people into owner 
the hardware store. 
A dividing partition 
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Merchandise is displayed where it will have greatest attention, and in this 
case sportswear is shown in proximity to tools, on the men's side of the store. 


There aren’t many hardware 
dealers who would bother to stock 
and sell peanuts, but Kalthoff 
Hardware does. Peanuts are just 
one of scores of items that aren’t 
gnerally found in hardware stores 
but which are sold in heavy volume 
by R. O. Kalthoff & Sons, “hard- 
ware department store” of East 
Detroit, Mich. 

Peanuts, of course, are a rela- 
tively unimportant line with this 
store, even though it has sold as 
much as $80 worth, at cost, on one 
day. The important thing about 
peanuts, and dozens of other 


small lines like it, is that they | 


produce heavy store traffic. ¥ 

There are probably few men in 
the hardware trade who have 
given more attention to volume 
lines and building store traffic 
than Edgar N. Kalthoff, store 
owner and operator, for he got his 
early merchandising experience 
along these lines. 

Mr. Kalthoff went into business 
with his brother in 1920. Some- 
time later his merchandising ef- 
forts were recognized by HARD- 
WARE AGE which carried a story 
about his selling methods. 

This story came to the atten- 
tion of officials of a large mai! 
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order chain who came to him with 
an offer of a position in its mer- 
chandising department. He turned 
it down then but four years later, 
in 1928, the chain store company 
renewed its job offer. He ac- 
cepted the offer this time and left 
the hardware store in the hands 
of his brother, who now operates 
another hardware store, and took 
his first job as the hardware de- 
partment head in the chain’s first 
Detroit store at Grand River. 
Later he was made store man- 
ager at Pontiac, and then was 
made merchandise supervisor for 


-hard lines for the state of Michi- 


gan. He was in this job for two 
years and then travelled widely 
around the country, doing the 
same type of work. 

When he resumed the operation 
of his hardware store after an 
absence of about 10 years, Mr. 
Kalthoff started to introduce some 
of the merchandising ideas he had 
acquired. 

Mr. Kalthoff served as a mem- 
ber of a sales promotion clinic 
that was held recently in conjunc- 
tion with the annual convention 
of the National Retail Hardware 
Association in Detroit where he 
expressed many of the thoughts 








EDGAR N. KALTHOFF 


that are contained in this article. 

“I learned the need for store 
traffic while I was with the 
chains,” he tells. “In order to get 
it we opened a 5 and 10-cent store 
under the Ben Franklin banner, 
on the left side of the hardware 
store. A couple of years later I 
induced a grocery chain to open 
a large food store on the other 
side of us.” - 

Five years ago, Mr. Kalthoff 
added another store, measuring 
60 by 65 ft., and tore out the wall 
which divided the hardware and 
variety stores, making one large 
store which now measures 100 ft. 
wide and 165 ft. deep. 

In 1939, before the variety store 
was opened, the business did a 
volume of $108,000, which was 
very satisfactory for a suburban 
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community. That, however, was a 
long way from the volume of busi- 
ness done last year. 

The store now does a volume of 
about $135,000 in traffic lines only. 

In last December alone, the store 
did over $62,000 volume in all 
lines. 

“We make a specialty of spe- 
cials,” says the East Detroit mer- 
chant. “We use lots of small traffic 
items to produce store traffic, and 
frequently run specials to draw 
the crowds.” 

Four times a year the store 
distributes over 5,000 circulars, 
which are passed out by high 
school crews. 

Advertised specials are gen- 
erally on sale from Thursday 
through Saturday, but at other 
pony are on for a full week. Aver- 
age transactions for we i 
van ekdays is 

Mr. Kalthoff states that the 
main reason for the big increase 
in store traffic in recent years is 
that the store stocks almost every- 
thing for the home. : 

A good day, with advertised spe- 
cials, in the East Detroit store is 
2500 transactions, about 700 of 
which are in general hardware 
lines. 

The store had its biggest dollar 
volume sales day on Dec. 23, last 
year, when sales totaled $7200, 
representing 5955 customer trans- 
actions, or an average of $1.20 
each. 


oe 


In order to facilitate the move- 
ment of store traffic, the store was 
rearranged to make cross aisles, 
and it was noticed that the change 
had a salutary effect on sales. Be- 
fore the change there were rather 
narrow aisles in front of the wall- 
cases and customers were never 
quite sure whether they had a 
right to be in them. 

The wallcases were improved 
and plywood backs were put in 
them and were painted. Forest 
green was used as the background 
color for sporting goods, and 
chartreuse behind tools. 


Heaviest Volume in Hardware 


The heaviest volume of business 
is done in hardware lines, but 
variety lines account for about 
$135,000 in sales annually. 

The gift line is another major 
one, and sales of giftwares last 
year totaled $57,000, on an inven- 
tory of $14,255. The department 
was started with an inventory of 
only $265. 

The store has a large and at- 
tractive giftwares department at 
the rear of the store, on the side 
where variety store merchandise 
is displayed, and which is bought 
most heavily by women. 

In addition to traffic builders, 
the management of this store also 
strives to produce high turn-over 
for a given amount of space. One 
example of this is that $832 sales 
in electrical tape were produced 








Year-'Round Display Gets Seasonal Touch 





The year-‘round display of artificial fireplaces and fireplace equipment at Union Hardware 
& Supply Co., Ashland, Ohio, was easily converted to a Christmas display with a few, 
simple decorations. Bows and cutouts of Santa Claus did the trick. 
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by just 3 sq. ft. of binned space, 
last year. 

The positioning of merchandise 
is considered very important, and 
is carefully checked. It was found 
that motor oil sells very well when 
attractively priced, and frequently 
large cans of this are pyramided 
by the front door where it is sure 
to catch the eye of men customers. 
Oil is sold only in 2-gal. cans. 

For the same reason, T-shirts 
and men’s sportswear are dis- 
played near hand tools and sport- 
ing guods. 

This store has a policy of cater- 
ing to children and makes special 
efforts to get the trade of children 
from a nearby school, both by giv- 
ing them courteous treatment and 
by providing the kind of merchan- 
dise they like. 

For this reason the store moved 
a well-stocked hobby department 
to the very front of the store, near 
the doors, and this is popular with 
the kids. 

Bicycle equipment and supplies 
is a good line and since the store 
offers better prices than bicycle 
shops it gets most of the children’s 
trade. 

“Children are our future cus- 
tomers,” says Mr. Kalthoff. “You 
can’t scorn them, or treat them 
unpleasantly in any way, or they 
will remember and will not return 
to your store as adults, when they 
will have more money to spend.” 

Hobbycraft supplies has been 
developed into a profitable line 
that pulls a lot of store traffic, 
particularly among young people. 
This line is shown in two 6 ft. 
showcases and an upright wall- 
case, which have front position in 
the hardware side of the store. 

Most of the selling in this de- 
partment is done by high school 
boys who come in after 2 p. m. on 
school days and all day on Satur- 
days. These boys are selected for 
their knowledge and talent for 
making models. One of these boys 
was picked by Plymouth Motor 
Car Co. to compete in the Inter- 
national Hobby Airplane contest. 

The store is located near the 
East Detroit High School so it 
gladly offers prizes for various 
school competitions. One of these 
is model jet car races which are 
held in the halls of the schools 
during the summer months, as a 
means of keeping the children off 
the streets. 

The store frequently devotes 
one of its windows to the showing 


(Continued on page 103) 
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Builders’ Hardware Problems Discussed 


Builders’ hardware convention 
in Chicago sets new attendance 
record; speakers discuss supply 


prospects 





Above—The newly elected president of NCHA 
(right), Preston |. Delph of Delph Hardware & 








ure cus- Specialty Co., Inc., Charlotte, N. C., and the 
ff. “You retiring president (left), Franklin C. Schlitt, 
at them Schlitt Hardware Co., Springfield, Ill. 
or they 
ot return Left—New executive officers of AHC. Left to 
hen they right, Jno. Worner, Sr., Jno. Worner & Sons, 
pend.” Inc., New Orleans, La., new society president; 
as been William Davies, Builders’ Specialty & Hard- 
: ware Corp., West Somerville, Mass., first vice- 
ble line president, and Ralph J. Compton, American 
> traffic, Wholesale Hardware Co., Long Beach, Calif. 
r people. 
wo 6 ft. 
ht wall- 
sition in 
tore. 
this de- 
ap Meeting in an atmosphere of un- through the medium of displays. N. C., installed as president of 
» Snkee. certainty over future supplies, the The Sunday “get-together,” the NCHA, succeeding Franklin C. 
eted for builders’ hardware trade held its cocktail party, provided a pleasant Schlitt of Schlitt Hardware Co., 
ent for annual meeting and exposition in meeting point for some 1200 hard- Springfield, Ill. : 
ee Minne Chicago, Sept. 16 to 19, and at- ware people. Ladies’ activities have Jno. Worner, Sr., of Jno. W orner 
: Sites tracted one of the largest groups of also shown a steady rise over the & Sons, Inc., New Orleans, was 
e Inter- contract hardware people ever to years, and, as an example of the _— given the leadership of ASAHC 
i attend such a show. number of ladies attending with for the ensuing year, succeeding 
esc Held under the joint sponsorship their husbands, is the fact that 200 William E. Peterson of St. Louis. 
a of the National Contract Hardware ladies attended one of the special A list of officers elected at this 
, - " Assn and the American Society of luncheons arranged for them. meeting is published with this 
yaya Architectural Hardware Consult- The meetings were held each report. 
»f these ants, the convention attracted an morning, to permit the afternoons The NCHA annual report was 
ich are attendance of more than 2568 to be free for visiting the exhibits. | made by President Franklin C. 
schools persons. Next year’s meeting and conven- Schlitt, at the Tuesday morning 
iS, as 4 The hardware exhibits, with some _ tion will also be held at the Palmer meeting of the association. Mr. 
ren off 75 companies represented, were House, the meeting dates being Schlitt told the meeting that he 
staged in the Palmer House con- Sept. 28 to Oct. 1. was very happy with the way the 
devotes vention hall and were noteworthy The election of officers saw Pres- association’s program has moved 
howing for their attractiveness and the ef- ton I. Delph of Delph Hardware forward. He was especially 
03) fort made to tell a product story & Specialty Co., Inc., Charlotte, pleased, he said, with the growth 
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of the Hardware Club program. 
Some 16 of these clubs were 
formed during the 1950-51 period, 
and there are prospects tor an 
additional 5 or 6 to be formed in 
the near future. He felt that 
these clubs were especially valu- 
able, with their social and educa- 
tional programs, in bringing all 
phases of the industry closer to- 
gether. 

Touching on che many contribu- 
tions that NCHA and ASAHC 
have jointly made to the builders’ 
hardware trade, Mr. Schlitt said 
that a third and very important 
link in this builders’ hardware 
chain was the manufacturer. Then 
addressing his remarks to manu- 
facturers, he said, “I challenge 
you to develop a builders’ hard- 
ware manufacturers’ association 
similar to the NCHA and ASAHC, 
so that all three branches of the 
industry may go forward to- 
gether.” 

President Schlitt reported that 
the association had added 23 new 
members and 14 new associate 
members in the current year. 

He had strong praise for the 
series of technical bulletins which 
the association has issued and 
which received recognition from 
the American Institute of Archi- 
tects. 


AHC President Reports 


William E. Peterson, retiring 
AHC president, reported to the 
society that its membership was 
currently at 534, and he felt it 
would reach 600 in the very near 
future. 

He asked the society members to 





New NCHA vice-presidents are (right) Frank E. Eiler, Hardware & 
Supply Co., Akron, Ohio, first vice-president, and (left) J. R. 
Lowell, Lowell-Meservey Hardware Co., Colorado Springs, Colo. 


continue to dedicate themselves to 
strengthening and expanding the 
society’s educational efforts. Mr. 
Peterson stressed especially the de- 
sirability of strengthening the 
group’s chapters as one of the most 
effective means of adding dignity, 
cohesion and effectiveness to the 
society’s program. 

Following the installation of new 
officers of AHC, Jno. Worner, Sr., 
in accepting the presidential gavel, 
told members that they must con- 
tinuously strive to develop the 
stature of AHC to make architects 
and others realize the authority 
and capability of the society’s mem- 
bers. 

As part of this program, he rec- 
ommended wider use of the AHC 
emblem on_ stationery, business 
cards, and in local advertisements. 

Mr. Worner, in reviewing briefly 





s. 
@ 


_s 


~ 


the highlights of the past 10 years 
of the group’s efforts, said he was 
impressed by the way more and 
more architects are looking solely 
to AHC members in handling hard- 
ware specifications. 


Dr. Bradley's Plea 

A plea for a spiritual renais- 
sance to correct the political evils 
of the world was made by Dr. 
Preston Bradley, of The Peoples 
Church, Chicago, the principal 
speaker at the Tuesday session 
of NCHA. 

Dr. Bradley decried the futility 
of war and the type of thinking 
that today makes news of evil 
happenings. “We are not yet civil- 
ized enough,” he said, “to make 
goodness news.” 

The famous speaker said that 


. 


Officers and regional directors of AHC at a meeting in Chicago, with Bill Peterson (standing), president, presiding. 
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while the political aim today is to 
satisfy personal selfishness, the 
security of the future demands 
that everyone must choose as 
leaders only persons of outstand- 
ing integrity who have an honest 
respect for the dignity of man. 

There is a vital need today, he 
said, for big men in big places, 
but the world, including the 
United States, is being governed 
by small men. 

The great danger of the future, 
he warned, are the little men 
whose thinking is concerned en- 
tirely with the next election, in- 
stead of the next century. 

Men must be put above dollars; 
the good of the whole must be put 
above selfish personal ambition, 
he told the meeting, if true peace 
in the world is to be achieved. 

In a strong warning against the 
dangers of centralized govern- 
ment, Dr. Bradley warned that a 
government cannot give an indi- 
vidual any more than it takes in. 
No one ever gets anything for 
nothing. 


Habbersett Reports 


A detailed report on the outlook 
for metal supplies was made at 
the Wednesday ASAHC meeting 
by W. C. Habbersett of the Build- 
ing Materials Division of NPA. 

Mr. Habbersett was introduced 
by H. B. Megran, president of 
Starline, Inc., who discussed 
briefly his experiences in Wash- 
ington while serving on an agri- 
cultural implement committee of 
NPA, by way of pointing up the 
problems which a man, such as 





The retiring AHC president, Bill Peterson 
of St. Louis, reports on the year's ac- 
complishments. 


Bill Habbersett, encounters in 
performing his duties. 

Mr. Megran emphasized the im- 
portance of industry taking an 
active interest in seeing that 
Washington was able to obtain 
qualified men for its various de- 
fense posts. He asked for a better 
understanding of the task faced 
by the men running NPA who are, 
in his experience, honest, sincere 
men who are attempting to fairly 
perform a very difficult task. 

Mr. Megran also commented 
that he felt that 4th quarter CMP 
allotments had a better chance of 
getting mill space than some of 
the previous allotments. 

Mr. Habbersett’s comments pro- 
vided little room for hope of in- 
creased metal supply for produc- 
ing builders’ hardware. To the 
contrary, it revealed that fourth 


NCHA officers and regional directors of NCHA at the Chicago Convention. 


quarter allotments will be sub- 
stantially below third quarter 
supplies. 

The speaker’s comments were 
devoted primarily to explaining 
how NPA goes about determining 
allotments and emphasizing the 
great thought and study that goes 
behind every decision NPA makes. 

Construction in the fourth 
quarter will definitely be cut back, 
he said, and this will mean a sub- 
stantial reduction in metal allot- 
ments for this industry, which 
includes the builders’ hardware 
field. For example, school and 
hospital allotments have been cut 
py 60 pct; housing by 50 pct. 

Mr. Habbersett explained that 
as the NPA representative of the 
building groups, he has made 
many appeals for additional allot- 
ments. But these appeals, when 
weighed against the demands of 
other activities, such as direct 
war work, the steel expansion 
program, etc., have been largely 
denied. 

For example, in the case of one 
metal, he had asked for 6,000,000 
Ib. for the past six months, but 
received only 1,000,000. He is 
still attempting to obtain more 
metals for his division in order 
to help keep them operating until 
they are able to obtain more de- 
fense work. 

The problem of alloting avail- 
able metals is a tremendous one, 
he said, especially in view of the 
large quantities needed by each 
industry. For example, in the 
third quarter, the construction in- 
dustry received 1,700,000 tons of 





Franklin C. Schlitt, president (lower left foreground), presided at the meeting. 
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Underwood & Underwood 


@ “Thermos” brand vacuum bottles have been on the 
workbench for more than 44 years. Today, with more and 
more workers going into defense, Thermos reaches a new 
high in popularity—and in importance, too. 

Workmen everywhere rely on the “Thermos” brand 
vacuum bottle—to keep home-fixed beverages hot or cold 


THERMDS 


TRADE MARK REG. U.S. PAT. OFFICE 


Goes wherever 
there's a job to be done 


with utmost efficiency—carried with good, nourishing 
food in the convenient lunch kit. 

Your customers depend on the trade mark “Thermos” 
—a name they know and respect, a long-time friend of 
every family. Each Thermos brand product you sell adds 


to your good will. 


THE VACUUM BOTTLE EVERYBODY ASKS FOR 
the Meal 9 of the kench hit 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 
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NPA's W. C. Habbersett reports 
on metal outlook. 


steel (excluding structurals), 90,- 
000,000 lb. of copper-bearing 
metal and 1,100,000 lb. of alu- 
minum. 

The cause of the cut-back in 
the 4th period allotments, was at- 
tributed largely to the fact that 
the defense program is past the 
tooling up period and is now be- 
ginning to use metals in larger 
quantity on direct production. 
Another factor is that the Ser- 
vices program is expanding and 
requires larger supplies. 

Mr. Habbersett stressed that 
the Armed Services do not receive 
material allotments for the mere 
asking. They are required to prove 
their needs, just as are the in- 
dustry divisions. He laid empha- 
size on the point that the military 
is not grabbing everything, nor do 
they get special treatment. 

Mr. Habbersett said he re- 
gretted he could not give the men 
at the meeting any good news, for 
he would have preferred to speak 
on a more pleasant viewpoint. 
But the facts are, he said, that the 
outlook for metals is very serious 
currently, but may show some im- 
provement when new capacity 
now being built comes into pro- 
duction. 

Demand for metals in the first 
quarter will still be in excess of 
available supplies, he commented, 
but it is too early to say what the 
final totals will be. 

The long term outlook for build- 
ers’ hardware is good, he felt, and 
demand in 1952-53 should be very 
substantial. 

Mr. Habbersett also reported 
that he had received instructions 
to start work again on the hard- 
ware order which was sent to the 
trade earlier this year for study 
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and comment. He felt that NPA 
had developed an order that was 
far better than the old WPB order. 

NPA has endeavored to make 
the new order fair and to avaid 
taking any action that would put 
a company out of business. He 
said that NPA is cognizant of 
competitive situations that exist 
in the trade and attempts to keep 
these in mind when framing the 
order in an effort to keep it 
equitable. 

Mr. Habbersett agreed that the 
original draft was not perfect and 
the new order will be improved by 
the comments and suggestions re- 
ceived from the trade. 


NEW OFFICERS OF 


NATIONAL CONTRACT 
HARDWARE ASSOCIATION 


Does not include directors elected in 
1950 for two-year term 


PRESIDENT 


Preston I. Delph 

Delph Hardware & Specialty Co., 
Inc.” 

Charlotte, N. C. 


FIRST VICE-PRESIDENT 


Frank E. Eiler 
Hardware & Supply Co. 
Akron, Ohio 


SECOND VICE-PRESIDENT 


J. R. Lowell 
Lowell-Meservey Hardware Co. 
Colorado Springs, Colo. 


NEW REGIONAL DIRECTORS 


I. S. Eshleman 
Ostrander & Eshleman, Inc. 
New York, N. Y. 


C. E. Siefried 
M. 8. Young & Co. 
Allentown, Pa. 


Frank P. Cook, Jr. 
Industrial Hardware & Supply Co. 
Charlotte, N. C. 


Tracy P. Mitchell 
Mitchell Hardware Co. 
Ashtabula, Ohio 

C. A. Ranger 

Ray] Co. 

Detroit, Mich. 

H. J. Wepplo 

Gardner Hardware Co. 
Minneapolis, Minn. 


Joe O. Martin 

Melcher Schene Hardware & Lum 
ber Co. 

St. Louis, Mo. 


V. E. Woodard 
Woodard Builders’ Supply Co. 
Ft. Worth, Texas 


James C. Carroll 
Union Hardware & Metal Co. 
Los Angeles, Calif. 


F. A. Haines, Jr. 
Washington Hardware Co. 
Tacoma, Wash. 


NEW OFFICERS OF 


AMERICAN SOCIETY 
OF ARCHITECTURAL 
HARDWARE 
CONSULTANTS 


Does not include directors elected in 
1950 for two-year term 


PRESIDENT 


Jno. Worner, Sr. 
Jno. Worner & Sons, Inc. 
New Orleans, La. 


FIRST VICE-PRESIDENT 


William Davies 

Builders’ Specialty & Hardware 
Corp. 

West Somerville, Mass. 


SECOND VICE-PRESIDENT 


Ralph J. Compton 
American Wholesale Hardware Co. 
Long Beach, Calif. 


NEW REGIONAL DIRECTORS 
L. Les Gasey 
Chicago, IIl. 

L. S. Bakken 
Madison, Wis. 
John C. Hardy 
Omaha, Neb. 

Ed. P. Leathers 
Tulsa, Okla. 

Jno. Worner, Jr. 
New Orleans, La. 
W. W. Philleaux 
Dallas, Texas 
Leslie W. Neves 
Denver, Colo. 
Edwin B. Gibbs 
Los Angeles, Calif. 
Louis Du Fresne 
San Francisco, Calif. 
Victor H. Verby 
Seattle, Wash. 

J. C. Gordon 
Nashville, Tenn. 
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No. 411D Key Lock (exterior) 


For exterior entrances to the home. Has 5-pin tumbler lock 
construction. Equipped with turnbutton, permitting free use of in- 
terior knob at all times while permanently locking door against 
Opening from outside. When turnbutton is in locked position, 
entry to the home may be gained only by key. No. 411, 
without dead latch feature. No. 411D, with dead latch. Dead 
latch (compressed when door is closed) keeps bolt engaged 

with strike plate and prevents opening bolt from outside 

with knife or screwdriver. An outstanding lockset. 
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No. 412 Turnbutton Lock (porch, patio) 


For French doors or other doors between interior of home and 
porch or patio. Turnbutton inside locks door on opposite side. Once 
turnbutton is placed in locked position, door is always locked 
Yet exit can be made easily at all 
times by simply turning knob. No. 412, without dead latch 
feature. No. 412D, with dead latch feature. Dead latch (com- 
pressed when door is closed) keeps Bolt engaged with 

strike plate and prevents opening bolt from outside with 


against outside entry. 


knife or screwdriver. Investigate this fine lockset. 


SERIES 410 NATIONAL LOCK 4@Z 





ardware No. 414 Privacy Lock (bath, bedroom) 
An outstanding lockset designed especially for use on bathroom 
and bedroom doors. Has pushbotton on inside knob, providing 
complete privacy. Turning inside knob disengages locking 
mechanism until pushbutton is again depressed. Simple release 
feature on outside knob permits emergency entrance by 
use of pencil, hairpin, match, or similar object. No Special 


Key Required. Your customers will like this privacy lock. 


When you're looking at price tags, look at quality, 
ole wmmm Kole) mol Milloli-1alel twa Kole) @elm@ lure llal-t-1alale im Mele) 
at practical, exclusive features. Consider. beauty 
eleloby and beauty through the years. Ask 


about installation time...about how quickly the 
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No. 418 Knob Latch (passage door) 


For ali interior doors where locking is not desired. Ideal for 
use on closet doors, storage room doors, etc. Has no locking 
mechanism. This high-quality latch positively holds door shut, 
yet permits easy passage into and out of room as 

desired. Be sure to examine this and the other skillfully- 
engineered NATIONAL LOCKsets that have been so 


enthusiastically received by the hardware and building trades. 


ASK YOUR 
REGULAR 
SUPPLIER 


unit may be applied to the door in a good, work- 
manlike manner. When all the facts are in, 
you'll agree there’s much more real, dollar-for- 
aollar value in NATIONAL LOCKset. It's the best 


lockset for you to buy, to sell and to specify. 


Distinctive Hardware — All From ] Source 


NATIONAL LOCK COMPANY 


MERCHANT SALES DIVISION 











Your Delivery Truck 








By ROGER M. PORTER 


Where does your truck fit into 
your customer-relations program? 
What bearing does it have on your 
business, besides being a means of 
delivery? 

Just this: Your truck is a form 
of advertising for your firm be- 
cause it is seen by hundreds of peo- 
ple in all sections of your city. It 
can Build goodwill, promote your 
name and serve you well in other 
ways. However, no matter how 
good the sales-promoting effect of 
your truck, it can also back-fire on 
you (not mechanically, in this case) 
through a haphazard driver who 
disregards the rules of safe, cour- 
teous driving. 

In the wrong hands your truck 
can undo in short order a lot of 
the good efforts of your store per- 
sonnel and your reputation for 
handling quality merchandise. 

Let me relate an incident that 
cost one firm quite a bit of busi- 
ness... and money! 

Wally Duncan was driving home, 
in a midwest town, during the late 





Editor’s Note: This is an actual 
case history of an experience. All 
names, however are fictitious and any 
resemblance to actual persons is 
purely coincidental. 
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It can build goodwill, or it can 
cause you to lose business. Here’s 
a case history of what can happen 


afternoon of a rainy day in mid- 
April. Suddenly, without warning, 
a panel truck shot out from a side 
street at his right, barged squarely 
in front of Wally, and then pro- 
ceeded to zig-zag up the street 
with a devil-may-care attitude. 

Wally pulled next to the “run- 
away” truck as it drew up to a 
screeching stop at a traffic light. He 
noted the name on the side of the 
truck. “Johnson Cleaners and 
Dyers” loomed large in neat, script 
letters. That’s all Wally wanted to 
know; his next move was to call 
Johnson’s to report the careless 
driving. 

Wally informed Mr. Johnson, the 
store owner, that the type of driv- 
ing he had witnessed was a poor 
reflection on the cleaner’s business. 
He inferred that the cleaning ser- 
vice must be as bad as the driver. 
Mr. Johnson was all-apologetic, as- 
suring Wally that the driver would 
be severely reprimanded when he 
returned from his calls. 

But, coincidence plays funny 
tricks. Not three days later the 
self-same driver of the self-same 
truck pulled virtually the same 
stunt. This time metal met metal 
and Wally’s car was badly dam- 
aged. The driver of the Johnson 


Cleaner and Dyers truck bounced 
out of his vehicle and became very 
nasty about it. He insisted to the 
police that Wally was at fault. The 
report from headquarters proved 
Wally to be in the clear; Mr. John- 
son’s driver was booked for reckless 
driving. 

Again Wally, quite furious, 
called Mr. Johnson to report this 
unusual second incident. Johnson 
tried to calm Wally down by telling 
him how sorry he was, that all 
would be taken care of, that it was 
just one of those things. He also 
fumbled around to tell Wally that 
he just hadn’t taken the time to 
bawl out the driver for the occur- 
rence of a few days before. 

Wally then blew his top com- 
pletely. He told Johnson that he 
had at one time considered sending 
all of his business to the Johnson 
firm. However, under the circum- 
stances, he would not trust a firm 
so slip-shod in its ways. Further, 
he would remind all his friends that 
Johnsons was the place not to trade. 
Mr. Johnson practically pleaded his 
defense on bended knee; Wally gave 
him the deaf ear. 

This story is typical of what can 
happen in most any type of busi- 

(Continued on page 108) 
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FOUR OUTSTANDING LEAD 


IN THE FAST-SELLING GILMER LIN 


oe ee a 








fA , ERE’S a sales-proved line that’s building profits for 
t Gl sf pte hardware stores—small and large. Gilmer V-Belts. 
= V-BELTS ’ Gilmer Sheaves. Gilmer Garden Hose. Gilmer Tape. SHEAVES 4 


Top quality items, all of them! They’re products that 
you can sell with confidence... products that are in 
steady demand, that turn over fast, that are priced 
to net you a good margin of profit. Each is attractively 
packaged. And attention-winning counter displays and 
other selling aids keep stock moving. 








Gilmer V-Belts Gilmer Sheaves 


Available with Wall Panel 
display or Tower Stand, 
in 35- or 50-belt assort- 


! 
| 
| 
: 
| Accurately machined, fine- 
grained, cast-iron, single- 
) and double-groove sheaves. 
| Each is of full groove design 
ments. Also, you get: the | for maximum power trans- 
patented Gilmer Handi- " mission and minimum belt 
meter for quick, accurate , wear. Balanced to eliminate 
belt measurement; an at- vibration. Available in all 
tractive window display standard sizes, each painted, 
card, handy inventory i individually boxed and 
card, and the Gilmer V- | labeled. 
Belt Catalog, ‘““America’s | 
Belt Bible.”’ , 
i 
| 
i 
i 





Gilmer Garden Hose - Gilmer Tape 


i 
A complete line to meet every customer’s i Straight-tearing, non-raveling Gilmer Fric- 
needs—normal or heavy-duty service . . . for } tion Tape has both high insulating and high 
small homes or large estates. Covers, tubing, j adhesive qualities. Gilmer Rubber Tape, 
reinforcement and | made of the highest 
couplings are extra ' grade rubber, fuses 
















durable and practical. . readily without heat. 
Both rubber and plas- Each stands up long in Ff 


| 

tic. 25’ and 50’ lengths, I service. In standard ,; 

or 500’ bales. | widths and lengths. 
| 





- 


— ——- 


See them at the 


NATIONAL HARDWARE SHOW 


Grand Central Palace, New York City 
October 8, 9, 10, 11, 12 
BOOTH 42 
. 


ATLANTIC CITY 
October 15 and 16 


BOOTH 637 


LHLGILMER COMPANY, ton sins 


i 
i 
i 
} 
j 
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Glass Display Covers Reduce Pilferage 


A simple, but effective technique 
for reducing losses due to pilferage 
of small items from island displays 
has been developed by Schlafer’s 
of Appleton, Wis. 

The key to this development is 
the special hinge that is illustrated 
in this article. One section of this 
hinge fits over the vertical glass 
backing of a display or a bin, while 
the other hinge section clamps over 
a glass cover that can be placed 
over the top of the bin. 

The design of the hinge makes 
it very easy to raise the glass cover 
to pick an item out of the bin. 
However, it requires two hands to 
do this, one to raise the glass cover 
and one to pick up the item. Such 
an operation is easily spotted by a 
salesclerk, thus discouraging pil- 
ferage. 

At the present time Schlafer’s 
uses three plate glass covers on a 
tool display island, two on a fishing 
supply shelf on a sporting goods 
table, and two more with a baseball 
display. 

According to Ed. Kellogg, presi- 
dent of the firm’s retail division, 
the use of these glass covers has 
substantially reduced  pilferage 
without affecting the sales of the 
items so protected. 

The special hinge, which was de- 
signed by Mr. Kellogg, is made of 
spring steel, with the two sections 
spot welded together. The glass 
covers are cut to the width of the 
shelf and in various lengths up to 
2 ft. 

Two or three of these hinges can 





Editor’s Note: Further information 
on where to obtain these hinges can 
be obtained by writing Mr. Kellogg at 
— St., So., Wisconsin Rapids, 

is. 
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Glass bin covers equipped with a special hinge enable 
Schlafer’s to reduce pilferage without affecting visi- 


bility or accessibility of small merchandise displays 





Ed Kellogg shows how the special hinge makes it 
easy to raise the anti-pilferage glass cover. Use 
of the glass cover assures full visibility to the dis- 
play, but discourages pilferage. 


be used with each cover, depending 
on its length, and the glass cover 
can be easily slipped into the hinges 
with a sidewise motion. The manner 
in which the hinge is designed 
makes it possible to use it over and 


over and to move it as displays are 
changed. 

The use of the glass cover as- 
sures full visibility to a display, 
while minimizing the possibility of 
pilferage. 
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Sketch showing how the hinge 


operates when the lid of the case 


is lifted. At left is seen side view of hinge in open position. 
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_ Fgoelle. GENERAL ‘Sit FILTERS 


FOR ALL YOUR INSTALLATIONS 


fy 7 vere Are @ Good Reasons 


There’s a GENERAL FILTER for every fuel oil filtering 
7 job — large, medium, or small. 





DELUXE MODEL 2A-300 
FOR WHE GS 08S 2 GENERALS are easy to install. All that’s needed is one 
wrench and a few minutes’ work. 













It takes just two minutes to insert a GENERAL Replace- 
3 ment Cartridge —and every GENERAL installed means 
cartridge sales for years to come. 





MASTER MODEL 2A-700 
FOR CERIUM HEEES Customers WANT GENERAL FILTERS because they elimi- 
4 nate shut-downs due to clogged nozzles. Costly service 


“call-backs” are minimized, too. 






STANDARD MODEL 1A-25 : : 
FER SAA SONS, a GENERAL FILTERS now distributes CLEAN 
HEATERS, ETC. : : 
RIGHT SOOT REMOVER—Certain-safe for all J 


heating plants. Tell your customers about it. d 


GENERAL FILTERS 12890 WESTWOOD AVE. 
INCORPORATED DETROIT 23, MICHIGAN 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 












IS NEW | 
AND DIFFERENT | | 








| EACH MONTH 
| SEE THIS 
—— | NATIONALLY 
ADVERTISED 

fer as- 
z TANK BALL 





IN LOCAL NEWSPAPERS 


AT LAST FROM COAST -TO-COAST. 


A FOOLPROOF DOORCLOSER 


which is small in size and low in cost 


“DICTATOR” Doorclosers’ smooth, silent operation and sim- | share of this lucrative business ? 


ple installation, never needing adjustment, is winning the 


praise of architects, builders and owners everywhere. | 

Some territories still open. | 
WRITE FOR LITERATURE AND e 

FULL DETAILS TODAY 


SIMONS STEEL PRODUCTS | THE WATERMASTER COMPANY 
60 Jacobus Avenue South Kearny, N. J. | | NEW BRUNSWICK - - - NEW JERSEY 


Mr. Dealer---are you getting your 
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Selling Lawn & Garden 
Equipment Supplies 











Product Knowledge Keynotes Selling 
Effort in Yard and Garden Center 


Just about a year ago Hi Kirch- 
ner sat listening to a spot radio an- 
nouncement of a poppy sale which 
was being conducted at his novel 
Yard & Garden Center, 4420 Mar- 
ket St., Youngstown, Ohio. 

Just a few seconds later his 
phone rang and he heard a wo- 
man’s indignant voice say, “Mr. 
Kirchner, that man doesn’t know 
how to sell poppies. He didn’t de- 
scribe their beauty, or their easy 
culture — nothing but price and 
where to get them. To most peo- 
ple, what he said was meaningless. 
You can’t do a good job of selling 
that way!” 

Mr. Kirchner’s surprise at the 


Right—The Youngstown, Ohio, branch of 

the Kirchner Hardware stores, is housed 

in a four-car garage, open to the street. 

In good weather the overhead doors 
are kept open. 


unexpected call and its message 
faded. “Can you do a better job?” 
he asked. 
“T can sell poppies and sell them 
right,” was the quick reply. , 
That’s how Hi Kirchner got Mrs. 





Margaret Faulds as the efficient 
manager for his Yard & Garden 
Center, which is devoted entirely to 
the needs of gardeners. Mr. Kirch- 
ner operates hardware stores, and a 
lot of bulky garden supplies such as 








Mrs. Margaret Faulds, who manages the Yard and Garden Center, is shown at work in the open-fronted store. 
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VERYBODY says it’s the handiest way to buy 
chain they've ever seen. That’s why the sales of ELEPHANT 
Brand “CHAIN-PACK” are going up — Up — UP! 


The “CHAIN-TAINER” with the handy handle is a strong, 
attractive, all-steel container that’s ideal for re-use. It 
contains 100 lbs. of any one of the 4 fastest-selling 

sizes of ELEPHANT Brand PROOF and BBB Chain, made 
by the oldest chain manufacturer in America. It’s sealed 
to protect the chain against rust. 


ELEPHANT Brand “CHAIN-PACK” is a superior package — 
of quality chain — priced for competitive selling. It’s easy 
to handle — stock — display — sell. Push it — and PROFIT! 





Two Different Colored Labels for Easy Identification: 


GREEN LABEL: Identifies PROOF Coil Chain x E . ny 
RED LABEL: Identifies BBB Coil Chain rE LEPHANT offi} BRA 


Size of chain, weight, and approx. footage clearly indicated on labels. r 3 PROOF COIL CHAIN 


Ask Your Jobber 


} 
ELEPHANT AG} BRAND 4 NI oe rrr ar a 
3 ann KREIN MFG. CO. - st. 40 
Hroducts 


NIXDORFF-KREIN MFG. CO., 916 HOWARD ST., 
ST. LOUIS 6, MO. — EST. 1854 








MAKERS OF ALL TYPES OF WELDED CHAINS - TIRE CHAINS * SINGLETREES » WAGON AND TRUCK HARDWARE 
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fertilizers, peat moss, humus, 
started plants, nursery stock, etc., 
were eliminated from them and 
concentrated in the garden store. 

Mr. Kirchner knew only too well 
that managing such a store called 
for specialized training and back- 
ground. Expert gardeners as well 
as amateurs came to the store and 
spoke a language all their own. 
He needed someone with a com- 
plete command of this field. 

He got more than this in Mrs. 
Faulds. She is active in many gar- 
den clubs. In fact she was presi- 
dent of the Youngstown Garden 
Forum, which is composed of 52 
garden clubs, and is vice-president 
of the Garden Club of Ohio. She 
knows her plants as only horti- 
culturists deeply in love with them 
may know them. She knows their 
needs and cultures and she doesn’t 
need to run to catalogs to find the 
names of hundreds of plants. 

The store itself is situated just 
beyond the city limits on a main 
highway. It is a neat little wooden 
building. Similar to a five-car 
garage, it has five doors that swing 
up under the ceiling. There is no 
glass front. In good weather the 
doors are opened and the store be- 
comes an open stall, 20 by 50 ft. 

Off-street parking makes it 
handy for motorists. A 6-ft woven 
fence encloses the area back of the 
store, and a gate allows customers 
to enter the yard without going 
through the store. 

The very way in which the yard 
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with its growing stock is set up, at- 
tracts customers. Passing motorists 
can see through the woven fence 
and every homeowner who has gar- 
den space or a lawn, is a prospect. 

Rose trellis, pergolas, and arbors 
are placed against the fence so peo- 
ple can better visualize how they 
would look in their own gardens. 
These tall, attractive items make 
the yard more appealing. Mrs. 
Faulds also sets blooming shrubs 
and flowers along the fence, so that 
they will get the attention of 
passersby. 

Open frames, 12 in. high and of 
varying lengths, are filled with 
plants set in rich earth. 


Explicit Directions Given 


When a customer selects a plant 
from one of these frames it is 
lifted out with a spade and is 
wrapped in newspaper. If the cus- 
tomer is a beginner, Mrs. Faulds 
gives him explicit directions for 
the proper care of the plant. 

“This is most important,” says 
Mrs. Faulds, “for a thriving plant. 
is an unbeatable advertisement of 
the store in which it was bought. 
Each class of plants must have spe- 
cial care and it is up to the dealer 
to know and instruct patrons, if 
they are to be pleased with their 
plants.” 

There is some new activity of the 
Yard and Garden Center for every 
season of the year. 

Spring finds the store ready for 
planting time. First the roses and 


Homeowners can 
select their own 
plants, in scores of 
varieties, directly 
from the planting 
beds behind the 
garden store, the 
rear of which is 
seen in the back- 
ground. 


soil testing kits find early buyers. 
The roses are shipped in with bare 
roots wrapped in moist moss. But 
Mrs. Faulds takes no chances with 
this method although it is common 
practice to sell them that way. 

She makes pots out of light- 
weight roofing paper and_ beds 
each, rose bush in such a container. 
Rich soil containing peat moss 
goes into each pot to insure lively 
growth. The pots are simply made 
by shaping the tar paper into the 
proper form and then stapling 
them. 

Once in these temporary pots, 
the roses are set out in the yard. 
The longer they stay, the better 
they develop, and the better the 
price the store can ask. Purchasers 
are told to set the plant into earth, 
pot and all, for in time the tar 
paper will rot away, and meanwhile 
the plant has been given a vigorous 
start. 

After the roses come the shrubs, 
evergreens of specimen size, fruit 
and flowering trees, berry bushes, 
vines, perennials and _ annuals. 
Grass seed for lawns is of major 
importance and Mrs. Faulds gives 
expert advice on _ seeding and 
maintenance of the lawn. 

Kirchner’s has found one good 
way to get more garden customers 
by allowing 11% hours of free use 
of either a lawn roller or spreader 
with any purchase of seed or fer- 
tilizer. These instruments are also 
for rent on a cash basis of 25 cents 
for the first hour and 35 cents for 
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THE NEW 
HEAVY DUTY 


C 


CYLINDRICAL 
| ele | ¢. 


Before you recommend any locks for your 
next large-building job, compare this new 
Corbin with any other cylindrical lock you've 
used. Compare them point by point - 

feature by feature. You'll find only Corbin 
has all these extra-quality advantages that 
mean smoother operation — longer wear 
with less maintenance — fast, low- 

cost installation. 


And now, for the first time, you can offer 
every major type of lock — unit, mortise, 
tubular, cylindrical — from just one 
manufacturer. Your customers can choose 
any of these types for different parts of a 
building and have all locks master-keyed as 
needed and harmonious in design. 


The new Corbin Cylindrical Lock comes in 
four designs — each made in the 13 functions 
most frequently used in schools, hospitals, 
apartments, office and public buildings and 
fine residences. If you have not yet received 
complete specifications — if you would 
like further information on all this new lock 
can do — write or wire us now. 
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Check All These PLUS Features: 


e Five-Eighths Inch Throw! 


e Same Smooth-Working, Long- 
Lasting Roll-Back Latch As 
Famous Corbin Unit Lock! 


100% Reversible! 


Cylinder Easily Replaced From 
Inside If Keys Are Lost! 


Compact heavy-duty construction 
throughout - Master ring cylinder for 
greater protection and flexibility * No 
screws in roses or knob shanks - Ad- 
justable for doors 1%, to 2 inches thick 
* Extruded brass 5 pin tumbler stand- 
ard; 6 pin tumbler for extended master 
key systems + Seamless tubular knob 
shank with long bearing surface is 
specially designed for easy knob action 
and to prevent knobs from becoming 
wobbly - Automatic deadlocks - Fast 
2-hole installation with same size holes 
for all functions. ; 


Corbin Cylindrical Locks are available with 
Tulip knobs and Round knobs. in cast and 
wrought brass and bronze. 





[GOOD BUILDINGS DESERVE GOOD HARDWARE | 


COREE 











P, & F. Corbin Division 


The American Hardware Corporation 
New Britain, Connecticut, U.S.A. 
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When customers ask for 


reach for... 


PARKS 
quick ating 
shellac 


You're sure of top quality when 
you recommend Parks quick-drying 
Shellac . . . sure of satisfied customers 
and profitable repeat sales. 


Cash in on the DIFFERENCE 


in shellac! 


Parks “‘sets”’ fast, dries hard, powders 
smoothly when sanded. For all in- 
terior uses, Parks quick-drying Shellac 
is preferred by those who know 
shellac. 


Freshness, most important for best | 


results, is CODE-CONTROLLED in 
Parks . . . the quick-drying Shellac of 
a thousand uses. 








for f 
nutes 


\ 
satisfaction: 


tHE PARKS company 


FALL RIVER, MASSACHUSETTS 
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the week-end. 
The summer selling season fea- 
| tures fertilizers, weed killers, re- 
placement material in nursery 
| stock, and agricultural slag, humus 
| and rich top soil. The latter items 
are packed in bushel baskets and 
are sold at 69 cents each, plus a 
| 25-cent deposit on the basket. This 
eliminates the hauling by cus- 
tomers of sacks, and the fuss and 
muss of filling the sacks. 

In her spare time, Mrs. Faulds 
| goes to the home of customers and 
advises on landscaping designs, 
| lawns and ornamental plantings. 
| People come into the store with 
| rough plans of their properties and 
| she tells them what kinds of plants 
| would be best. She welcomes tele- 
| phone queries on plant troubles and 
lawns and gives expert advice. This 
| personal projection into the gar- 
dening problems of patrons is 
warmly received and is paid back 

in greater sales. 

When Fall rolls around, Mrs. 
Faulds is quite busy again with 
selling lawn fertilizers and seed for 
newly started lawns. Nursery stock 

| is again sold in heavy volume as 

| this time of the year is thought by 

| many to be as good, if not better, 
than Spring for establishing new 
stock. 

Mrs. Faulds offers some advice 
on the kind of plants to handle. “I 
will sell only stock that has proved 
itself hardy in this climate,” she 

| says. “There are many plants that 
| will not live through our winters 
| unless kept in the house. It seems 
| that many California plants will 


| each succeeding hour, or $1.50 for 


not, and for that reason we do not 
handle them. Nor do we go over- 
board on brand new discoveries or 
hybrids for many of them slip into 
oblivion too soon. No matter how 
desirable the plant may be when 
bought, it will bring only keen dis- 
appointment when it fails to sur- 
vive over winter.” 

Mrs. Faulds has found a genuine 
time-and-patience saver for use in 
giving information about the many 
kinds of plant foods, fertilizers, etc. 
There are dozens of these and to 
explain the proper use of each to 
customers would drive a salesper- 
son to distraction. 

Beside each display of individual 
kind of fertilizer, Mrs. Faulds has 
tacked a 3 by 5-in. card, on which 
is typed all the information about 
that particular fertilizer. 

Last Fall Mrs. Faulds found 
that she had hundreds of bulbs. 
Instead of dumping them and tak- 
ing a loss on them Mrs. Faulds had 
them all taken out into the yard 
and buried in a big hill of topsoil 
and slag, pots and all. In Febru- 
ary the pots were unearthed and 
brought into the store. The plants 
were in fine bloom by Easter and a 
fine profit was realized on them. 

A Penny Plant Sale is now an 
annual Spring event which draws 
big crowds to the store. It is held 
right after each Decoration Day. 
Nursery men bring in their sur- 
plus flower plants and the sale is 
advertised by radio and newspaper. 
The plants are put on sale for one 
penny each. This year the plants 
were wrapped 25 to a bundle with 
a 25 cent minimum sale. 





Calendar Offer Drew Customers 











Reseed for You 


.. is a brand new cajendar, one we feel 
sure will please you. May we suggest that 
you come in soon as possible, as the sup- 
ply is limited. Kindly bring this card with 
you. We wish you the Season's Greetings 
and a@ prosperous New Year. 





2322 EAST COLFAX AYENUE 
FR. 279 


Cordially, 


Hardware Cr 


DENVER 6, COLORADO 
1 








Penny post cards were sent to customers by Fisher Hardware Co., Denver, Colo., 
them to visit the store to receive a calendar. 


inviting 
Sent well before Christmas, this card was 


the means of getting many holiday gift seekers into the store. 
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Traffic—the Key to 


Better Volume 
(Continued from page 86) 


of models made by school chil- 
dren. Purchases in this depart- 
ment run from 10 cents to $3 and 
$4, and models kits get an espe- 
cially big play during the Christ- 
mas season. 

Another popular department is 
the pet section. The store has a 
steady trade on pet foods, and 
when the store was rearranged 
last fall, the pet displays were 
moved forward to give it better 
attention. A 6-ft. case is devoted 
to pet harness. 

East Detroit has doubled its 
population in the last 10 years, 
and is claimed to have experienced 
the fastest growth of any city its 
size in the country. This, natur- 
ally, has created a great demand 
for all kinds of home require- 
ments, and by stocking full lines 
this store has established a wide 
reputation in the community. 

The store now has 35 employees 
during its busiest season. Four 
years ago, Donavan Brown, who 
also had considerable chain store 
experience, was engaged to handle 
promotional and personnel work. 
Frank Nowak, who has been with 
the store 21 years, does all the 
buying 





Merchandise Your 
Gift Wrappings 
(Continued from pige 83) 


cost 25 cents, with other charges 
ranging up to $1.50. 

While merchants, nearby, occa- 
sionally wrapped packages with a 
bright ribbon of colored paper, 
none went into it as a specialty 
and from the first the traffic chan- 
neled into Cleary’s was. spec- 
tacular. 

Another sales aspect developed 
after the first week or two of 
operating this service. Many cus- 
tomers, not wishing to wait in line 
or having left their gifts at home, 
requested the wrapping clerk to 
sell them ribbon, paper, bows, 
etc., similar to that being used at 
the counter. While these supplies 
could have been bought at nearby 
variety stores, the demonstration 
of how the gay colors and spar- 
kling tinsel could dress up pack- 
ages provided a natural sales 
impetus for this stock and, in con- 
sequence, helped increase holiday 
volume also. 
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MELL-HOFFMANN 







TRIPLE- 
TRAY 


Top-favorite hostess item! Miultiple- 
purpose Triple-Tray is a smart television tray- 
table for chairside use, with simple leg frames 
which attach or detach quickly; it is designed for 
use without legs as a roomy serving tray for every 
purpose...also fits top-of-refrigerator to give 
extra shelf space. Genuine Masonite Tempered 
Presdwood top with “Lin-Like” sealed finish... 
color-toned to harmonize with dubonnet, yellow, 
or refrigerator-white baked enamel finish of steel 
leg frames and trim. Size: 15” x 24” x 16” high 
(with leg frames). 


e@eeeeeveeoeeoereeeeeeereeeeeeeeeeereeeeeeeeeeeeereereeeeeeeee ee 


TOTE-TABLE 


An all-year family favorite for every 
home use. Carries like luggage, 
folds or unfolds easily, stores com- 
pactly. Strong steel “girder” con- 
struction, tubular aluminum legs. 
Genuine Masonite Tempered 
Presdwood top with “Lin-Like”’ 
sealed finish color-toned to har- 
monize with dubonnet, yellow or 
green trim. Sizes: (No. 524) 24” x 
60” x 30” high; (No. 530) 30” x 
60” x 30” high; (No. 630) 30” x 
72” x 30” high. 





eeceeeeeeereeeeeeereeeeeereeeeeeeeeeeeeeeeeeeeeneeeeeeeeeee 


SPACE-SAVER TABLE 


Handy, ready-when-needed table 
space for any room. Mounts se- 
curely on wall space, base cabinet, 
or door... lifts up with finger- 
tip ease... gives sturdy support 
for work area. Strong 2” mount- 
ing “bar, steel understructure, 
tubular aluminum leg frame. 
Size: 24” x 32”; stands 30” high. 
Deluxe model features heat-resis- 
tant Lamidall laminated plastic 
surface top in pearl gray with 
yellow or dubommet trim. Stand- 
ard model has genuine Masonite 
Tempered Presdwood top with 
“Lin-Like” sealed finish color- 
toned to harmonize with white 
or yellow trim. 
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Lay-Aways Increase Profits 
Without Losses 


for this New Orleans hardware store which has estab- 


lished 5 basic rules for selling on the Lay-Away basis 


The way to make Lay-Away 
selling click for bigger sales and 
no stock losses is to observe five 
rules, according to Manuel and 
John Campo, owners of Pete’s 
Hardware Store, 731 North Broad 
Street, New Orleans, La. The five 
rules are: 

1—No refunds. 

2—Set a date for final payment. 

3—Arrange a definite schedule 
of payments. 

4—Keep file records on each 
item and each customer. 

5—Observe the put-it-back-in- 
stock rule when the deadline date 
passes. 

To compete with other kinds of 
outlets that sell much of the mod- 
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ern hardware store’s lines— 
kitchenwares, small appliances, 
other items along these general 
lines—it was necessary for Pete’s 
Hardware to offer at least some of 
the services that other types of 
outlets give to their customers. 

The customer at a department 
store can say “Charge it.” Hard- 
ware dealers—like the Campos— 
often find it impractical from a 
financial standpoint to offer that 
type of credit service. 

At Pete’s Hardware, there are 
only a few charge accounts. These 
represent the good customers, the 
oldtime, regular buyers. But what 
of the others, asks John Campo? 


Are we to lose out competitively 
because we do not offer a full 
credit service. 

The Campos found an answer in 
their Lay-Away Plan, a service 
that is popular 12 months of the 
year. But it is especially popular 
at Christmas. 

“Without safeguards,” notes 
Manuel Campo, “we would soon 
find a sizeable portion of our capi- 
tal tied up in inventory that 
couldn’t move because it was be- 
ing held for one customer or an- 
other. Even if they don’t pick up 
merchandise altogether, some cus- 
tomers will tend to take months 
in paying for an item. Often the 
item could have sold five or six 


Sales slips are used 
for the Lay-Away 
record, each sales 
slip being marked 
as such, the dupli- 
cate copy serving 
as the file record. 
Purchases are tag- 
ged with the cus- 
tomer's name and 
address and stores 
in a special place 
in the reserve stock 
warehouse. 
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hy miss the boat this Christiana 


Fishing tackle should rate high for Christmas giving. 
But it has always rated low. HW hy? 

We say it’s because there has been nothing new in 
fishing for almost a hundred years—until Bache Brown 
and AIREX introduced and aggressively promoted 
Spinning in America. 

Now, Spinning is our fastest growing sport. Thrill- 
ing, and easy! Already, almost a million fishermen have 
become enthusiasts. Women take to it 
like ducks to water. Children master it 
in 10 minutes. 

When this Christmas is over—if we 
and you and other dealers don’t 







miss the boat—another million Americans should be 
starting a lifetime of Spinning fun! 

So, stock up on AIREX. Demonstrate the facility of 
AIREX Spinning. Show AIREX items gift-wrapped 
with your open display. And always talk-up AIRE X— 
to enthusiasts for their wives and sons and daughters . 
to wives for their husbands. * 

Every time you sell an AIREX Mastereel 
Spinning Outfit (shown below) or an 
AIREX Spinning Rod, you are starting 

a customer on month-to-month purchases for 
years to come! This Christmas, push AIREX 
—for holiday sales and for the future! 


COMPLETE AIREX BACHE BROWN 
MASTEREEL OUTFIT 


A deluxe outfit to delight both beginner and veteran! 
Includes latest Mastereel with many new features; 100 yds. 
Airex Braided and 100 yds. Airex Monofilament Spinning 
Line; 4 newly-designed Airex Lures (all sure killers) ; 
anti-twist keels, snap swivels, leaders, line clips. Only 
$35.00. Complete outfit with Airex Spinster Reel, $22.00 








AIREX CORPORATION ivision of the Lionel Corp. 


° 41 Fourth Avenue, New York 16, New York 


America’s Only Complete Line of Spinning Tackle 


112 LAFAYETTE STREET, NEW YORK 13, N. Y. 


MORE VALUE! | 


now—added 
sales appeal with 
the new improved 


MELNOR HOSE 
CONNECTIONS — 

















No. 30 


YES! These new improvements make 
Melnor hose connections values your 
customers won’t want to miss. Check 
these added quality features: 


1. Designed to fit both plastic 
and rubber hose. 


2. Larger inside flange insures a 
rubber-washer watertight seal. 

3. Longer shank—to hold hose 
more securely. 

4. No hubs inside clinching washer. 
Hose slides all the way in. 


5. Solid brass and plated steel, 
entirely rust resistant. 


AT PRICES THAT 


CAN'T BE BEATEN! 





WRITE TODAY . . . for 
Melnor’s complete catalog — showing the 
entire line of superior hose connections 
and sprinklers — plus Melnor’s latest 
price list. 


MELNOR METAL PRODUCTS CO., Inc. 
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; comes 


times during the period it is thus 
tied up.” 

That is why the Campos insti- 
tuted their five safeguards. They 
have found that they work. 

“First off, you have to stick 
with the policy of no, refunds,” 
says Mr. Campo. “It may seem 
if a customer decides he isn’t go- 
ing to purchase an item after all, 
he has a right to the return of 
his money since the merchandise 
has never left the store’s posses- 
sion at any time. But this isn’t so. 
Giving refunds opens the door to 
storing Lay-Aways for too long a 
period; to demands for refunds 
sometimes months after the origi- 
nal transaction was consummated. 
That just won’t do.” 


Explain Policy 


The Campos don’t wait to ex- 
plain this policy until a customer 
in to demand the return 
of his money. This policy is ex- 
plained fully when the Lay-Away 


| sale is first made by the brothers 


or their salespeople. They empha- 
size that, unless the customer is 
certain he wishes eventually to pay 
in full for the item, it would be 


| better to wait until he has made up 


his mind, and then buy. 


This explanation - in - advance 
avoids future confusion. Explain- 
ing the store’s rules of its Lay- 
Away Plan to the customer when 
he first buys does not build ill will 
of any sort, say the Campos. 


It’s also important, they have 
discovered, to set a final date for 
making the last payment. “We 
like to make this no later than 30 
days after the sales closing,” says 
John Campo. “But we stretch a 
point or two on many occasions. 
Sometimes we’ll let a Lay-Away 
sale go longer, but only if there 
has been a definite arrangement 
along these lines at the start and 
only if the customer continues dur- 
ing the Lay-Away period to come 
in and make payments. That 
shows that he is still interested 
in the merchandise; still intends 
to buy it.” 


The salesman who makes a Lay- 
Away sale at Pete’s Hardware 
usually works out a schedule of 
regular payments. Generally these 
coincide with the paydays of the 
customers. 

The Campos also try to obtain 
an initial down payment on each 
Lay-Away sale. “After he has put 
some money into it, the customer 
has a cash investment in his pur- 


chase,” explains John Campo. 
“He is then more likely to con- 
tinue paying. He’ll put up more 
money to protect the money he has 
already spent.” 


Each Transaction Recorded 


File records are maintained on 
each Lay-Away. These records 
flash warnings whenever payment 
dates are missed. They show when 
a Lay-Away item is overlong in 
the warehouse, and when time has 
come to return it to floor stock. 
Each “sold” item is tagged with 
the name and address of the pur- 
chaser, and put in a special place 
in the reserve stock warehouse. 
The carbon copy of the sales slip 
becomes the file record of the sale. 

The Campo brothers say that it 
is necessary, there experience 
shows, to be rigidly firm in return- 
ing Lay-Away merchandise to 
display stock after expiration of 
the deadline date. Otherwise, a 
store that does any sizeable vol- 
ume in Lay-Away sales will soon 
find itelf with increasing sums of 
capital sitting idly and uselessly 
in a warehouse corner. As with 
other rules of their system, this 
provision is carefully explained in 
advance to each customer. 

The Campos find that both men 
and women are good Lay-Away 
buyers. Men often buy expensive 
fishing rods and fishing tackle on 
the Lay-Away basis, while women 
generally order electric house- 
wares, kitchenwares, and such 
items as ironing boards. 





Auction by Radio 
Builds Store Traffic 


(Continued from page 72) 


offers an inviting buy on the movie 
screen every other week, and mails 
each month a printed circular 
carrying illustrations of timely 
merchandise to an ever-growing 
mailing list. Every newcomer who 
settles in Rutherford County gets 
a cordial letter, inviting him or 
her to the Haynes store to get 
acquainted. 

The Haynes Hardware Store has 
been in operation 30 years. Neither 
father nor son has ever believed 
that a paying sales volume can ever 
be achieved by sitting around and 
merely waiting for it to come into 
the store. They believe that regard- 
less of the quality of a product 
people won’t buy it unless you tell 
them were they can find it. 
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Calls Make Sales 


(Continued from page 80) 


These sales also bring accessory 
yolume in hooks, poles, plugs, reels 
and dozens of other items of fishing 


gear. 
Last year the three outside-in- 
side salesmen sold 38 electric 


ranges in two summer months. 

“For our area potential, our sup- 
pliers tell us, we rank second in the 
state in the sale of home freezers, 
states Mr. Hamilton. “And we’re 
in sixth place, for our potential, in 
the sale of refrigerators.” 

The firm does all this high-ticket 
volume without a single service 
man on its payroll. 

When it comes time to deliver, 
one of the outside-inside salesmen 
loads and makes the delivery him- 
self. Will Hamilton will himself go 
out to make an average repair or 
service job, and each of his three 
salesmen does it regularly. Raney 
Donatto, for instance, who has been 
with the firm since 1938, can re- 
pair any item, from a fishing reel 
to a refrigerator. 

If there’s a service call he just 
schedules it as a part of a day’s 
work in the area, and in that time 
it is not necessary to make a long 
trip especially to make the service 
call. 

On bigger repair jobs they may 
be brought into the shop. 

The three men keep abreast, of 
service techniques by attending 
schools given by distributors, 
either in Beaumont or in Houston. 
Occasionally a distributor sends a 
service man to Liberty and con- 
ducts a class in service, right at the 
store. 

Directly behind the building is 
a fenced lot, in which is displayed 
on wooden platforms and racks, 
such bulky merchandise as corru- 
gated and “V” crimped roofing, field 
fencing, barbed wire, galvanized 
pipe and other farmers’ and ranch- 
ers’ supplies. 

“We increased our sale of metal 
roofing after we built a sheltering 
rack to display it vertically,” Mr. 
Hamilton said. “Folks can now see 
it from a distance, and it also pre- 
vents considerable damage from the 
weather. 

Mr. Hamilton, and each of his 
salesmen, is a fisherman, and 
they’re on the lookout for business 
even when they’re on pleasure trips. 
“When we go fishing we’ve made it 
a habit to take along some little 
fishing calendars which we pass out 
to fellow fishermen. You would be 
surprised what response we get to 
these,” says Mr. Hamilton. 
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—“get-in’ on the big 


PET SUPPLY 


OXCO BRUSH-COMB 


Full of rounded-end wire 
bristles, set in rubber. Dogs 
love and need daily groom- 
ing with Brush-Comb .. . it 
removes burrs, frees snarls, 
energizes the skin. Made for 
long, hard wear. 


Oxco 
SMOOTHIE BRUSH 
Military-style brush, with red 
leather strap. Resilient fibres 
remove excess hair and dirt 
... add real lustre and sheen 
to the pet's coat. 











It’s a big market, all right. Over % of America’s families own 
dogs . . . that’s more than 20,000,000 dogs that need coat 
care! To this huge total, add cats and other furry pets, plus 
fur coats and capes, all of which require these brushes for 
proper care. 


Don’t miss out on this booming business any longer. Stock 
Oxco’s Pet Brushes now and catch all those sales you’ve been 
missing. It’s easy to do. Phone your Jobber today——ask for 
details of Oxco’s Pet Set Deal. Complete Deal includes— 


— 






COLORFUL 
OXCO’S PET COUNTER 
BRUSHES are DISPLAY 
NATIONALLY of Oxco Pot tras. Pa 
ADVERTISED eine nonheme 


. «- $00n. Phone or write 
your jobber today. ) 


= =k 
sx=20 


_ OX FIBRE BRUSH COMPANY, INC. 
vaspeetcn Seleblished /SI¢ = manviano 
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Your Delivery Truck 


(Continued from page 94) 


ness ; Service business or otherwise. 
To our way of thinking, a truck and 
a truck driver are among the best 
“salesmen” on a store’s payroll. It 
doesn’t do any good to advertise, 
to build up goodwill within the 
store, to handle the better products, 
if the delivery service is in the 
hands of a person who totally dis- 
regards the law and the rights of 
others. 

Very often a driver can be a 
meek, unassuming person when he 
has both feet on the ground. But, 
give him the opportunity to put one 
foot on the accelerator and the other 
on the floorboard, and he becomes 
the cockiest, most brazen hot-shot 
that ever walked. His car is his 
fortress, and, brother, get out of 
the way. 

For this reason it will do you 
good to spot check your drivers once 
in a while. Follow them when they 
least expect it. See to it that they 
are carrying out the fine traditions 
upon which your business is built. 

If you are going to build good- 
will for your firm, and if you intend 
to make a profit through such good- 
will, you need to get a line on driv- 
































How P&C 


merchandising 


helps you do 
a Better Job 


R-150 setts circLes AROUND 


ANY DISPLAY YOU EVER SAW 


Flashing beacon catches the eye. 
Rotates at finger touch. 
Self-service — tools are easy to reach. 


Sells 150 most-wanted P&C quality tools. 


More sales on smaller stock. 
Doubles and triples your turnover. 


Write today for new folder on R-150 


108 


Think it over. Mr. Johnson lost 
a lot of extra sales. It could happen 
to you, too. 


ing personnel—just as you would 
train and keep an eye on “inside” 
personnel. 





Atmosphere Sells Hunting Equipment 





With a colorful painted autumn scene as a background, plus corn shock, rail fence and 

artificial grass as display props, this window at Swank's in Johnstown, Pa., was a real eye 

catcher. Guns, ammunition, hunting clothes and a variety of gun cleaning and maintenance 
equipment helped tell a complete sales story. 


Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. Yet we expect 
P&C displays to do much more than just help you sell mere tools. 
We advertise and produce “The BEST tools money can buy”... 
tools you will be proud to recommend. And we’re on the job 
with the merchandising ideas that make P&C “the Profit line”. 


@ Shadow-marked tool locations and numbers 
help you control your inventory, increase your 
turnover and profits on these fast-moving, 
profitable tools. 


@ Clearly marked prices save time for your 
salespeople. 


@ Total sales increase, because P&C displays 
draw traffic to your tool department, sug- 
gest tools your customers need. 


@ They save valuable space. Tools in a 
32” diameter space on the R-150 would 
take at least 121% ft. of wall on a 
panel 18” wide. 


Ask your distributor salesman 
to show you how P&C can help 
your tool department make 
more money. 


P&C HAND FORGED 
TOOL COMPANY 


PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 
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— 
~ GRIFFIN 


° 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 





a 


every DOOR NEEDS THREE! 


“( sRIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


SALES OFFICES 
L. A. Abrams, 45 Warren Street, New York 7, New York 
Wilbur H. Davis, 1639 W. Fargo Avenue, Chicago 26, Illinois 
George A. Gregg, 17134-6 Wyoming Avenue, Detroit, Michigan 
John Sullivan, 115 Broad Street, Boston, Massachusetts 
Charles L. Lewis, 1355 Market Street, San Francisco 3, California 
Walter S. Johnson, 917 St. Charles Avenue, Atlanta, Georgia 
E. H. Farrar, 6637 Golf Drive, Dallas 5, Texas 
R. F. Bevers, 4524 East 60th Street, Seattle, Washington 
L. J. Fuller, 644 Wellington Road, Jackson 6, Mississippi 
Harvey D. Rush & Sons, 4638 Nichols Parkway, Kansas City, Missouri 
H. C. Glover, 2611 Garrison Bivd., Baltimore 16, Maryland 
Roy L. Rogers, 1620 Garfield Street, Denver 6, Colorado 
W. C. Meibaum & Co., 6954 Oleatha Avenue, St. Louis 9, Missouri 
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TIP-ToP sellers 


THAT 











CUSTOMERS 







——_ ~ én 
™ ~S 5 
EVEREDY 


7 


econ k jgei f. Different from any 


utensil you ever car- 
ried! Fries bacon in center without curling; then drains and 
dries bacon on side apron while eggs fry! Ring-drain around 
center catches drippings. Bacon and eggs are served ‘HOT OFF 
THE GRIDDLE!" Steady-heating steel with gleaming chrome 
finish. Individual display and gift box. A fast-mover below $3.00 







EVEREDY , 


Korn Popper 


measuring cup 


included 





*Pops like electrics retails 
under $3.00! Pour in popcorn 
and cooking oil with cup; turn 
on small burner. Corn pops 
without shaking or burning. Does 2 quarts in 6 minutes! Special 
design steel base—sparkling chrome finish. ‘Oven glass’’ lid 


Bakelite handle. Individual display and gift box 


*T.M. REG. APP. FOR 


NATIONALLY ADVERTISED 





THE SATURDAY EVENING POST 
BETTER HOMES & GARDENS 


Order now to assure delivery on these 
super-sellers. Phone or write your Jobber 
or nearby Everedy representative. 


7/7 oe V4 23°33 8) GF 


FREDERICK MARYLAND 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 
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For 
PROFITABLE 


VOLUME _ 
BUSINESS ” 


CAULKING 
SOmpPOUN?P 


AL@A wHiTe 
™ ed 
















Meets and Exceeds 
Federal Specifications 


More and more contractors, 
roofers, sidewall applicators 
and all the others are demand- 
ing FLEXISEAL Caulking Com- 
pound. They like its true white- 
ness and easy application... its 
long life protection and non- 
staining qualities. They know 
what they want...let them know 
that you sell this Tested Quality 
Caulking Compound and watch 
your sales soar. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 
REGULAR CARTRIDGES 
for conventional guns. 
CANS OR PAILS in bulk 
for Professional Users 


COLLAPSIBLE TUBES 
for Occasional Users 
Years and years of continued 
laboratory research and con- 
stant production control are 
good reasons for the dominant 
position Flexiseal holds today. 


Priced right for a good profit! 
FREE: pra.er weirs AVAILABLE 


ORDER FLEXISEAL FROM 
YOUR JOBBER 
or write 


LANDEN PUTTY WORKS, Inc. 


Malden, Massachusetts 
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How to Sell a Gun Per Day 


(Continued from page 75) 


of handloading tools and compo- 
nents,” he continued. “It brings 
in lots of new customers. But, it 
also brings lots of problems. 
However, when you can help out 
on a fellow’s problems you’ve gen- 
erally won him as a steady cus- 
tomer. 

“The rifle and gun situation 
isn’t much better now than it was 
a couple of years ago, and it 
seems that popular calibers are 
very few and far between. The 
people in our area who are on the 
market for rifles are looking for 
the type that can be used both 
for big game hunting and varmint 
shooting, instead of one for each 
type of shooting. 

“In pistols and revolvers there 
seems to be quite an upswing in 
buying of heavier calibers, in- 
stead of the .22’s.” 

It is remarkable how many high- 
powered rifles are sold by the Red 
Lion store, for local hunters have 
to travel anywhere from 60 to 400 
miles to indulge in the sport. 

Likewise, this store in an inland 
town sells a lot of salt water fish- 
ing tackle. It shows about 65 
models of salt water reels and 
about as many fresh water reels. 

“T offer the privilege to the cus- 
tomer of using my personal tackle 
before he buys so that he will be 
able to choose wisely when he de- 
cides to buy. That goes a long way 
toward making a sale,” says Mr. 
Strobeck. 

The store is about 10 miles from 
the nearest body of water large 
enough to permit motorboating 
but this does not prevent this 
store from selling a great many 
outboard motors, along with many 
other boating requirements. 


Service a Selling Asset 


“Service is our biggest selling 
point on outboard motors,” states 
Mr. Strobeck. “Satisfied customers 
are our best kind of advertising on 
motors, and since we took on our 
present line in 1946 we haven’t 
had a dissatisfied customer, be- 
cause the buyer has our assurance 
of satisfaction, and the distributor 
and manufacturer back us up.” 

Joe Strobeck belongs to the 
Izaak Walton League and a num- 
ber of gun and hunting clubs, not 
only because he enjoys fishing and 
shooting, but because it’s good for 
his business as well, because of all 


the contacts he makes with sports- 
men. 

The store is also a weighing-in 
station for a fishing contest which 
is conducted by the Red Lion Fish 
and Game Association. 

“We’re doing all right with 
sporting goods lines during the 
Christmas selling season,” states 
Mr. Strobeck. “The lay-away plan 
is gradually gaining momentum. 

“Any article from the sporting 
goods department must be paid 
for before it leaves the store, be- 
cause it seems that if handled 
otherwise that the purchaser is 
apt to be slow to pay after he has 
had the item for a while. This 
policy also discourages the person 
who would buy a gun before hunt- 
ing season on credit, and then, 
when the season is over, would 
try to return it, claiming it wasn’t 
what he wanted.” 





Wedge-Shaped Display 
Features Fishing Rods 


This wedge-shaped fishing rod 
display used in the basement of 
Westphal’s, Manitowoc, Wis., is lo- 
cated where customers coming down 
the stairs will see it. Made of ply- 
wood, it has a broad display space 
on each side and is located next to 
a show case featuring reels, and 
other small sized fishing needs. 
Handles rest on grooved and notched 
strips of lumber at the bottom, and 
rods rest in notches along the tops 
of the two panels. 











Mighty few anglers passed this 
display without investigating. 
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DELUXE STEAK 
KNIFE SET 


in transparent box 


Burns’ finest steak knife set . . . heavy double beveled, 
original Burns serrated edge, stainless steel blades . . . 
ivory finger grip handles . . . guaranteed for a life- 
time of table use. Eye-catching gift package in magenta 
velour and white satin with transparent acetate top. 
A beauty . . . ready now to increase your gift business. 


a SCHLAGE CONVENIENCE 


No. 4500 Complete 


BARBECUE SET Schlage Locks are easy to operate. 


in permanent To lock, just push the button—to 
leatherette case 


ing down 
e of ply- 


unlock, just turn the knob. The con 
Includes heavy-gage chef 
knife, one edge ground 
razor sharp, the other with 
famous Burns serrated 
as a a allow for simple, one-hand operation 
side; and long-handled 
chef fork; all with im- 
ported rosewood handles. 


A highly practical and : * 
good-looking gift set for 
barbecue, picnic or kitchen 


use... ready now! 


venient center-of-knob location for 


both the push button and key cylinder 


Write for COMPLETE BURNS CATOLOG 
Bu RNS MFG. CO. Syracuse, N. Y. 
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Make Your Counter 


COUNT: 


You don’t need a lot of valuable counter 
space to display a complete line of cast- 
ers. 

Just feature the compact Bassick HD- 
10 caster department. In only 12 in, x 
614 in. of space, it displays samples of 
Bassick’s ten most popular items... 
mounted on removable wooden plugs, 
each numbered for quick identification. 

Your customers will sell themselves 
when they see this top-grade, nationally- 
advertised brand. Available from your 
distributor. 


’ THE BASSICK COM- 
wn PANY, Bridgeport 2, 
Conn. Division of Stew- 
art-Warner Corp. In 
Canada: Bassick Divi- 
sion, Stewart-Warner- 
Alemite Corp., Ltd., 
Belleville, Ont. 


SEK E 4 


MAKING MORE KINDS OF CASTERS 
CASTERS DO MORE 





MAKING 
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(American Hardware Manufacturers 
Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer cf the manufacturer’s as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 1 E. 57th St., New York City 
22. 


Industrial Supply Convention, May 
19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 
necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive Secretary, 1900 Arch 
St., Philadelphia 3, Pa. Southern 
Industrial Distributors’ Association, 
E. L. Pugh, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 


Ace Stores, convention and exhibit, 
Jan. 28-30, 1952, at Stevens Hotel, 
Chicago. E. G, Lindquist, secretary, 
2355 S. Blue Island Ave., Chicago. 

Cotter & Co., Spring Merchandising 

Show, Feb. 4-5, 1952, at the company 

office and warehouse, 365 E. Illinois 

St., Chicago, Ill. 





New England Housewares Show, Feb. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 






National Events 


New York 17. Frank M. Yeager, 
managing director. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 17-23, 1952, 
at the Navy Pier, Chicago. Spon- 
sored by the National Housewares 
Manufacturers’ Association. A. W. 
Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Association 
Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 


National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufacturers 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel Headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the wholesale 
association with headquarters at 
1900 Arch St., Philadelphia, Pa. 


Sporting Goods Show and convention 
(National), Jan, 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 

Sportsmen’s Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cen- 
tral Palace, New York City. 


Regional Events 


17-19, 1952, in Mechanics Bldg., 
Boston, Mass. Sponsored by the 
Housewares Club of New England. 


Sportsmen’s Shows: New England, 
Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
Boston, Mass. Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
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Double 
your fun 
with 
‘a Colt 





When you take a minute to rest after 
an hour or two of tramping, you'll 
find it's good to have a Colt along. 
For whatever fun’s to be had outdoors 
is double the fun with a Colt. 

And just the gun for you to have is 
the new Colt “Challenger”, a .22 auto- 
matic beauty designed for experts as 
well as beginners —at a rock bot- 
tom price! 

With the “ 
the quality 
—all the ac 
in to every 
best choic 
game or 
construction, ixXcus 
barrel.. See it at your deale 


Be a Colt Shooter—Be a Safe Shooter 


Caliber: 


“CHALLENGER” 
22 , -22 Long Rifle 


only $59.50 


Specifications — Ammunition: .22 Long Rifle cartridge, reg- 
vlar, high speed or high velocity. Magazine Capacity: 10 
cartridges. Length of Barrel: 414 or 6 inches. Length Over 
Ail: 9 or 1014 inches. Weight: 30 and 32 oz. Sights: Fixed. 
Trigger: Grooved. Stocks: Checkered Coltwood. Finish: 
Ducl-tone blue, glare-proofed. 
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FREE Get your copy of the 44 page Colt Shooting 
Manual and Handgun Catalog. Contains valuable 
information on handgun shooting and safety rules. 


MAIL THIS COUPON TODAY! 


rtfor onnecticut /~ 
OCT & un Catalog. 


Street conenciiniaataaaaa ; en 








COLT’S MANUFACTU 
15 Van Dyke Ave 


Please send my fre 


Name 


EE EE EN ee .. State 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE, 


GRAPHITED 
LOCK FLUID 


Protects 

all kinds 

of locks 

against 

freezing, 

sticking, 

rust and wear. "Cadnties col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 


staintess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display 

box, as shown, . . 

or on individ- |) 

ual cards. Al. 

so large 
39c sell- 
er, push- 
bottom 

metal container, 

packed six to display box. 





AMERICAN bt > 
DRIPLESS Oe _ 


Penetrates, 

lubricates, 

rustproofs 

— the finest 

oil on the 

market for 

home and 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 
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Show), March 15-23, 1952, at the 
State Fair Grounds, Detroit, Mich. 
Sports, Travel and Boat Show, Feb. 
29-March 9, 1952, at Civie Audi- 


torium, San Francisco, Calif., spon- 
sored by California Sports, Travel 
and Boat Shows, Inc., 369 Pine St, 
San Francisco, 4. 


State Events 


Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, LaFayette 
Hotel, J. Wayne Tisdale, 604 Rec. 
tor Bldg., Little Rock, executive 
secretary. 


California Retail Hardware Assn. con- 


vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 


Western Merchandise Mart, San 
Francisco 3, secretary-manager. 


Connecticut Hardware Assn. conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware, Southport, secretary. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. 
convention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Box 183, Waycross, Ga., ex- 
ecutive manager. 


Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, 1952, at Chi- 
cago. Convention at Sheraton 
Hotel; exhibit at Navy Pier. W. F. 
Ewert, 1194 Merchandise Mart, 
Chicago 54, managing director. 


Indiana Retail Hardware Assn. con- 
vention and exhibit, Jan. 29-31, 
1952, at Murat Temple, Indian- 
apolis, Headquarters, Lincoln 
Hotel, G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4,° man- 
aging director. 


Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 


Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 
at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds. 
Philip R. Jacobson, Mason City, 
secretary. 


Kentucky Retail Hardware Assn. con- 
vention and exhibit, Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 


Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
-1952, at Grand Rapids. Sessions, 
Hotel Pantlind; exhibit, Civic Au- 
ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing, 8, 
manager. 


Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 


Missouri Retail Hardware Assn. con- 


vention and exhibit, Feb. 19-21, 
1952, Jetferson Hotel, St. Louis. 
Harry F. Scherer, 1189 Arcade 


Bldg., St. Louis, secretary. 


Montana Hardware and Implement 
Assn. convention, Oct. 25-27, 1951, 
at Northern Hotel, Billings. N. 0. 
Blevins, P. O. Box 1152, Helena, 
executive secretary. 


Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 


24, 1952, at Cosmopolitan Hotel, 
Denver, Colo. Francis W. Reich, 
1233 Spruce St., Boulder, Colo., 


secretary. 


Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; exhibit, Auditorium. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 


New York State Retail Hardware 
Assn. convention and exhibit, Feb. 
12-14, 1952, at Buffalo. Sessions, 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 


North Coast Retail Hardware Assn. 
convention, Feb. 3-5, 1952. Mult- 
nomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 


Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 


Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 


Pacific Northwest Hardware and Im- 
plement Assn. convention, Nov. 5-7, 
1951, at Multnomah Hotel, Port- 
land, Ore.; Nov. 12-14, 1951, at 
Davenport Hotel, Spokane, Wash. 
J. B. Channing, 615 Empire State 
Bldg., Spokane, secretary. 


Pennsplvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 
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POINT-OF-SALE 
PROMOTION IN CALKING HISTORY 


Dramatic pictures of actual uses showing ; 
WHERE and HOW make the sale for you. 
Write TODAY for your “Profit Doubler” Handi- 
calk Point-of-Sale Kit. 
Get ready for big calking profits! 


*HANDY! JUST DROP IN CARTRIDGE AND CALK! 


THE Gl BSON- HOMANS company 


* 


















This is your season. 





tue HUTSON MANUFACTURING co. 











CONGRESS LUBRALIFE 
PILLOW 
BLOCKS 





TYPE A 





Self-aligning and permanently lubricated sponge 
iron section acts as a wick lubricating the shaft 
by capillary action. Vibration proof rubber grom- 
tor are available. Flange 
Write for details. 


PULLEYS 
and V-BELTS 


Available from stock from FHP 
up to 200 H.P. 


mets with static dissip 
type bearings also available. 





* 
World’s Largest Manufacturer 
of FHP Pulleys 
* 


WRITE FOR CATALOG 
DIAMOND 


CONGRESS °° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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"QUALITY LINE 


of 


BRIGHT WIRE 
GOODS 


Larson Bright Wire Goods are 
packaged in extra heavy tan 
kraft boxes. Yellow labels with 
half tone illustrations are used 


CGO) giving complete information. 


All Larson products are 
100% sorted and inspected 


Larson’s Brig 
Goods fit the 


every consumer. 


See Your Jobber or Write to 


CHAS. O. LARSON 


STERLING 


ILLINOIS 


ht Wire 
need of 


oF 
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MAKE YOUR STORE — 


oA 
WICKWIRE BROTHERS 


POULTRY NETTING HEADQUARTERS 





- : Make your store poultry 
ao netting and hardware cloth 
headquarters with Cortland Brand Wire Nettings 
and Hardware Cloth. They're heavily galvanized 
and uniformly woven — easy to handle because 
they lie flat when unrolled. Made from finest 
corrosion-resisting open-hearth steel. Meet U. S. 
Department of Commerce, National Bureau of 
Standards’ specifications. 


STOCK THESE POPULAR 22:222a<’ BRANDS 


@ HEXAGON POULTRY NETTING 


Finest poultry netting made — in 1”, 1'2” and 2” mesh. 
20 gauge wire. Standard widths, 12” to 72”, and furnished 
in 150 linear ft. bales. Galvanized before or after weaving. 


@ ANIMAL PEN NETTING 

Heavy grade hexagon netting, galvanized after weaving 
for heavy-duty purposes. Includes Fox, Mink and Crab-Pot 
Netting. In 4%”, 1”, 112”, 2” and 3” mesh. Wire gauges, 
14 to 19. Standard widths, 12” to 72”. Furnished in 150 
linear ft. rolls. 


@ HARDWARE CLOTH 


Standard and heavy grades. Uniformly woven, heavily 
» galvanized, in all standard widths and meshes. Come in 
100 linear ft. rolls. All-welded Wire Cloths also available 


in 2”, %” and |” mesh. 


staelile| 
NAILS & BRADS ®@ 





























WIRE SCREENING ® 


WICKWIRE BROTHERS, INC., Cortland N. Y. 
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hibit, Jan. 22-24, 1952, at Belle. 
vue-Stratford Hotel, Philadelphia, 
W. Glenn Pearce, 1616 Walnut St, 
Philadelphia 3, secretary. 


Southern California Retail Hardware 
Assn. convention and exhibit, Feb, 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. &th St., Los Angeles 14, 
secretary. 


Tennessee Ketail Hardware Assn. con- 
vention, Feb. 17-19, 1952, at Nash- 
ville, Morris Jones, P. O. Box 784, 
Nashville 2, secretary. 


Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 


Tri-State Hardware and Implement 
Assn. convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec- 
retary. 


Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
1952, at Hotel John Marshall, Rich- 
mond. George T. Omohundro, Jr., 
Scottsville, secretary. 


West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McClung 
St., Charleston 1, secretary. 


Western Retail Implement and Hard- 
ware Assn. convention and exhibit, 
Jan. 14-16, 1952, at Municipal Au- 
ditorium, Kansas City, Mo. W. J. 
Shaw, 2915 Main St., Kansas City 
2, secretary. 


Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditorium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 





HARDWARE HUMOR 
By Hardware Age 








"| understand it takes elbow grease to 
use tools. Do you furnish it with this 
chest?" 
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rease to 


FOR YEARS a snow shovel was a 
wide slab of metal on a stick. You 
stooped down, shoved the blade 
under the snow, lifted, and oh, 
your aching back! As you were 
about to dump the snow, it slid off 
the side of the shovel, you swore 
and started again. 


NOW ... . Energy Engineering gives 
you a snow shovel with the handle 
(just the right length) attached to the 
blade at just the right angle to get 
under the snow with a minimum of 
stooping, taking the 

strain off your back as 

you lift with your legs. 

Sides are crimped to 

prevent spilling. 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


able in 1- and 5-gal. cans and in 
55-gal. drums. The Chem Indus- 
trial Co., 1114 Hippodrome Bldg., 
Cleveland 14, Ohio. 


Special Rule Offer 


This rule in natural blond-maple 
finish is offered in a limited time 
21st Anniversary Special deal. The 
rule is marked in sixteenths on both 
edges of both sides, and has brass- 
plated riveted strike-plate joints. 
Retail: $1.00. Six rules, available 


FAGLE RULE 2151 annivensaRyY SPECIA 


4 


in regular or inside marking, are 
packed in a red, white and blue 
display box. Eagle Rule Mfg. Corp., 
510 Hunts Point Ave., New York 
59, N. Y. 





Improved Paint Roller 


The Evenizer Paint Roller has 
improved appearance and perform- 
ance. The wire frame is now cad- 
mium-plated, eliminating the pos- 
sibility of paint stripping when 
cleaned in a paint solvent. A firmer 
animal hair disc is being used, in- 
creasing the amount of paint the 
roller holds. It requires no tray, 


f 
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and can be used with any oil, 
water or emulsion paint. Retail: 
$1.19, with an extra set of refills 
for 49¢. Products Engineering Co., 
39 Main St., East Orange, N. J. 





Glue Stock Kit 


A new “original stock” kit con- 
tains various sizes of Franklin 
Glue, all of the best selling units 





in the proportion of their popu- 
larity. Included are 12 tubes in a 
display carton, 9 quarter-pints, 6 
half-pints, and 4 pints. Packed in 
one carton and sold as a unit. 
Total retail value: $17.40. Franklin 
Glue Co., Columbus, Ohio. 


New Lamp 


This new 60-watt incandescent 
“white” lamp contains an _ inside 
“Q” coating that spreads the light 
evenly over the entire surface of 





the bulb. It is the fourth in a line 
that includes a 100-watt size, the 
50-100-150-watt “R-40 Indirect 
White” bulb, and the 100-200-300- 


HARDWARE AGE, 





watt “3-lite”’ bulb, all shown here. 
It is stated that lamps with this 
new coating cast soft shadows, les- 
sen reflected glare, diffuse the light 
evenly, and have a white, clean ap- 
pearance, without appreciable loss 
in the amount of light produced. 
Retail: 19¢, plus tax. General Elec- 
tric, Lamp Division, Nela Park, 
Cleveland 12, Ohio. 


Pointer Flashlight 


This Packard Pointer flashlight 
is a two-cell, brass, chrome-plated 





spotlight that will throw light 
where it is needed and give free 
use of both hands. Light may be 
pointed at any desired angle, and 
the flashlight can stand on the 
ground, hang, or attach to the body 
or clothing without the use of ad 
ditional parts. Packard Mfg. Co., 
P. O. Box 683, Canonsburg, Pa. 


Surface Protectors 


New floor and surface protection 
for attachment to chair and table 











legs, radio and television table 
models, etc., is called Velva-Glide. 
The glide base is velvet finish 
heavy carpet, cushioned in rubber 
for protection against marking and 
noise. The glide itself is metal with 
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a ATS 


~ DEXTER 
LOCK 
COMPANY 1 ne pera 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


in Canada: Dexter lock Canada Ltd., Guelph, Ontario 











OSTER)~" 


‘PIPE MASTER 


PORTABLE 
THREADING MACHINE 






at Less Cost! 


No other low cost, complete pipe threading 
machine can match—point for point—the 
outstanding FEATURES of the Oster No. 
502 “Pipe Master.” 


Exclusive! 
“Auto-Grip’” 
Chuck 


Grips ANY kind of 
pipe automatically! 
No chuck bar or “T” wrench needed. It’s 
a PLUS feature on the “Pipe Master.” 





Die-Head 
and 
Reamer 


Quick-opening, ad- 
justable Die-Head 
and detachable 
Reamer. Twoof many’Pipe Master’ features. 








A new Oster accessory! Range 1” to 2”. 
Speeds threading of extra-close nipples! 


Inspect for yourself the many PLUS” values 
you get in an Oster “Pipe Master.” Stand- 
ard range 4" to 2” pipe. Extra range Ye” 
pipe. Range with drive shaft 2/2” to 8” 
pipe. Bolt range 4” to 142”. Write for 
catalog — NOW! 


THE OSTER MFG. CO. 


2028 East 6st Street « Cleveland 3, Ohio 
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a mahogany grain finish, and there 
is a needle-point nail for easy at- 
tachment. Four Velva-Glides are 
mounted on a counter display card, 
retailing for 25¢ a card. There are 
24 cards packed in a display box. 
Vanderbilt Products, Inc., 187 Van- 
derbilt Ave., Brooklyn 5, N. Y. 


Imported Carving Set 


A suggestion for the gift depart- 
ment is this three-piece carving set 
with genuine bamboo handles and 
stainless steel blades. Comes packed 
in attractive inlaid wooden walnut 
box; suggested retail, $23.95. Also 
available is six-piece steak knife 
sets with hollow ground blades and 
bamboo handles, packaged in wal- 
nut box to retail at suggested 
$20.95. Both items imported from 





Western Zone of Germany. United 
Cutlery & Hardware Products Co., 
108 E. 16th St., New York 3. 


Fishing Rod Tips 

This Ross stainless steel Roller 
Tip eliminates losses in lines and 
lures due to excessive wear and 
abrasion at the point of greatest 
friction, and is especially designed 
for free, smooth casting and reel- 
ing of all linen, silk or wire lines. 

Sizes 10/64 to 20/64 have a 
list price of $1.49, and 22/64 to 
44/64 have a list price of $1.79. 
Tips are individually boxed 12 to a 
carton, and there is a colorful three 
dimensional counter display offered 
free, holding one each of the 18 
size tips. Lake City Tackle Prod- 
ucts Co., 11910 Superior Ave., 
Cleveland 6, Ohio. 


New Steel Rule 


New Defiance Pull-Push flexible 
steel rules come in three lengths: 
6-ft. size retails at 98¢; 8-ft. size 
at $1.19; and 10-ft. size at $1.49, 
Nos. 1206W, 1208W, and 1210W 





respectively. White enamel is baked 
on the face of the %-in. nickel- 
plated replaceable blade for extra 
wear, and there are large black 
numerals for easy reading. May be 
used for inside measuring by add- 
ing the 2-in. width of the case to 
the measurement on the _ blade. 
Stanley Tools, New Britain, Conn. 


Lock Anti-Freeze 


Key-Hole Anti-Freeze is the 
name of a new compound which is 
guaranteed to protect any lock 
against freezing, with only one ap- 
plication, for the life of the car. 
It is a transparent liquid in a 
handy tube, 3%¢ in. long and 1% in. 
in diameter, with a leakproof screw 





cap. Key-Hole Anti-Freeze will not 
harden, gum, or wash out. Retail: 
80¢ per tube. Elektrik Seal Lab- 
oratories, 629 W. Washington St., 
Chicago, III. 


Fuse Coupling 


Hardware and electrical appliance 
stores throughout the country can 
now be supplied with the Fireguard, 
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Hts the SHAPE that makos the difference! 


Here's the ad that 
kicks off the 
fall program 








lrons backward as 
easily as forward! 


This is the famous Tru-Heat Iron 
with the shape that’s different! See 
the unusual tapered heel? It actu- 
ally lets you back into even the 
trickiest tucks and gathers. Roll 
the iron over on its Safety Side 
Rests and you’ll see something else 
important, too... a permanently 
scratch-resistant mirror finish 
ironing surface that never loses its 
easy glide! Try it—soon as you can. 











SPONSORED BY 


&> Bett Crocker 
General Mills Tru-Heat Iron 


HARDWARE AGE, OCTOBER 4, 1951 








GENERAL MILLS 
LAUNCHES BIG 
FALL PROMOTION 


Ads will reach 1 out of 3 
customers every month 





17 MILLION women will see General Mills 
Home Appliance ads like the one on the 
left of this page. Readers of the popular 
magazines shown above will learn quick- 
ly about the Tru-Heat Iron with the 
shape that makes the difference, and the 
General Mills Toaster with its extra 
high pop-up feature. 





RADIO AND NEWSPAPERS also support 
the General Mills Appliance story. Betty 
Crocker’s long-popular ‘“‘Magazine of 
the Air’’ will plug hard-selling messages. 
Newspaper supplements in the 49 top 
cities will be used. 


SELLING DISPLAYS 








SELLING DISPLAYS that give your cus- 
tomers a quick, complete story on the 
many advantages of the Tru-Heat Iron 
and the General Mills Automatic Toaster. 
Get displays FREE from your dis- 
tributor or write: Sales Promotion Dept., 
General Mills Home Appliances, Min- 
neapolis 13, Minn. 
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WHAT'S NEW 


a fuse coupling that reduces danger ‘ 
from fires caused by damaged cords, tile, terra 
Fits into any standard wall outlet, There = 
and contains a small fuse that » “Udine 

breaks circuit instantly when a ishing a 


Electric 
puff, scru 
wor od, lin 


waxing 


ot ‘aa retails f 
] bonnets f 
< o pads for 


available 
counter-r 
full 12-in 


ee ting for 
— Sherman 
: 7/16 in. 
short occurs in connected lamp or 
extension cord. Outlets are provided 
on the device for two plugs. F. H. 
Smith Mfg. Co., 3037 Carroll Ave., 
Chicago, Il. 


Electric Ovenette 


An electric Ovenette is a com- 
plete, self-contained baking and 
roasting unit with 700 watt base 
that makes an ideal gift sugges- 

tion item. The unit has a complete 
4 “e set of 14 accessories and is port- 
able. Bakes and roasts; tempera- 


cman ° ® ture gage is in top of cover. Retail, 
Resinized Speed-Grits $1606 Wed Bont Alcwinwn Co 
° West Bend, Wis. 
Floor Sanding Papers 


Revolving Storage Shelf 


You give your entire rental sander business a This handy revolving double 
profit boost when customers,do a good floor spice storage shelf is of durable plastic h 


or mend 


finishing job. Insure this important benefit by steel mounted on a central pivot. 
supplying fast, even-cutting RESINIZED SPEED- 
GRITS Papers. They'll make the job easier be- 
cause they cut free, and resist loading, gumming 


or shedding. You can ‘depend on RESINIZED 
SPEED-GRITS for the best results every time. 


HERE'S HELP FOR MORE RENTAL BUSINESS ae 
Use these colorful Rental Floor Sanding Folders 

to promote your business. Order a supply today 

(your name imprinted free of charge if you de- 

sire). Write to Dept. H-10. 


patented 


The finish is white-baked enamel. 
It automatically adjusts to fit be- 
tween any standard shelves from 
10% to 11% in. Lowry-Johnston, 
Ann Arbor, Mich. 
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Electric Polisher 


Heavy-duty Shetland Twin-Brush 
Electric Polisher will wax, polish, 
buff, scrub and dry clean floors of 
wood, linoleum, rubber or asphalt 


| 


tile, terrazzo, marble, tile or cement. | 


There are two sets of brushes, in- 


cluding Tampico brushes for pol- | 
ishing and Palmetto brushes for | 


waxing and scrubbing. The unit 
retails for $49.95. Lamb’s wool 
bonnets for buffing and steel wool 
pads for heavy-duty cleaning are 
available at small extra cost. The 
counter-rotating brushes cover a 
full 12-in. swathe and leave no un- 
polished center area. Shetland Co., 
Lynn, Mass. 





Hose Repair Fitting 

This specially designed repair fit- 
ting for plastic garden hose is the 
Sherman “long-grip” No. 85CL 
7/16 in. coupling for connecting 





or mending 7/16 in. and smaller 
plastic hose. The coupling uses the 
patented “staggered fingers” in a 
special design to conform to small 
diameters and hold plastic hose 
with a deep biting grip. Packaged 
in an attractive counter display 


carton of 12 couplings. H. B. Sher- | 


man Mfg. Co., 22 Barney St., Bat- 
tle Creek, Mich. 


Plastic Housewares 


Six new companion pieces of 
Burrite-Ware have been added to 
this line of plastic housewares. In- 
cluded are: No. 124 Colander, illus- 
trated herewith, No. 321 Cookie 
Jar, No. 319 Butter Dish, Nos. 316 
and 317 Refrigerator Dishes, and 
No. 322 Pantry Pieces. There is 
also a new product identification 
plan with each piece of Burrite- 
Ware carrying the new “Signed 
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| ...the super-rugged bolt carton. 


| sorting of bolts. Next time order 


| 
| 


SIMPLE ANSWER TO THIS... 








Order Quality Buffalo Bolts in 


TURDY 


HANDY-PACK BOLT CARTONS 





@ Jobbers and retailers are both 
singing the praises of Handy-Pack 


on vee 
No more spilling, mixing and 


Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 





HANDY -PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or wrapping. 
@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 






cynnltt Write for circular on quantities and weights of Handy-Pack Cartons. 


Wit. 
ANOS BUFFALO BOLT COMPANY 
wai 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS » NUTS « RIVETS AND SPECIAL FASTENERS 
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tently advertised nationally 
to you ustomers in The 
Saturday Evening Post 
2untry Gentleman, Popular 


ence and Popular Mechanics 





Model 625 Zephyr 





Booths Electric Hand Saw... 
No. 56B-57 The Saw with All the Features. 
National 6%” blade; depth of cut 2%”. 






Adjustable for depth and angle of cut. 
Bench and floor model saw tables available 


Hardware Show 


Everybody’s Buying 
WORK-SAVER TOOLS 


Every one of your customers is a 
prospect for one or more of these 
PORTABLE electric tools for doing jobs 
easier—faster and better around the 


home, on the farm, and in the shop. Va" Electric Drill. 


PORTABLE Offers a variety of tools 
that will appeal to your customers in 
attractive streamline design, perform- 
ance, light weight, and handling ease 
—each tool an outstanding compet- 
itive value in every way. 


To the dealer, PORTABLE tools mean 
sales turnover at a good profit, and 
repeat business for other tools, acces- 
sories, and attachments. 


Don’t delay. Ask your wholesaler today, or write 
for profitable dealer plan with window and 


counter displays and other merchandising helps. 





Model 400 Hi-Power—Bench Grinder. 
paint spray outfit. 


PORTABLE ELECTRIC TOOLS, INC. 


332 West 83rd Street, Chicago 20, Illinois 
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Model 1950 Zephyr — 


Horizontal and Vertical Drill Stands 
— Multiply uses for this electric drill. 





Spraymaster SM-25—Complete portable 





| CLT 


Guarantee” seal to identify the 
manufacturer, and a_ simplified 
packaging plan for combination 





and ensemble selling. Burroughs 
Mfg. Co., 3831 Verdugo Rd., Los 
Angeles 65, Calif. 


Food Mixer 

For use as either a stationary or 
portable model, this kitchen food 
mixer can be used with its own 
bowl or is easily held to mix in- 
gredients in other pots and pans. 
It is white-enameled aluminum 
with chrome trim, with a 150-watt 
motor, 110-120 volts, working on 
AC or DC. The mixer fits snugly 
into its bowl, eliminating splashing 
and the need for a revolving bowl. 





An adjustable plastic handle can 
be fitted over the top or the side, 
and held in the right or left hand. 

- Manning, Bowman & Co., Meriden, 
Conn. 


Water Softener 


This new automatic Mon-0O- 
Lectric downflow water softener 
assures soft water with the push 

| of a lever. It is furnished with a 
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rugged high capacity resinous min- | 
eral for softening hard water. | 
Tanks are heavy steel, galvanized 
inside and out, and finished in 














white baked enamel with black 
trim. Available in eight sizes. 
Duro Co., Dayton 1, Ohio. 


Threaded Steel Rod 


A new steel rod threaded end-to- 
end, called Redi-Bolt, is available 
in six sizes and in 36-in. lengths. 
It can be used as a straight bolt, 
or can be heated and bent into 
U-bolts, L-bolts, eye-bolts, or other 
useful shapes. Redi-Bolt is made 
of cold-drawn steel and protected 
against rust by a special coating. 
Offered to dealers in a display as- 
sortment of six sizes, including 14, 

















5/16, 3%, 42, % and 3% in., and to- 
taling 26 rods. There is a floor dis- 
play stand and advertising mate- 
rial. Redi-Bolt, P. O. Box 6102, 
Chicago 80, II. 





Power Mower 


A new Huffy electric mower that 
cuts backward and forward elimi- 
nates cord handling with a handle 
extension that puts the cord beyond 
the path of the operator. There is 
a flip-over handle for easy direc- 
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OFKIN “LEADER” 


chrome-clad steel tapes give 


your customers... 





-_s 


( 
= AUFKIN gies 


a 

STANDARD 

OR 

FOLDING 

HOOK , 

RING ‘2 ; The Lufkin “Leader” is precision 
Z made .. . built for service. Fa- 
mous Chrome-Clad finish on tape 
line assures accurate non-glare readability ... will not chip, crack, peel or 
corrode. The black markings are permanent .. . they are bonded to the steel 
and sunk deeply below the hard chrome-white surface . .. preventing wear. 
Vinylite covered case protects against water, stains and scuffs. For fast, easy 
steel tape sales, show your customers the Lufkin Chrome-Clad “Leader”. 


SELL JUFKIN 


A> A ; 
=, ae Nationwide Advertising and Acceptance! 
“Lufkin Tapes, Rules and Precision Tools are nationally adver- 
tised in Roto sections of leading Sunday newspapers, General and Industrial 
magazines urging readers to: “BUY THROUGH YOUR HARDWARE OR TOOL STORE.” 
It pays to sell and promote the Lufkin line — the line that promotes you. 





THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City— Barrie, Ont. 141 
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Carry these profitable lines of 
Cleveland Kaufman-Processed 


Cap Screws 












@ Both popular types — 
bright screws that enhance 
appearance of machines and 
products, and heavy-duty 
high carbon, double heat 
treated—are made exclu- 
sively by the double extrusion 
method in our plant. Write 
for catalog of Cap Screws, 
Set Screwsand Milled Studs. 


THE CLEVELAND CAP SCREW CO. 
2917 East 79th Street, Cleveland 4, Ohio 
Warehouses : 

Chicago, Philadelphia, New York and Providence 


CLEVELAND 7 Qu“ FASTENERS 


s » 


f 





126 








WHAT'S NEW 


tion changing, and _ retractable 
blades. A full 18-in. swath, close 
trimming within '% in., cutting 
height from 1 to 3 in., and an over- 
load protective switch are features 
also included. Extension cords 
come in 50, 75 and 100-ft. lengths. 
Retail: $62.95. Huffman Mfg. Co., 
117 Gilbert Ave., Dayton 1, Ohio. 


Food Jar 


Universal’s wide mouth food jar 
carries semi-liquid hot or cold 








foods, salads or ice cream, keeping 
contents, at the desired serving tem- 
perature for hours. The heavy steel 
case has a blue enamel finish, and 
there are spring shock absorbers to 
protect glass fillers against break- 
age. Water-tight rubber gaskets 
prevent Seepage into case. Avail- 
able in quart and pint sizes. 
Landers, Frary & Clark, New Brit- 
ain, Conn. 


Handle Fastener 


A new spring fastener in the 
handles of all Xcelite No. CK-3 
screwdriver sets now holds the re- 
versible blades snugly by friction 
alone. The new type handle fast- 
ener does not prevent using the 
handle alone as a 7/16-in. nut 
driver, but acts as a holder on the 





ri ee ee ee 


7/16-in. nut, preventing it from 
dropping out ot the handle. The 
fastener also fits all Xcelite blades 
with the ball-and-spring type fast- 
ener now in use, without making 
them obsolete. Park Metalware Co., 
Orchard Park, N. Y. 
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Shatterproof Line Level 


This new lightweight pocket line 
level is made of solid Lucite enclos- 
ing and magnifying an accurate 
glass bubble vial. Called the Level- 
it level, the unit features special 
hooks which lock it to a line and 
which fold out of the way when not 
in use. The levels have a written 





shatterproof guarantee and come 
packed 12 to a display card. Retail: 
98¢. Tool Div., Creative Plastics 
Corp., Stony Brook, L. I., N. Y. 


Hy-Line Floater 

Eight Cilestone Hy-Line dressing 
capsules, a felt pad applicator and 
an instruction leaflet are packaged 
in a small plastic box. The new 
Hy-Line offers an improved for- 
mula which makes lines last longer, 
float better, and cast easier, * and 
application of the Hy-Line is now 
a simple operation. Retail: 65¢. 
There is also an attractive 5x5'ox 





154 in. yellow, red and black self- 
merchandiser containing 12 plastic 
boxes. B. F. Gladding & Co., Inc., 
So. Otselic, N. Y. 


All-Purpose Shelf 


This new all-purpose shelf for 
kitchen, living room, bathroom or 
closet, is of strong heavy-gauge 
steel and has two shelves, 5 in. and 
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“lve just weatherproofed my 


entire home in less than 3 hours 
...for less than $4.00!" 


with 


The Amazing New 
Rubberized 


ADHESIVE 
FELT TAPE 


for dust-proofing 
weather-stripping 

So Zuickh! Soa Easy / 
So Inexpensive { 


Pro-Seal Adhesive Felt Tape is 





ro-Sea 


the new miracle method 


weather-stripping the home! It 
is made of wool felt, impregnated 
with rubber and backed with 
pressure-sensitive adhesive. Ap- 
plication is so simple, any house- 















| 
S 
















100 feet long. Pro-Seal Ad- 











— 


1/32” to 1/4”. 


holder can weatherproof an entire 6-room home in 3 hours — and with 
results comparable to a special weather-stripping installation costing 


hundreds of dollars! 


Pro-Seal will check drafts from warped windows or doors. Ideal for 
weather-stripping metal openings. Seals out dust, smudge, heat and 
cold. It is designed for years of service, is waterproof, non-wicking and, 
if correctly applied, will not “creep” or come loose. 


CS 


; 





| CASEMENT WINDOWS ALL TYPES OF DOORS 











- 






































Price & catalog sheets sent on request, 
together with free Pro-Seal Sample. 


COAST PAINT and 
CHEMICAL CO. 


1507 Grande Vista Avenue 
Los Angeles 23, California 


Widely Used in Industry, Too! 


a FOR INDUSTRIAL USES, WRITE FOR CIRCULAR 
Some important applications for Pro-Seal 
Rub-R-ized Felt Tape are: 
Instrument Assembly 
Refrigeration 
Air Conditioning 
Electrical M 


Railway Equipment 
Manufacturers 
Radio and Television 
Manufacturers 


The standard Pro-Seol roll is 
3/8” wide x 1/16” thick x 


hesive Felt Tape is also 
available in widths of 1/4” 
to 36”, and thickness from 














—<cOBURN:; 


SWING-OVER GARAGE 
DOOR HARDWARE 


Priced Right for 


& 









TTRACTIVELY priced —lower in cost than spring-actuated door 
A sets—the Coburn gravity-actuated Swing-Over Set has 
definite appeal for the great majority of home owners. 


Combine its price advantages with quick, easy installation plus 
smooth, easy operation and you have an item that sells fast to 
economy-minded buyers. Write today for catalog and prices to 
Sales and Engineering, 56 Sterling Street, Clinton, Mass, 


THE COLORADO FUEL & IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 
WICKWIRE SPENCER STEEL DIVISION © Atlanta © Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CF 
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WHAT'S NEW 


8 in. wide. A six-hook cup or uten- 
sil hanger can be suspended from 
the front or back of either shelf. 
The unit has a smooth  baked- 
enamel finish in all-white or white 
shelves with scroll sides in red, yel- 











low, or black. It is 24 in. long and 
12'% in. high overall. Narrow shelf 
is 5 in. wide, and wide shelf is 8 in. 
wide. Suggested retail: $3.49. 
Mell-Hoffmann Mfg. Co., 1827 W. 
Webster Ave., Chicago, IIl. 


Flexible Lamp 


A new Up-’n’-Down lamp that 
will hang on the wall or sit on desk 
or table has an extra 18-in. long 
flexible arm. The shade was de- 
signed after a horizontal segment 
of an egg, permitting a broader 
distribution of light. Shade and 
arm are finished in silver gray, and 
base and shade trim are brass fin- 


ish or red. Retail: $8.95. Also 
available in a twin model, retailing 
at $14.95. General Lamps Mfg. 
Corp., Elwood, Ind. 





Kitchen Canisters 


A new gift set for the kitchen 
are the attractive Colonial Canis- 
ters that combine the practicality 
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of glass with beauty of natural 
wood. In addition to canisters, 
the set includes a handy spice 
drawer. Retail, $19.95. Another set 
is available without the spice 
drawer, but with canisters sitting 
in heavy wood block; retails, $11.95. 
Nesco, Inc., 201 N. Michigan Ave., 
Chicago 1. 


Ladder Bracket 


This new, improved Offset Lad- 
der Bracket and Scaffold Support 
features a double-truss steel grip 
which transmits the load from 
rungs to rails. The entire all-steel 
bracket slips on any standard lad- 
der easily, and the offset feature 
protects against damage to gutters 
and cornices, and allows user to 
work under projecting areas. When 
used in pairs, the bracket is a good 
scaffold support. Safety features 





include rigid steel construction and 
electrically welded extended flange 
for steadiness. Bracket can be an- 
chored in position when desired. 
Steadfast Equipment Co., 874 
Franklin Ave., Thornwood, N. Y. 


Finishing Sander 


An ideal gift suggestion for men 
is this new Model 106 Guild port- 
able finishing sander that retails 
for $49.50. Designed for finishing 
jobs, sander weighs only 6 Ib. and 
boasts a comfortable grip-fitting 
handle. A heavy duty universal 
motor revolves sander in 44 diam. 
orbit at 4000 rpm. Model uses 1/3 
of a standard sheet of sandpaper; 
patented clamp holds paper securely 
in place. Porter-Cable Machine Co., 
Syracuse 8, N. Y. 


Wax Protector 

This new all-purpose wax pro- 
tector, called Glo-All, is a clear, 
transparent protective wax coat- 
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ing that is applied with a cloth and 
can be buffed or rubbed to produce 
a lustre. Waterproofs wallpaper, 
making it washable, and will pro- 
tect the furniture, woodwork, panel- 
ing, automobiles, enameled surfaces, 
Venetian blinds, etc. Available in 


. 
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© Windows 
. wn 
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quart cans for $1.95 each. A free 
copy of a four-page manual, “Home 
Beautification Tints,” is also of- 
fered for use with Glo-All. Sterling 
Value Co., 255-21 Northern Blvd., 
Great Neck, N. Y. 


New Color Line 


A new line of deep colors, Flatlux 
Regal Colors, is made specifically 
for deep tone walls and woodwork. 
The new colors are completely wash- 
able and non-burnishing, and may 
be applied easily by roller without 
ghosting. Made with oil for a soft 
finish, they may be given any added 
gloss desired. Four new colors have 
also been added to the Patterson- 
Sargent regular line of Flatlux, the 
one-coat wall paint made with oil. 
Patterson-Sargent Paint Co., 1325 
E. 38th St., Cieveland, Ohio. 
Warning Light 

This new warning signal, called 
Life-Saver, can be easily attached 
in the rear window of a car to give 











protection against rear-end smash- 
ups, chain collision, ete. Light in- 
dicates when the car is slowing, 
stopping or accelerating, by flash- 
ing amber, red or green respec- 
tively. The easily installed unit 
comes complete with the Automatic 





Why not make sales easy by 
selling your customers 
STAR hacksaw blades, 
frame and metal-cutting 
band saws? Over the years, 
you can’t beat this combina- 
tion of the best-selling line 
plus consistent advertising 
to your customers. 


Remember — with the STAR 
line the first sale is easy, re- 
peat sales are easier. 


rae eo Sold only through 





3 recognized distributors 


‘ “CLEMSON BROS., Inc. 


bak “MIDDLETOWN, N.Y., U.S.A. 


@® 10818 
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THREE WAYS TO. 
BOOST PROFITS. 


WITH MILK FILTER DISCS 








MEET THE NEEDS OF ALL YOUR TRADE 


1 
Sell Perfection 


CLOTH FACED and PLAIN FINISH | 
AMERICA'S FINEST MILK FILTER DISCS 


2 
Selt Elgnrade | 


O.K. FOR THE SMALLER MILK PRODUCERS 


3 
Feature Perfection 
DUBL-CHEM-FACED 
TOP QUALITY AT LOW COST 
The only “‘Tripl-Filtring”’ Filters 








The only Nationally Advertised Line 
with over 38 million ads in 1951 


Ask your supplier or write for Free | 
Samples and Merchandising Aids 


- CA 


SCHWARTZ MFG. CO. 
Two Rivers, Wisconsin 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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WHAT'S NEW 








Robot Control unit, making all ac- 
tion automatic, for $9.95, f.o.b. Chi- 
cago. States Development & Mfg. 
Co., 11 W. Cullerton St., Chicago 
16, Ill. 


Power Mower Line 


A new line of Majestic Rotomatic 


| power mowers includes five models. 


There are 16, (shown here), 18 





and 22-in. gasoline models, powered 


by 1.2, 1.5, and 3-hp Rotopower en- 
ygines respectively; as well as 16 
and 18-in. electric models. The 22- 
in. mower has a twin cylinder en- 
gine, and all are ruggedly built. 
Monark Silver King, Inc., 6501 W. 
Grand Ave., Chicago 35, IIl. 


Woodenware Line 


A new line of, “Mary Ann” roll- 
ing pins, meat tenderizers and novy- 
elty items has been introduced. The 
line, containing 11 items, has sug- 
gested retail prices ranging from 
39¢ to $1.98. A free display rack 
with woodenware assortment is 
also offered. Ekco Products Co., 
1949 N. Cicero Ave., Chicago 39, Ill. 


Safety Lanterns 

New Empire Safeway-Travelite 
Lantern has a red blinker light at 
the top that flashes off and on by 
means of an automatic sealed flash- 
er. Twin switches light blinker 
light and front spotlight either sep- 
arately or at the same time. A 
pivot base allows the light to be 
directed to any angle and rotated 
in a full circle. Unit has a 414-in. 
highly polished parabolic reflector 


providing a powerful beam. The 
Metal Ware Corp., Two Rivers, 
Wis. 


Finishing Trowel 


New Ideal finishing trowel has 
California oval shaped bass wood 
handle, fastened with brass washer 
and nut to hold handle tightly in 
place. Spring steel tempered ground 
and polished blade is lacquered to 
preserve finish, and a strong mal- 
leable shank is fastened to the 
blade with five steel rivets. Avail- 
able in 11 or 11'% in. size, both 
4%4 in. wide. Packed 6 to a carton. 
William Johnson Co., Newark, N. J. 


Jointer Blades 


This new knife grinding attach- 
ment for the Delta 8-in. Jointer 
allows the resharpening of jointer 
blades without the removal of 
the cutterhead from the machine. 
Proper grinding angle can be easily 
obtained. A star wheel accurately 
adjusts the grinding wheel to any 
desired position, and a ball crank 
handle guides it across the knives 
evenly and without vibration. Delta 





Power Tool Division, Rockwell Mfg. 
Co., 600 E. Vienna Ave., Milwau- 
kee, Wis. 





Pipe Mending Cement 


This new pipe mending cement, 
called Plumber Krak-Stik, forms a 
positive seal for water, gas, acids 
and brine, and can be applied to 
pipes while the water is flowing 
through the crack. No heating of 
the pipe surface or stick is neces- 
sary. The seal contracts or expands 
with the surface, and works on 
metal, ceramic, or plastic surfaces. 
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It pays you to 


ANDLE THE PAINTS 


your customers 


KNOW BEST! 


These three KEM paints are the outstanding leaders 
of all interior paints today. That is due to: 


1. Dominant, consistent advertising. 
2. High quality of the products. 


3. More people know about these paints 
and ask for them, than any others. 


That means easier sales, bigger sales, faster turnover, 
more profits for the dealer who handles Kem-Tone, 
Kem-Glo and Super Kem-Tone. 


Huge Advertising Campaign Continues this Fall 


Full-color pages will run this fall in: 


Life Parade 

Saturday Evening Post Sunset 

Better Homes & Gardens 

American Home 

Good Housekeeping 

Metropolitan Sunday 
Newspapers 


Living for Young Homemakers 
Country Gentleman 
Progressive Farmer 
Successful Farming 


GET COMPLETE FACTS from these 7 leading Paint Companies: 


Acme Quality Paints, Inc. John Lucas & Co., Inc. 


Detroit Philadelphia 
W. W. Lawrence & Co. The Martin-Senour Co. 
Pittsburgh Chicago 


The Lowe Brothers Co. Rogers Paint Products, Inc. 
Dayton Detroit 


The Sherwin-Williams Co., Cleveland 


SUPER KEM-TONE ¢ KEM-GLO 
KEM -TONE 


t Combination 


ome Decoration 


The Perfec 


for GOOD H 
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Here it is—the Hoco merchandising 
kit! H. 0. Canfield offers an attractive 
counter display—not too big, not 
too small—designed to be placed 
wherever traffic is heaviest. It brings 
together in one compact unit all of 
the most popular rubber plumbing 
specialties. 


can be, deen 


EACH DISPLAY CONTAINS 
THE FOLLOWING UNITS: 


PF Kd-0. 0b 60 teessrc cups 12 
Sink Suction Stoppers ......... 12 
Be IE av vc-wssesisceen 24 
re 24 
Closet Seat Bumper Assortments. .24 
Household Faucet Washer ...... 24 
Assortments 
Hose Washer Packages ......... 24 


You can purchase each item - 
individually. Those dealers who a 

do not require the full line may ; 

order only those items needed. ) SE eagenes 





Ask your jobber for the H. O. Canfield catalog or write: 


the H.0. Zenfiol 


PLUMBING SUPPLY COMPANY 
129 Housatonic Avenue * Bridgepor? 1, Conn. 


OFFICES: Chicago * Cleveland * Detroit * Hartford * Houston * Los Angeles * New York * Nework 
Schenectady © Seattle * Solt Lake City © Portland (Oregon) * San Francisco * Atlanta 


VISIT US AT BOOTH NO. 577 * NATIONAL HARDWARE SHOW 
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For Greater Sales in Rubber Plumbing Specialties 





Put this kit next to your cash register. 
They belong together because the 
Hoco Line is designed to SELL ON 
SIGHT! 








| WHAT’S NEW 


Comes in handy stick form, 4x1 in. 
30x of 12 Krak-Stik costs $4.50. 


ie ae F RN 
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Lake Chemical Co., 3052 W. Car- 
roll Ave., Chicago 12, IIl. 





Christmas Candle 


Included in the 1951 holiday can- 

| dle selection is this new 3%¢x4!9- 
in. Christmas candle, called the 
Modern Square. Molded in three 
color combinations—red with white 

| center, red with green center, and 
white with red center, and packed 





one to a box. Retail: $1.25. Will 
& Baumer Candle Co., Inc., Syra- 
cuse, N. Y. 


Drill Plane 
This unit adapts any 1,-in. elec- 
tric drill to a drill plane that will 
handle up to 2-in. boards. Will rip 
up to 114 in. depth, plane 14 in. at 
| one stroke. Blades are 14 in. in 
| diameter and have 2-in. cutting sur- 
face. Planing kit, including two 
| planing blades, is available assem- 
| bled or in knocked-down form. Jn- 
ternational Twist Drill Corp., 624 
Wyandotte, Kansas City, Mo. 





A new emergency light for auto- 
| mobiles, the Luma-Nite plugs into 
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the automobile cigarette lighter 
receptacle. The lamp has a brilliant, 
wide-area light at one end. A light 
at the other end has a translucent 
red plastic shield to serve as a 
warning light. Holds to any metal 
part of the auto body, leaving both 
hands free to work. Length is 614 
in., and it is furnished with a 12- 
ft. cord and two standard lamps. 
Retail: $4.95. Simulated leather 





case retails at $1.00. Master-Taper 
Co., 4531 N. Beacon St., Chicago 
40, Ill. 





Shredfast Kitchen Aid 


This Shredfast multi-purpose 
kitchen aid makes a practical gift 
in its attractive Pliofilm bag. The 
polystyrene holder can be fitted 
with any of three interchangeable 
metal inserts for fine grating, me- 
dium shredding and coarse slicing. 





This item is available in red, yellow, 
green and white, lists at $1.29 and 
is packed 12 to a carton that makes 
an eye-catching counter display. 
Standfast Products Co., 2146 Mur- 
ray Hill Road, Cleveland 6. 





Stadium Seat 


Improved model of the aluminum 
Stadium Seat has been strength- 
ened and modified to fit any stadium 
or grandstand. The seat is avail- 
able in colors of local schools and 
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colleges, with the school seal or let- 
ter printed on the backrest. The 
canvas duck backrest is vat-dyed 
and the seat padded. The unit is 
weatherproof, waterproof and rust- 
proof. Retail: $4.95, or two for 
$9.50. All-Luminum Products, 43 
N. Third St., Philadelphia, Pa. 





Combination Pocket Kit 


A versatile ratchet screwdriver 
that can be instantly changed into 
a ratchet brace is assembled in an 
attractive looking red leatherette 
case, with two screwdriver bits in 
different sizes, one gimlet bit, two 
countersinks for wood and metal, 
and one Phillips bit. The screw- 
driver and brace are nickel plated 
with polished rosewood handles, 
and both can be used either right- 





or left-handed or rigid. FE. Milten- 
berg, Inc., 43 Great Jones St., New 
York 12, N. Y. 


Stretching Hook 


This hook, for every fastening 
purpose, has patented stretching 
action which makes it easy to in- 
stall. It also eliminates rattles and 
lock-outs and is safe for children. 
Available in 1% and 2% in. sizes. 
Two hooks, mounted on an attrac- 
tive sales card, retail at 29¢. John 





10 MEET THE “EYE” 





Amann Sons Co., 5805-25 S. Oakley 
Ave., Chicago 36, IIl. 





All-Use Adhesive 


Pliobond, a new all-purpose adhe- 
sive which “bonds anything to any- 
thing,” is now available in home 
size bottles. Is easy to apply, dries 
quickly to permanent bond, and 
does not become brittle. Comes in 


CEDACOTE 


IN A 5+ CARTON 


for 





Cash in on America’s most sensa- 
tional selling item. Nationwide news 
articles in magazines, paid adver- 
tising in magazines, newspapers, on 
TV and radio—IT’S HOT! Makes 
“Cedar Closet” for 1/5th cost of 
natural cedar wood. Tested and ap- 
proved since 1934. The genuine, imi- 
tated but unequalled. 
aan OM 
Zz 


NW VVVUN¥E 
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CLOTHES CLOSETS 
CHESTS, DRAWERS 


Just paint Cedacote on like thick 
paint. Natural cedar tone color and 
cedar fragrance. Bonds to anything. 
$6.95 a carton. Covers over 40 sq. ft. 





Write: 


Cedacote Corporation 


261 Gayoso Ave. 
MEMPHIS, TENN. 
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ECONOMY GRADE 
TOOL KITS are 
In Demand— 


Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 


This ECON. 
OMY Tool Kit 
holds 5 inter- 
ehange- 
able blades the same as used in the 
popular RX541 assortment. The Two 
Tove handle is of good size and made 
of Slo-Burning material. 







These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
\% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Seld by Leading Jobbers 


AMALITE, INC. 


1884 Pitkin Ave., Brooklyn 12, N. Y. 











Sold Only | 
Thru Regular fi 
Retail ‘i 
Channels —Yiza 

Genuine ASL 


BANARAT 


warfarin 


Most Effective RAT and 
Mouse KILLER Known 


Feature BANARAT, the pioneer warfarin 
rodenticide that’s | guaranteed to 
ban all rats and mice. It’s sure to please 
your customers. 


> New! BANARAT BITS 
a (ai ready-to-use death deal- 
(“=f ing pellets; also home 
size for mice. 
BANARAT PREMIX a 
concentrate your custo- 
mers mix with any pre- 
ferred bait. 


Localized National Advertising 
Powerful, continuous advertising that’s 
read by your customers in their favorite 
local publications. Merchandising helps 
sent free. 











Order From 
Your Wholesaler 


There are dozens of war- 
farin products but only 
one BANARAT. Insist on 
it from your jobber or 
| ect mtg nama 

aboratories, Madison 1, 

SINCE 1921 Yahoratorie a 


DEPENDABLE 
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WHAT'S NEW 








34 oz. brush-top bottles retailing at 
25¢, and in 8 oz. brush-top bottles 
for 60¢. Folders for direct mail 


Miabond, 


“BONDS ANYTHING TO ANYTHING” 





 @ aan v8 pare 
© canoe Fe nase 
© wow 10 mem 
2 Ge % Ham 
© crams ro musts 





7S Wmome + is Pinmanenr se 
WITESTAmOS FitxinG » mment ; 
1 Fumes © wESISTS Waren, 
GASOLINE, O45 ano wat « 
= ' 
ene { APPS TARRY + SETS apiCHY 
PT secs sy 
RUSCOE Company ; 
© Akron 19. Obie j 
<M ROTERE NRE tam FR HOW Te ge scancrens | 


and self-display card are available. 
W. J. Ruscoe Co., Akron 13, Ohio. 





Oven Barbecue 


This chrome-plated steel roast- 
ing accessory, Hostess Oven Barbe- 
cue, converts almost any rec- 
tangular, open roasting pan into 
an oven barbecue. Meat or fowl is 
browned and cooked evenly, re- 
quiring no basting or turning. Re- 
duces shrinkage as much as 50 pet. 





Packaged for display. Retail: $1.95. 
Albin Enterprises, 1401 W. Eighth 
St., Los Angeles 17, Calif. 





Hammer-Nail Clip 


A clip for attachment to a ham- 
mer, called The Third Hand Ham- 
mer-Nail Clip, allows the free use 
of one hand to hold the material 
while starting the nail. It is de- 
signed for use where reaching is 
required, and will handle every- 
thing from shingle nails to spikes. 
Fits most types of carpenter’s ham- 
mers, and can be used either right 


or left-handed. Retail: 50¢. Amsco 
Co., Le Center, Minn. 





Clothesline Holder 


About 200 ft. of standard clothes- 
line can be stored and kept clean 
and dry in new Hide-a-Line, a 
heavy-duty steel painted box with 
enamel Hammertone finish, con- 
taining four spools for winding. 
Any or all of the four lines may 
be used at the same time, and a 
locking device in Hide-a-Line 
stretches the lines tight, eliminat- 





ing the need for a clothes pole. Re- 
tail: $7.50. Bertram Engineering 
& Supply Co., 3125 Harrison St., 
Kansas City, Mo. 





Hose Hanger 


This Jiffy Hose Hanger is heavy- 
gage steel with double non-slip 
brackets and is completely set up 
for easily installation on garage or 
basement wall. Finished in green 
enamel, it accommodates up to 75 
ft. of garden hose. It is non-snag- 





ging, rust-resistant, and has no 
sharp edges. Retail: 98¢. Packaged 
12 to a carton. Carlisle Mfg. Co., 
109 Meeker Ave., Newark 5, N. J. 


(Resume reading on page 13) 
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Raymond Sawin 


Walter Pierson 
Vincent Turner 
Ben Allen 
James Baker 


Arch Birmingham 


H. S. Wilson 









WE'LL BE ON HAND TO GREET YOU 


Henry McGovin 
John Bister 
Harold Miller 
Harold Ward 
Michael Toro 
Thomas McArdle 
Walter Luckhardt 
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NAT'L 
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Me «961-962 
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3rd FLOOR 
SPORTING 


GOODS 














to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available.. Write 


today for huge catalog NEM siz | 


W. C. HELLER & COMPANY 


Montpelier, Ohio 
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SHARK TEETH. 
NOTHIN’ 


SLIPS OUT © 
Don't be confused. These are 
yy 5 not ordinary pliers. Hand made, 
; drop forged from super alloy 
—=y—? steel, mirror finish. Takes 20 
hand operations to turn out one 
plier. Welloct makes a plier for 

} every purpose. Plumbing, elec- 
ZO” trical, automotive, mechanical, 
es etc. Get our circular No. 101. 














Jobbers, Dealers— 
Inquiries Invited 






o/ 4 
. J 





PENNSYLVANIA 





DVILLE 
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for sales-minded 
dealers... 









Stanley ~- 
Handyman ' 
Power Plane, \ 


No. 033 


Here’s a powerful sales feature 
that makes an instant hit with hobbyists, 
carpenters, and small shop owners. The 
new Stanley Handyman 033 Power Plane 
blows chips away from the cutter and 
out of the housing — as soon as they’re 
cut! Eliminates chance of chips lodging 
under shoe and marring the finished 
surface. 

Sturdily constructed, the 033 weighs 
only 714 Ibs. Cuts up to 11%” wide. Ad- 
justs for bevel cuts 45° outboard and 15° 
inboard. Powerful 12 h.p. motor. Readily 
adapted to routing with Kit No. GA-66. 
Stock up on the 033 now. Order from 
your distributor. For literature, write 
Stanley Electric Tools, 408 Myrtle St., 
New Britain, Conn. 


[ STANLEY | 


Reg. U.S. Pat. Off. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 


tells about Pittsburgh products for 
store fronts and interiors. Pitts- 
burgh Plate Glass Co., Glass Ad- 
vertising Dept., 632 Duquesne Way, 
Pittsburgh 22, Pa. 





Brush Catalog 


A newly-designed FDO brush 
line, to make it easier for dealers 
and jobbers to order brushes with- 
out DO certifications, is described 
in this 4-page illustrated catalog. 
Complete descriptions and specifica- 
tions on wall, varnish, flat, oval and 
angular sash brushes are given, 
and the catalog also lists brushes 
made of pure China bristle, bristle 
and horsehair, pure white bristle, 
and other types. Baker Brush Co., 
Inc., 83 Grand St., New York 13, 
N.Y. 


Bit Gift Package 


A set of five wood boring bits in 
an attractive gift package for holi- 








day selling has one each 4, 5/16, 
3, 7/16, 1% in. bits, all with 44 in. 
shanks to permit use in electric 
hand drills. Points are tempered to 
minimize damage if metal is en- 
countered in wood boring. A wrap- 
per has Christmas greetings, and 
the colored box has a clear plastic 
top for display. Standard Tool Co., 
3950 Chester Ave., Cleveland 14, 
Ohio. 





Decorating Book 


Decorating hints and full-color 
room pictures are contained in this 
large Colorizer “Idea Book.” With 
room pictures, a Color Key gives 
ideas for the homemaker, specify- 
ing the correct Colorizer paint col- 


ors to use for the same color 
scheme. The book is loose-leaf, and 
new pages will be issued frequently 
to give dealers a continually ex- 
panding collection of decoration 





ideas. Colorizer Associates, 1275 
Osage, Denver, Colo. 





Tool Catalog 


This is a completely new 1952 
tool catalog containing 96 pages of 
tools and equipment for contrac- 
tors, bricklayers, plasterers, stone 
masons, tuck pointers, and others. 
There is a table of contents listing 
items by craft uses, and an index 
that lists them alphabetically by 
both correct and popular names. A 
copy may be obtained free. Gold- 
blatt Tool Co., 1920 Walnut St., 
Kansas City 8, Mo. 


Butt Chisel Kit 


Garrison Brand Butt Chisels are 
now being packaged in durable 











plastic roll kits in two different 
sets. The smaller three-chisel set, 
retailing at $3.95, includes %, %4 
and 1-in. blade sizes. The complete 
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EVERYBODY KNOWS THIS QUALITY 
THE 






SANITARY 
DUST PAN 


DUST POCKET DUST PAN 

NO. 600 Preferred by today's 

ith Hood housewives. Demanded 

Ow . ) by janitors and in- 
stitutions. 


- WITH ALL THESE 
— FEATURES 


© Inserted steel edge. 

* Wire reinforced cor- 
ners. 

© Dust retaining hump. 

© 26 gauge material. 

© Size 1254''x8"'x2'//". 


AVAILABLE IN 
TWO STYLES: 


No. 550 Open Pattern 
(No Hood). 

No. 600 Hooded Pat- 
tern (Shown Above). 
In black, green or 
red enamel. 


r 


Write today for literature and price list on the 
Complete Fulton Line 


PATENT NOVELTY CO. 


Dept. HA Fulton, Illinois 




















A BIG SELLER because 


It has a Hundred Uses 
a> Sheffield 


{<0 WATER 
PUTTY 


CRACK FILLER 


e@ Sticks to Anything 


@ Mixes Easily with water 
..- Will Not Shrink 


@ Becomes Hard as Stone 













Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently te 
stone, tile, wood or metal sur- 
faces and dees a perfect patch- 
ing and smoothing job! Feature 
it strongly ...and watch your 
sales grow... because your 
customers are looking for some- 
thing like this every day! 


Shetticld Zrorrze 


PAINT CORPORATION 
CLEVELAND 19, OHIO 
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Lady Betty Vacuum Bottles—Food Jars 
The handiest bag ever! It's a New, exclusive sanitary closure! 
lunch-n-bag, a handbag... . a Keeps beverages or food hot or 


bag with dozens of uses. $6.95 cold for hours. $1.65—$4.50 





Workman’s Lunch Kit 
Enameled box keeps lunches 
fresh! Plastic or aluminum cup, 
pint bottle. $2.79—$2.89 


Junior Lunch Kit 
Sturdy metal kit has roomy food 
compartment, contains plastic 
cup, half-pint bottle. $2.69 





Metor Luncheon Set 
Compact travel case has service 
for 4—knives, forks, spoons, 
cups, plates, 2 quart bottles and 
lunch box. $32.95 


Master Outing Set 
Roomy leatherette camping case 
includes large sandwich box, 2 
quart vacuum bottles each with 
4 nested cups. $13.95 





a 


Health Scale 
Low, safe platform. Easily read 
“‘Mag-Nif-Eye’”’ dial. Weighs ac- 
curately up to 250 Ibs. $7.95 


Tab-L-Top Food Chopper 
Designed for today’s modern 
kitchen. It has no clamp! Swings 
apart for easy cleaning! $5.95 


SCHOO HEESEHEEEEHSEHEEHESESEEEEEESEEEEEEEEEEEEEESESESEEEESEEEESEEHESHESESEHEEHEEEEEEHEEEEEEEHEETESEOEEEE 


Stock the complete line of Universal 
Vacuum Goods and Housewares. Nation- 
ally advertised and quality-built, these 
products mean greater sales . . . more satis- 
fied customers. Write for details today. 
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six-chisel set, retailing at $9.60, 
also has %, 1% and 1%4-in. chisels. 
Kit has separate sections for each 
chisel and grommets for wall hang- 
ing. Fuller Tool Co., Inc., 907 Faile 
St., Bronx 59, N. Y. 





Catalog, Price Book 


A new loose-leaf catalog and 
price book covering company’s line 
of hand and power hack saw blades, 





metal and wood cutting band saws, 
band knives, Armstrong-Bridge- 
port pipe fitters’ hand tools, pipe 
and bolt threading machines, ham- 
mers, ground flat stuck, foundry 
and horseshoe nails. Catalog is de- 
signed especially for wholesaler’s 
convenience and shows suggested 
retail and distributor net prices. 
Capewell Mfg. Co., 60 Governor St., 
Hartford, Conn. 





Sprayer, Duster Catalog 


The complete line of Smith 
sprayers and dusters is featured in 
the company’s new Catalog No. 63. 
The catalog is done in full color, 
and copies are available upon re- 
quest. D. B. Smith & Co., Utica, 
a. 





Air Filter Catalog 


This 50-page catalog of air filter 
sizes for filter-equipped warm air 
furnaces and blower units is 
planned to simplify and speed the 
ordering of air filters. Included is 
an alphabetical listing of 166 manu- 
facturers of forced warm-air heat- 
ing equipment, and a list of the 
sizes and number of filters needed 
for units manufactured by the com- 
pany, plus the manufacturer’s iden- 
tification numbers. Owens-Corning 
Fiberglas Corp., Toledo 1, Ohio. 
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Exterminator Changes 


Aranip, a mold inhibitor, has 
been added to Voo Doo “42” exter- 
minator with Warfarin, and a price 
increase has been announced. Ef- 
fective immediately, 1 lb. of Voo 
Doo will retail at $1.00; 5 lbs. will 
retail at $4.00; and 10 lbs. will 
retail/for $7.00. Dealer cost for a 
case of 24 1-lb. containers is $14.40; 
for a case of 12 5-lb. containers, 
$28.80; and for six 10-lb. contain- 
ers, $25.20. Xterminator Products 
Corp., 219 Monticello Ave., Jersey 
City 4, N. J. 





Water System Kit 


A new, tested triple-duty kit for 
demonstrating the Fadden Fresh 
Water System has been designed. 
Kit includes a length of transparent 
plastic hose, a hose faucet, a 14-qt. 
pail, and pumping unit. It weighs 
38 lbs., is portable and can be 





plugged in anywhere. Available to 
dealers. Fadden Pump Co., 740 N. 
Washington, Minneapolis, Minn. 





Lettering Film Card 


Scotchlite lettering film for store 
fronts of porcelain, enamel, metal 
and glass is described in this new 
color card. Made in pre-cut letters 
or in rolls from which letters can 
be cut, Scotchlite letters are ap- 
plied to store fronts with adhesive, 
and remain attractive for a long 
time. The card shows samples of 
the lettering film in white, gold, 
yellow, red, green, blue and black, 
and gives application instructions, 
illustrations, and suggestions for 


lettering. Minnesota Mining & Mj 9. 
Co., 900 Fauquier St., St. Paul 6, 
Minn. 





Stove Pad Chart 


This complete, comprehensive 
selling chart shows the proper size 
Pro-Tex stove pad to fit a large 
number of different stoves. The in- 
formation is printed in a concise 
manner on 84x11 sturdy buff 
cards, specially coated with a pro- 
tective varnish for maximum legi- 
bility. The top of the card is 
punched for hanging on walls or 
near display counters. Offered to 
dealers without cost. Ballonoff 
Metal Products Co., 1820 E. 37th 
St., Cleveland 14, Ohio. 





Paint Brochure 


The story of McDougall-Butler 
and its paint manufacturing proc- 
esses are told in a new brochure, 
called “The Story of Quality Fin- 
ishes.” It is well illustrated, shows 
the uses to which the firm’s various 
finishes, also illustrated, can be put. 
McDougall-Butler Co., Inc., 2929 
Main St., Buffalo 14, N. Y. 





Fryer Display Card 

A colorful circular display card 
for use on glass-covered Chicken 
Fryers and Dutch Ovens invites 
shoppers to look inside, where more 
three-color labels are attached. Both 
point out the selling features of the 
fryers and oven. Display cards and 
inside labels are offered free, and 
packed into every shipping carton 
and utensil. The Everedy Co., Fred- 
erick, Md. 





Renamed Merchandiser 
Rocket-150 is the new name given 








this revolving hand-tool merchan- 
diser that needs 32 in. of counter 
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Weischmann 
“SEASONED HICKORY” 


Handles 


WE SPECIALIZE in the manufacture 
of hickory striking tool handles for 
tool manufacturers, hardware jobbers 
and the mill supply trades, meeting 
their most rigid demands for precision 
and uniformity. 




























Every handle is seasoned from the 
center outwards in modern, forced 
draft kilns. Moisture content is auto- 
matically controlled to retain the 
natural resiliency and strength of 
the long-fibered, heavy Appalachian 
hickory which we exclusively use. 


We Always grade up to a 
quality, never down to a price! 


Beautiful gold stamping and attrac- 
tive bright colored labels add greatly 
to the saleability of our product. 


Prompt deliveries in any quantity 
are assured from the largest single 
plant of its kind in the United States. 


Money back guarantee on all mer- 
chandise. We'll be glad to send you 
our latest price list, and to work with 
you in every way. 





Visit us at Booth 350, Atlantic City Auditorium during the Convention 


FLEISCHMANN HANDLE COMPANY 


A DIVISION OF THE FLEISCHMANN CORPORATION 


TOWER BUILDING BALTIMORE 2, MD. 


Plants in Virginia and Tennessee 
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The qualities which make a product the leader in 


its field, year after year, are quickly evident in WITT 
CANS. The finest of materials, skilled craftsman- 
ship, and a superior design all help make new 
customers, repeat customers—old customers, 

WITT boosters. Have you investigated the reasons 
why WITT CANS are “always on top” the 
preference lists? 


Compare the WITT CAN with any other 
Can on these points: 





















STRAIGHT SIDES—assure extra resistance 
to rough handling. 

DEEP ROLLING CORRUGATIONS—run full 
length of Can adding further rigidity. 
HEAVY GAUGE STEEL—provides battleship 
ruggedness. 

STRUCTURAL STEEL BANDS—protect top 
and bottom of Can and act as shock 
absorbers. 


Eee 









HOT DIP GALVANIZING—a hand process ; 
after fabrication, insuring heaviest possible iH 
rustproofing. ; 
PINCH-PROOF HANDLES—for easy ; 
handling. ig 
STURDY LID—snug fitting yet easy to rte 
remove. if 
5 


/WITT CANS 
have the Right Angle’ 








THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 


“Originators of the Corrugated Can” 











TO HELP YOU SELL 


space. Holds 150 of the most wanted 
and fastest turning hand tools, and 
each is hung on specially designed 
racks with shadow marking and 
tool number identification. Prices 
are indicated and tools are easy to 
remove. P & C Hand Forged Tool 
Co., Portland, Ore. 








Whisk Display Rack 


This metal display rack for pal- 
metto whisks needs 36 sq. in. of 
counter space, and has a four-color 
card at the top. Metal parts for the 
rack, with loose nuts welded on, 
come packed in an envelope that is 
included in the regular dozen-pack 


BC 
Oxeco 





carton at no extra cost. Assembly 
is easy. Ox Fibre Brush Co., Fred- 
erick, Md. 





Refrigerator Displays 


Two new refrigerator displays 
are available for Westinghouse 
dealers. One display ties in with 
the company’s fall campaign theme 
of “user proof” of Frost-Free, and 
shows a postman dumping letters 
onto a pile. Copy panels on the ani- 
mated and lighted display point out 
the automatic defrosting story. 
Another display, ideal for large 
windows, tells the story of Frost- 
Free, and displays the actual re- 
frigerator. Electric Appliance Div., 
Westinghouse Electric Corp., Mans- 
field, Ohio. 





X-acto Catalog 


A new 28-page catalog of the en- 
tire X-acto line has been revised 
and newly illustrated. Each section 
is a complete unit and shows all 
items in that category, including 
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knives and tools, X-acto sets, 
X-acto tools, leathercraft tools, 
handicraft sets, X-acto Plexon and 
X-acto and Trix and carded mer- 
chandise. Display units in each di- 
vision are illustrated and shown 
with the items. X-acto Crescent 
Products Co., Inc., 440 Fourth Ave., 
New York 16, N. Y. 





New Cleaner Display 


There is a new red, yellow and 
black counter display for Dirtex 





ammoniated cleaner for painted 
and washable surfaces. It holds an 
18-0z. package, and a colorful 9x16 
in. window streamer is also offered 
without charge. In addition, Dirtex 
is now available in a new red and 
black 5-lb. package, retailing for 
90¢ per package. The Savogran Co., 
25 Huntington Ave., Boston 16, 
Mass. 





Drill and Saw Kit 


This Fairchild Drill and Saw Kit 
consists of the Fairchild Model 
F-149 Drill, seven high speed twist 
drills, and a new saw attachment, 





all in a fitted metal carrying case. 
Retail: $29.95. The new saw at- 
tachment is light and easily at- 
tached, specifically designed for 
vibrationless one-hand operation. 
It has a bevel adjustable to 45 deg., 
and depth of cut adjustable from 0 
to 13/16 in. Fairchild Industries, 
Inc., 110 Main St., Burlington, Vt. 
(Resume reading on page 14) 
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SCREW ANCHORS 


HoLb Suaneennem 


Scru-Tite Screw Anchors Will Anchor Any Material to Any 
Solid Surface with Little Effort and Life Time Durability 


SCRU-TITES quickly accepted and used by Homeowners, 
Building Trades, Communications Manufacturers, Munici- 
palities, Aircraft and many others. 

SCRU-TITE ANCHORS made from TENITE are tougher 
than ordinary anchors. 

Dealers and wholesalers repeat orders prove easy sales 
and liberal profits. 

Ask your jobber salesman for Scru-Tite Profit Plan and 
use the handy coupon to get full details. 


95-01 150th Street 


A MASTERCRAFT PRODUCT Cu) 


Jamaica 4, N. Y. 


TD ts | 








BOOTH 


326A 





See ue Bee eB eB ee ee eee ee, 


pL cembnebnbnosenaeeeoseeenesonnaneanued 


Send today for Valuable Profit Making Plan 
Mastercraft Products, 95-01 150th St., Jamaica 4, N. Y. 


[C0 Rush me full details on Profit Making Scru-Tite screw anchors. 


— 


Zz 


Oo 
oO 


COMPANY NAME 


REQUESTED BY 


National Sales Representative 


SURPLESS, DUNN & CO. 
New York Chicago 


Who is my nearest wholesaler? 
Please send me free samples. 


Please Print _ 


ZONE STATE . 


N 
- 
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Tr vosty fingers will help you sell 


| 
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0.SOGLOW 


Br-r-r! Almost before you know it, cold hands will start 
grabbing for work gloves! So stock up, Mister, and get your share of 
the profitable glove biz. Boss line includes patterns, wrist or cuff 
styles for every job requirement! Seven completely stocked BOSS 
warehouses to give your wholesaler overnight service . . . For pictures 
of the complete line, and folder on ‘‘How to Sell More Work Gloves,” 


ask your wholesaler or send the coupon below. 


THE BEST KNOWN NAME IN 


WORK GLOVES 


@® 62nd YEAR + THE BOSS MANUFACTURING COMPANY + KEWANEE, ILL. 


PROTECTING 
AMERICA'S 
HANDPOWER 





The Boss Manufacturing Company, Dept. HA-10 
Kewanee, Illinois 


Gentlemen: Please send me illustrated Catalog, Admat Selector 
Sheet, and picture folder “How to Sell More Work Gloves.” 


NAME = — — 








ADDRESS = ne oe 





ip ee __STATE_ ee 


hal 1 











My glove w 


~ Washing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


OPS Begins 43 Court 
Actions; More to Come 


OPS predicts that it will pursue 
many more court actions in the 
coming months against retailers 
who have failed to file the pricing 
charts required by CPR-7. 

Edward P. Morgan, OPS enforce- 
ment director, says his investiga- 
tors have thus far been able to 
make only “spot checks” because of 
the thousands of dealers covered by 
CPR-7 and the many regulations 
which OPS must enforce. 

Federal attorneys had filed, or had 
accepted for filing, some 43 court 
actions for injunctions by mid- 
September. Geographically, these 
cases were divided as follows: New 
York, 12; Florida, 10; New Jersey, 
7; Michigan, 3; Georgia, Louisiana 
and West Virginia, 2 apiece; Cali- 
fornia, Maine, Minnesota, North 
Dakota, and New Mexico, 1 each. 

Mr. Morgan warns that filing of 
the pricing charts, as required un- 
der CPR-7 on the part of retail 
dealers in housewares, radio and 
television sets, furniture, apparel, 
and related fields, is important be- 
cause until such charts are com- 
pleted and filed, neither the dealers 
nor OPS are able to ascertain the 
proper ceiling prices. 

OPS is considering criminal 
prosecution and court action with- 
out action any warning or grace 
period in the future, as dealers have 
had ample time to file the charts. 





NPA Sees Lower Home 
Laundry Output in "52 


Lowered output of household 
washing machines, ironer and dry- 
ers in 1952 was forecast by the 
National Production Authority, 
U. S. Department of Commerce, at 
a recent meeting of the Home Laun- 
dry Equipment Industry Advisory 
Committee. 

The statement was made on the 
assumption that first and second 
quarter 1952 allotments of steel, 
copper and aluminum probably will 
be cut below fourth quarter 1951 
allotments to sustain the mounting 
needs of the rearmament program. 

(Resume reading on page 11) 
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deen Sweyo” 





[-erlor 


CARPET 
SWEEPERS 


ue 
















Easy Glide 





Cavalier 


American Squeez-O-Matic 
Lady Custom 








A complete range of models, from the small but practi- 
cal Junior Miss to the deluxe Squeez-O-Maric Custom. 
Backed by a fine reputation; all well made, good look- 
ing, thoroughly efficient. And—highly important in these 


Junior cost-conscious days: — 


Prices that Soothe those Pocket-Book Nerves. Compare 
Porter quality, Porter features and Porter prices with 
other well-known makes. You’ll quickly recognize the 
kind of solid values which keeps the cash register ring- 
ing. Full information supplied on request. Write today. 


PORTER CARPET SWEEPER CO. 
Dept. CS-40, Shelbyville, Ind. 








Hardware Dealers 


S HOTTEST 









See for yourself how fast you 
can turn over tools! Indestro now offers 3 
red hot Deals, bringing you 3 new, all-metal 
Display Boards with the HOTTEST SELL- 
ERS in tools! 

This new, easier, better way to sell tools 
brings you only the cream of the HOTTEST 
SELLERS .. . there are no obsolescent 
numbers—no “shelf warmers” ... every 
tool is in BIG DEMAND! Get all 3 red hot 
Deals at sensational money-saving values—- 
PLUS the 3 all-metal Display Boards with- 
out extra cost! Look at the red hot assort- 
ment of Punches, Chisels and Screwdrivers 
you get with Deal No. 2. Order yours 
TODAY! 


INDESTRO MFG. CORP. 
N. Kildare at Schubert, Chicago 39, 1II.,U.S.A. 


GET ALL 3 DEALSFORONLY $9245 





Make a profit of $4637 on every 
turnover! 


Get started NOW...mail your order TODAY! 
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Retails for $44.36 
On Every Turnover 


You Make */4,§2 


SIXTY OF THE HOTTEST 
SELLING PUNCHES, CHISELS, SCREWDRIVERS 


Sales records prove these punches, chisels and 
screwdrivers to be the HOTTEST SELLERS! All are 
nationally known, nationally advertised Indestro 
Quality — Chrome- Alloy steel, beautifully fin- 
ished. They are identified by name, size, number 
and price on the colorful, all-metal Display Board 
that you get without extra cost! 

Includes: 8 Taper Punches * 14 Pin Punches * 4 Center 
Punches * 12 Cold Chisels * 4 Pocket-Type Screwdrivers * 
4 Phillips Screwdrivers * 14 Assorted Screwdriv With 
Pyralin Handles and Chrome-Alloy Steel Blades. 


inDESTRO 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Critical Metal Supplies 
Bring Threat of End 
Product Limitations 


How to relate scarce metal sup- 
plies to production of civilian con- 
sumer goods is a thorny problem 
for NPA, as the defense program 
swallows an ever-increasing share 
of scarce metals. This situation, 
which is expected to become most 
critical in the near future, is giving 
rise to consideration of end prod- 
uct control—from manufacturer 
through retailer. 

A plan, as now envisioned by the 
agency, would entail periodic list- 
ing of consumer items subject to 
such control; at times adding to 
the list, at other times removing 
some goods. 

At the same time, the agency’s 
Office of Civilian Requirements is 
preparing a classification of prod- 
ucts according to essentiality. Dif- 
ferent rates of production would be 
set, based on the needs of the de- 
fense program, or for all-out war. 
Articles low on the list would suf- 
fer most and possibly disappear 
from the market entirely. 

On the price front, OPS is about 
ready to issue its first order that 
will allow cost increases stipulated 
in the Capehart Amendment—if 
Congress does not kill it off, or re- 
vise the amendment. 

But the Senate Banking Com- 
mittee has already got a substi- 
tute proposal which would freeze 
all ceilings for manufactured 
goods, the ceilings being based on 
pre-Korea levels, plus adjustment 
for all cost changes up to July 26, 
1951. This would allow the agency 
to set industry-wide ceilings rather 
than treat with individual manu- 
facturer applications for relief. 


Fastener List Prices 


To Serve as Ceilings 


The Bolt, Nut and Solid Rivet 
Industry Advisory Committee and 
the Screw Manufacturers Industry 
Advisory Committee met for the 
third time recently with officials of 
the OPS to discuss a tailored pric- 
ing regulation. The two committees 
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had met previously with OPS offi- 
cials on May 11 and May 23. 

A tentative proposed tailored 
pricing regulation for the two in- 
dustries had been prepared by OPS 
and each committee went over the 
draft of the proposed regulation 
paragraph by paragraph. Commit- 
tee members made suggestions and 
recommendations for changes and 
clarification to make the regulation 
more workable. Generally speak- 
ing, both committees felt the pro- 
posed regulation offered a satisfac- 
tory basis for pricing in these two 
industries. 

In general, the regulation would 
establish ceiling prices on the basis 
of published list prices in effect on 
January 25, 1951, or in the absence 
of published list prices the seller 
would use the same formula for 
pricing which he had in effect on 
January 25, 1951. Provision would 
be made to take care of customary 
pricing situations. 


Horsehide Curbs Lifted 


NPA has released restrictions on 
the tanning and sale of horsehide 
fronts which are used for civilian 
jackets and baseball covers. 


By R. S. WILD 
Associate Editor 
HARDWARE AGE 





NPA Tools Chief 





A. N. BARBATIS 


Who has been appointed 
director of the National Pro- 
duction Authority’s Tools 
Branch, succeeding C. K. 
Freedell, who has returned to 
Stanley Tools as general sales 
manager. Mr. Barbatis is on 
leave from the Simonds Saw 
& Steel Co., Fitchburg, Mass. 
He moved up to his new posi- 
tion from the post of chief of 
NPA’s Saw, File, and Rasp 
Section. 











OPS Issues Interpretation of Effect of 
Higher Freight Rates on Ceiling Prices 


A general interpretation of the 
effect of recent freight increases on 
ceiling prices has been issued by 
the OPS for the information of 
sellers operating under price regu- 
lations. Text of the interpretation 
(General Interpretation 3, issued) 
reads: 

“A number of sellers have in- 
quired as to whether they may add 
to their ceiling prices the increases 
in railroad rates recently authorized 
by the Interstate Commerce Com- 
mission (Ex Parte 175, August 2, 
1951). 

“Inclusion of freight in ceiling 
prices is determined by the specific 
regulation which may be applicable 
to the seller, and increases in 
freight rates may be added to a 
ceiling price only where such regu- 
lation permits this addition. With 


respect to sellers under the Gen- 
eral Ceiling Price Regulation, In- 
terpretation 1 under GCPR, issued 
April 9, 1951, states that increases 
in freight may be passed along to 
the purchaser only in the situations 
specified and only in connection 
with outbound freight charges.” 

(NOTE: Interpretation 1, re- 
ferred to here, establishes as 4 
general rule that sellers may add 
freight increases to their GCPR 
ceiling prices only where a ceiling 
price was established on an f.0o.b. 
basis or where the ceiling price, in 
limited situations, is a delivered 
price reflecting the actual cost of 
freight.) 

“Inasmuch as the increases al- 
lowed by the ICC could become 
effective only after August 2, 1951, 
such freight rate increases would 
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AND NOW! The latest in the famous 50-year-old Worcester line. . . 





IT'S THE QUIETEST, 
EASIEST-TO-RUN 
POWER MOWER WE // 


EVER MADE! 










DYNA MASTER ELECTRIC MODEL 700 





AN ENTIRELY NEW MARKET opens up to 
you with this new Worcester electric 
power mower! It’s so easy to run that, 
truly, any one in the family can use it. 
Simple to operate as a vacuum cleaner 
...just plug in the cord, motor starts. 
Slip in the clutch, she’s mowing! The 
motor drives the reel and wheels — no 
pushing necessary. And so quiet you 
barely hear the motor. You can demon- 
Strate this mower in your store! 


POINT OUT THE FEATURES indicated at 
right. Also the grass guards to prevent 


grass from winding on reel ends, the 
covered chain drive, and the simple cut- 
ting height adjustments. 


The Worcester DYNA MASTER ELECTRIC 
is ruggedly built to last for years and 
years, with all that unfailing dependa- 
bility for which Worcester lawn mowers 
have been famous over half a century. 


IT'S SURE TO BE A BIG SELLER! Write today 
for information on the entire Worcester 
line: the new electric mower, two great 
gasoline-powered mowers, a sturdy ro- 
tary, three high-quality hand mowers. 


Extra-Tough 
“STA-TEMP" 
Hardened & Tempered 
Blades 

* 
Finger-Tip 
Clutch Control 


. 
Free Floating Handle, 
Parks Upright in 

Minimum Space 
* 
Easy Chain 
and Belt Adjustments 
« 


100 ft. Cord 
at No Extra Cost 
* 
Nationally Known 
1/3 h.p. Motor 
Runs on 110 volt 
AC Current 
zs 
Famous Long-Wearing 
Timken Bearings 
* 
Full 18-inch Cut 


WORCESTER LAWN MOWER CO. ° Division of Savage Arms Corporation » CHICOPEE FALLS, MASS. 
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Easy to Set... 
a Cinch to Sell! 


bee fog ee eG 
E AUTO-SET 





Hs MOUSE and RAT TRAPS J 


Strong, sure-catch trap that sets i 
in 1 movement instead of 3. 





Pull back bow 
and press down. 


Trap is set. % 


VICTOR Bs 
EASY-SET MOUSE TRAP 


New, metal trap that sets 
lightning-quick—by either hand 
or foot. 





a 
ii 
Bi 
ad 


Press down with Trap is set. 


foot (or hand). 


Sse ee 


VICTOR 


LITTLE CHAMP MOUSE TRAP " 


Modern design, streamlined plas- 
tic trap with Auto-Set mechanism. va 


Press down bow 
with hand. 


NE Be ee 
’ 


For extra money in the till, show 
your customers these easy to set 
mouse and rat traps. Have them 
always in stock and on display— 
they’re easy to set and a cinch to 
sell! Made by the makers of famous 
Victor traps for rodents and fur 
bearers. Order from your whole- 
saler today. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. » Pascagoula, Miss. 
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not constitute a cost increase which 
must be reflected in ceiling prices 
under Section 104(e) of the De- 
fense Production Act Amendments 
of 1951 which provides that certain 
cost increases occurring prior to 
July 26, 1951, must be reflected in 
ceiling prices. 

“It is the policy of the Office of 
Price Stabilization to afford relief 
to sellers where cost increases 
would result in inequities, and vari- 
ous of the regulations issued pro- 
vide for adjustments in certain 
cases. Freight costs would consti- 
tute “costs” under these adjust- 
ment provisions and may, in ap- 
propriate cases, provide a basis for 
relief under the applicable regula- 
tions.” 


OPS Sets Ceilings 
For Mystic Foam 


OPS recently set maximum ceil- 
ing prices for the following prod- 
ucts of the Mystic Foam Corp., 
Cleveland: Mystic Foam, Mystic 
Zip, and Mystic Driquick household 
cleaner, rug and fabric cleaners, 
and dry cleaner sold through whole- 
salers and retailers. 

The retail ceilings set in Special 
Order 605 under Section 43 of 
CPR-7 are: Mystic Foam—79¢, 
quart; $1.29, half gallon; $1.89, 


gallon; $2.95, two gallons, and 
$6.95, five-gallon drum. 
Mystic Zip: 60¢, quart; $1.00, 


half-gallon; $1.49, gallon, and $6.50, 
five-gallon drum. Driquick: $1.49 
a gallon. 


Price Ceilings Set 


For Flavo-matic 


The West Bend Aluminum Co. 
has announced that OPS in Special 
Order No. 583, under Section 43 of 
the CPR-7, legalized the retail ceil- 
ing price of $11.95 for the polished 
aluminum percolator known as 
Flavo-matic. The order does not 
apply to West Bend’s colored Flavo- 
matics on which the retail ceiling 
| price is $13.95, a ceiling price legal- 
ized at the time the three styles 
were introduced in January, 1951. 


Issue Price Lids for 
Standard Anti-Freeze 


OPS has announced dollars and 
cents ceiling prices on standard 
type N anti-freeze containing fer- 
mentation ethyl alcohol, for sales 
by retailers and sales to retailers, 
jobbers and wholesalers. 


The new retail ceilings, as pro- 
vided in Supplementary Regulation 
1 to CPR 57, are $1.95 per gallon 
in quantities of a gallon or more, 
and 50 cents a quart for smaller 
quantities. For sales to retailers 
in one gallon cans, case lots, and 
five gallon cans is $1.39 per gallon 
and in one quart cans, case lots, 
$1.45 per gallon. 


Westinghouse Radio, 
TV Ceilings Set 


OPS recently set ceiling prices 
on radio and television sets for the 
Westinghouse Electric Corp. at the 
firm’s request. The prices, effective 
Aug. 16, were established in Letter 
Order 403 under Section 43 of 
CPR-7. Terms are 30 days net, 
f.o.b. Sunbury, Pa. 

The ceiling prices approved by 
the agency on television sets range 
from $191.97 to $347.20 for dis- 
tributors; $223.16 to $402.50 for 
wholesalers; and $309.95 to $575 
for retailers. 

On radios, OPS approved prices 
ranging from $14.27 to $140 for 
distributors; $16.87 to $179.77 for 
wholesalers; and $22.95 to $289.95 
for retailers. 

On and after Oct. 15, the com- 
pany must preticket every set with 
the established prices and on and 
after Nov. 15, no retailer may offer 
or sell any of the sets unless they 
are so marked. 


Carvel Hall Ceilings 
Set at Current Level 


Tom H. Briddell, vice-president 
of sales, Chas. D. Briddell, Inc., 
Chrisfield, Md., manufacturers of 
Carvel Hall cutlery, has announced 
the approval by Special Order of 
the OPS of the current retail ceil- 
ing prices on certain of its items. 

This ceiling price regulation, 
dated August 22, 1951, specifies 
that on and after the date of re- 
ceipt of a copy of the Special Order, 
with notice of prices annexed, but 
in no event later than October 20, 
1951, no seller at retail may offer 
or sell any Carvel Hall article cov- 
ered by this Special Order at a 
price higher than the ceiling price 
established by this order. 

Among the articles effected by 
this order are Carvel Hall steak 
knives, steak knife sets, carving 
and slicing sets, ham-roast holders, 
fish and game knives, fruit knives, 
silver briar pipes and various dis- 
tinctive Carvel Hall cutlery chests. 
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A retail flavor in national advertising . . . every 
ad displays several unusual gift instruments, 
in a wide price range. This preview of the full 
page Saturday Evening Post ad shows the same 
mass display that pays off for you in your own 
store, and in your own local advertising. 





‘> IN HOME AND INDUSTRY 


High profit items... 
that move fast... 
you make a solid 
40% profit on every 
one, and dealers 
that tie in with 
Taylor’s Christmas 
promotion have re- 
ported sales in- 
creases as high as 
400%. (Make sure 
you get your free 
Taylor Christmas 
Promotion Kit.) 





Unusual gifts, ideal to suggest for “the man who 
has everything,” in a price range from $1.50 to 
$100. Handsome styling by Walter Dorwin 
Teague attracts a woman’s eye too. 


cd 
Wena = Das 





Big national advertising program . . . the full page Post ad, plus 
important space in the New Yorker, Fortune, House Beautiful, 
Better Homes and Gardens, Woman's Day, Field and Stream and 
Sports Afield Hunting Annual will give Taylor gifts and the 
Taylor name a total circulation of over 13,500,000. Taylor In- 
strument Companies, Rochester, N. Y., and Toronto, Canada. 


A Dream of a Christmas Promotion 
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Hall & Co. Has Open House 
In Newly-Opened Warehouse 


Hall & Co., 197 W. Main 
St., Spartanburg, S. C., cele- 
brated its sixth birthday re- 
cently with a barbecue lunch 
and open house at the com- 
pany’s new warehouse at 901 
E. Main St., which was 
opened for business in April. 
About 3700 guests attended 
the affair. 

The company, incorporated 
in 1945, moved to its present 
retail store outlet on W. Main 
St., in 1946. Three outlying 
warehouses were bought and 
run until 1949, when the new 
warehouse was built at a 
cost of $100,000. It houses all 
merchandise formerly housed 
in the other three and has 
48,600 sq. ft. of floor space. 
Six railroad cars can he ac- 


commodated for loading at 
once on the 350 ft. of rail- 
road siding. 

Officers of the company 


are: Fred N. Hall, president 
and treasurer; H. E. Cromer, 
vice-president; 


Frank W. 


Lee, vice-president and gen- 
eral manager, and F. A. 
Alley, secretary and assis- 
tant treasurer. Directors in- 
clude the officers, as well as: 
W. P. Conyers, Jr., C. B. 
Fretwell, J. D. Foster, Neville 
Holcombe, and J. Grier Hud- 
son, Sr. 


Westinghouse Names 
Eastern Lamp Chief 


Announcement has_ been 
made of the appointments of 
Reginald H. Jewell as east- 
ern district lamp supervisor 
and C. W. Barrett as service 
manager of the east central 


district for Westinghouse 
Electric Supply Co. 
Mr. Jewell, whose head- 


quarters are in Long Island 
City, N. Y., joined Westing- 
house in 1922 as a member 
of the company’s graduate 
student training program. 
Mr. Barrett, formerly dis- 


trict appliance parts super- 
visor in Pittsburgh, has been 
with the company since 1939, 
and prior to that was asso- 
ciated with Iron City Electric 


Co. 


Postpone NEMA Special 
1952 Campaign Meeting 


The special meeting to pre- 
view 1952 campaign plans of 
the Electric Housewares Sec- 
tion of the National Electri- 
cal Manufacturers Associa- 
tion, scheduled for Sept. 13, 
has been postponed until 
some time in November. The 
September date conflicted 
with too many previously 
scheduled fall showing plans 
of manufacturers. 


Trade Sales Head Named 
By Devoe & Raynolds 


J. Harold Kolseth has been 
named vice-president § in 
charge of all trade sales di- 
visions of Devoe & Raynolds 
Co., Inc., 787 First Ave., New 
York, N. Y., and will coordi- 
nate marketing and merchan- 
dising programs for all di- 
visions of the company. 














Shown here are some of the appliances given to more than 3,000 wholesalers who 
were present at the formal opening of Hall & Co.'s new warehouse at 901 E. Main 


St., Spartanburg, S. C. 
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Powers Made President 
Of Rawiplug Corp. 


Frederic B. Powers has 
been made president of The 
Rawlplug Co., Ine., 271 


FREDERIC B. POWERS 


Church St., New York, N. Y., 
succeeding the late Winthrop 


R. Howard, founder and 
president since 1921. The 
company is this year cele- 


brating its 30th anniversary 
of its founding. 

Mr. Powers joined The 
Rawlplug Co. as a salesman 
in 1934. After several years 
he became assistant sales 
manager, and then was made 
sales manager. In 1945 he 
was elected to the board of 
directors and held the offices 
of vice-president and secre- 
tary. 


Railey-Milam Completes 
New Industrial Building 


A new 30,000 sq. ft., two- 
story, concrete and _ steel 
building has been completed 
by Railey-Milam, Inc., 27 W. 
Flagler St., Miami 31, Fla., 
wholesaler of hardware and 


industrial supplies since 
1910. 

The building, located at 
251 N. W. First Court, 


Miami, houses the firm’s In- 
dustrial Supply Division, 
carrying a full line of indus- 
trial supplies and heavy hard- 
ware. Customer parking is 
provided on both sides of the 
new building for the conve- 
nience of customers. 
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Aladdin Names Church 
Division Sales Head 


Vernon K. Church has been 
appointed general sales man- 
ager of the Electric Lamp 





VERNON K. CHURCH 


and Vacuum Bottle Divisions 
of Aladdin Industries, Inc., 
Nashville, Tenn. 


Mr. Church joined the 
Aladdin organization in 1945 
as a member of the vacuum 
bottle sales department, later 
being transferred to electric 
lamp sales. In 1949, he re- 
turned to th® Vacuum Bottle 
Division as assistant sales 
manager, and was named 
vacuum bottle sales manager 
in 1950. 


Caloric Stove Names 
Division Sales Head 


William E. Bambrick has 
been appointed divisional 
sales manager for Caloric 
Stove Corp., 12 S. 12 St., 
Philadelphia 7, Pa., in Ar- 
kansas, Oklahoma, Missis- 
sippi and Louisiana. Mr. 
Bambrick has been a Caloric 
district representative since 
1947. His headquarters are 
in Baton Rouge, La. 








Yale & Towne Advances Cyr, Waldron, 
In Stamford Division Sales Posts 


Two promotions have been 
announced in the sales organ- 
ization of the Stamford Di- 
vision of Yale & Towne Mfg. 
Co., Stamford, Conn. Walter 
J. Cyr has been advanced as 
assistant to the general sales 
manager, and Van A. Wal- 
dron succeeds Mr. Cyr as 
assistant trade sales mana- 
ger. 

Mr. Cyr joined Yale & 
Towne in 1926 and rose 
through the sales organiza- 





WALTER J. CYR 


tion to become manager of 
door closer sales before he 





a 
VAN A. WALDRON 


was named assistant trade 
sales manager. 

Mr. Waldron, regional 
sales representative in New 
England since 1946, joined 
the company in 1936 as a 
missionary salesman, and ad- 
vanced through various posi- 
tions to that of regional sales 
representative in southern 
states. 
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Megran Lauds Golf Association 
At 25th Anniversary Meeting 


“The Hardware Golf As- 
sociation was formed because 
of the conviction of its found- 
ers that there is more in 
business than simply _ ex- 
changing goods and money,” 
observed H. B. Megran, Star- 
line, Inc., in speaking infor- 
mally before a gathering of 
239 hardware manufacturers 
and wholesalers for the 25th 
Silver Anniversary Tourna- 
ment and banquet of the as- 
sociation, held Sept. 10-12 at 
the Broadmoor Hotel, Colo- 
rado Springs, Colo. 

Speaking informally, Mr. 
Megran, a past president of 
the association, called upon 
by President J. W. Yates, 
McGregor Hardware Co., 
Springfield, Mo., briefly re- 
viewed the history of the 
group. He cited three factors 
that had made a success of 
the association, which is com- 
posed of wholesalers and 
manufacturers — having an 
ideal place for the annual 
tournament; a set of govern- 
ing rules, established by long 
study and reasoning, to en- 
able the association’s affairs 
to run smoothly, and the 
character of the men who 
comprise the membership. 

Winner of the _ tourna- 
ment’s Champion Flight was 
E. D. (Brick) Imboden, Key- 
stone Steel & Wire Co., Pe- 
oria, Ill., who retains the 
championship which he has 
now held for the third con- 
secutive year. Runner-up was 
W. K. Child, Illinois Iron & 
Bolt Co., Carpentersville, Il. 
It took 22 holes to decide the 
issue, Imboden dropping a 12- 
ft. birdie on the 22nd hole to 
win the championship. 

New officers elected by the 
association were presented by 
Ray Isham, chairman of the 
nominating committee at the 
banquet on Sept. 12, which 
concluded the meet, were: 
president, W. L. Hochschild, 


R. E. Dietz Co., Evanston, 
Ill.; vice-president, R. A. 
Slack, Huey & Philp Hard- 
ware Co., Dallas, Tex.; sec- 





W. L. HOCHSCHILD 


retary-treasurer, W. J. Shaw, 
Western Retail Implement & 
Hardware Association, Kan- 
sas City, Mo. 

Directors elected for three 
years were: Len L. Dietz, 
Dietz Industrial Supply Co., 
Aurora, Ill.; A. M. Steed, 
Barrett Hardware Co., Joliet, 
Ill.; Clegg Walker, Isaac- 
Walker Hardware Co., Pe- 
oria, Ill.; M. M. McCahill, 
Fayette R. Plumb, Inc., St. 
Louis, Mo.; Robert R. Ray- 
mond, True Temper Corp., 
Cleveland, Qhio, and Pat J. 
Gibbons, Stanley Works, 
Kansas City, Mo. 





Name U. S. Plywood 
Vice-President 


Edward J. Maroney, gen- 
eral sales manager of United 
States Plywood Corp., 55 W. 
44th St., New York 18, N. Y., 
has been appointed a vice- 
president of the corporation. 

Mr. Maroney joined U. S. 
Plywood in 1934, and was 
elected a director in 1938. 
From 1941 to 1943 he man- 
aged the Philadelphia branch, 
after which time he was 
named general sales man- 
ager. 
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Stassen to Speak at Hardware Convention; 


Conference Booth Plan Gets Under Way 


A featured speaker at the 
annual joint convention of 
the American Hardware Man- 
ufacturers’ Association and 
the National Wholesale Hard- 
ware Association in Atlantic 





7 
GEORGE H. HALPIN 


City, N. J., the week of Oct. 
14-18, will be the Hon. Har- 
old E. Stassen, president of 
the University of Pennsyl- 
vania. Mr. Stassen will ad- 
dress the opening meeting of 
both associations on Monday, 
Oct. 15, at 9:15 p.m. with an 
address on “Freedom and 
Business.” 

Other features of the an- 
nual national hardware con- 
vention will be a_ sporting 
goods session of the whole- 
salers and the inauguration 
of the Conference Booth Plan 
in Convention Hall on Mon- 
day and Tuesday, Oct. 15-16, 
from 2 to 5 p.m., which takes 
the place of the Contact 
Areas Plan used at the last 
three conventions. Sessions 
of the associations will be 
held at convention headquar- 
ters, the Marlborough-Blen- 
heim Hotel. 

On Tuesday, Oct. 16th, the 
associations will hold _ sep- 
arate sessions, and the Na- 
tional Association of Sheet 
Metal Distributors will also 
hold morning and afternoon 
meetings. The manufacturers, 
convening at 10:45 a.m., will 
be addressed by their presi- 
dent, George H. Halpin, Min- 
nesota Mining & Mfg. Co., 
who will be followed by Con- 
gressman Walter H. Judd, 
speaking on “Power Politics 
in the Far East.” 

The wholesalers’ meeting 
on Tuesday morning, follow- 
ing reports of the president, 
William P. Tracy, Tracy- 
Wells Co., and executive sec- 


150 


retary Thomas A. Fernley, 
Jr., will hear the following 
speakers: J. R. Christiansen, 
ZCMI, Salt Lake City, speak- 
ing on “Catalogs”; Joseph 
Sloss, Jr., vice - president, 
Sloss & Brittain, San Fran- 
cisco, speaking on “Our Per- 
sonnel Benefits Program,” 
and Thomas H. Truslow, 
Corning Glass Co., Corning, 
N. Y., on “The Fair Trading 
of Merchandise.” 

At its Tuesday morning 
session the National Associa- 
tion of Sheet Metal Distribu- 
tors will hear talks on the 
following subjects: “What 
Can Be Done to Educate 
Dealers or Contractors on 
Sales, Service and Extension 
of Credit,” by A. H. Earn- 
shaw, Earnshaw Sheet Metal 
& Supply Co., Mansfield, 
Ohio; “Is It Practical to 
Stock Steel in Coils?” by 
Lee J. Haines, E. E. Souther 
Iron Co., St. Louis; “Na- 





W. P. TRACY 


Brands— Private 


tional 
Brands—or Price, Which 
Should Receive the Distribu- 
tors’ Attention?” by A. M. 
Vorys, Vorys Bros., Colum- 
bus, Ohio; “How Are CMP 
and Other NPA Controls 
Affecting Wholesale Distribu- 
tors?” by W. J. Busser, Jr., 
Busser Supply Co., Lewis- 
burg, Pa. These will be fol- 
lowed by general discussions 
from the floor of other cur- 
rent problems. 

The Sheet Metal Distribu- 
tors at their afternoon ses- 
sions will hear talks on “The 
Business Outlook,” by David 
P. Eastburn, Federal Reserve 
Bank of Philadelphia; “The 
Situation with Respect to 
Metals,” by William S. Story, 
Associate Editor, American 
Metal Market, New York, 
and “The Steel Situation as 


I See It,” by Robert M. Nel- 
son, Armco Steel Corp., Mid- 
dletown, Ohio. 

On Wednesday, Oct. 17, the 
wholesalers will meet for a 
sporting goods session, dur- 
ing which W. H. Terstegge, 
president, Stratton & Ter- 
stegge, Co., Louisville, will 
discuss the availability of 
steel tackle boxes. Aben John- 
son, Orchard Industries, Inc., 
Detroit, will talk about steel 
casting rods and glass fishing 
rods, and John T. Boone, 
Winchester Repeating Arms 
Co., New Haven, will discuss 
increasing sales of the .22 
cal. rifle. 


Following this meeting 
there will be a second joint 
meeting at 11 p.m. of whole- 
salers and manufacturers, 
who will be addressed by 
DPA-NPA Administrator 
Manly Fleischmann on “Pro- 
duction for Security.” 

The annual business meet- 
ings of both associations will 
be held on Thursday morning, 
Oct. 18, during which election 
of officers will take place. 
The wholesalers, in addition, 
will have two speakers: 
James F. White, Rice & 
Miller Co., Bangor, Me., who 
will tell about operations in 
his company’s new one-story 
plant. Howard W. Price, The 
Salt Lake Hardware Co., Salt 
Lake City, will discuss the 
company’s new inventory con- 
trol system. Discussions from 
the floor will be held on the 
effect of the defense program 
on wholesalers and economies 
resulting from new equip- 
ment or procedures. 


The X-Club Luncheon will 
be held at 1 p.m. on Tuesday, 
Oct. 16, in the Chevy Chase 
Room of the Marlborough. 
The Central States Hardware 
Club will hold its annual stag 
dinner party, from 5:30 to 
7:00 p.m. in the American 
Room of the Traymore. 


Entertainment will again 
consist of dancing to Howard 
Lanin’s orchestra following 
the opening convention ses- 
sion on Monday night and the 
annual convention dance on 
Wednesday evening. This 
year’s program will include 
a Lucky Number Dance with 
prizes, and exhibition danc- 
ing. On Tuesday evening, 
Howard Lanin will present a 
floor show to be followed by 


informal dancing. In addi- 
tion there will be a card 
party and tea for the ladies 
on Tuesday afternoon, and on 
Wednesday the customary ar- 
rangements have been made 
for the ladies to have the use 
of boardwalk chairs between 
10:30 a.m. and 5:30 p.m. 

This year as usual the 
Central States Hardware 
Club, La Salle Hotel, Chicago 
2, Ill., will run a special train 
to the joint meetings of the 
American Hardware Manu- 
facturers Association and the 
National Wholesale Hard- 
ware Association, Atlantic 
City, N. J., Oct. 14-18. 

The train, leaving Chicago 
on Oct. 13, returns from At- 
lantic City on Oct. 18, ar- 
riving in Chicago and Cleve- 
land on Oct. 19. 





Seamless Rubber Moves 
General Sales Offices 


The Seamless Rubber Co., 
New Haven 3, Conn., has lo- 
cated its, general sales offices 
in newly-acquired buildings 
at 464 Congress Ave., New 
Haven, Conn. The addition 
of the new quarters adds 
100,000 sq. ft. to the Seam- 
less operation. 





Wollaeger to Head 
Own Enterprises 


After six years as vice- 
president in charge of sales 
for Aetna Steel Products 
Corp., C. G. Wollaeger has 
resigned to devote his efforts 
to his own enterprises—Cas- 
ings, Inc., manufacturer of 
steel casings for door and 
window trimming, and a 
newly-formed company, Dry- 
wall Trim, Inc. 

Mr. Wollaeger, prior to his 
affiliatien with Aetna Steel 
Products, was associated for 
20 years with Inland Steel 
Products Co. as vice-presi- 
dent in charge of sales. 





Cc. G. WOLLAEGER 
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YOU CANT HELP MAKING MONEY 





if you sell one of these famous space heaters 





ALLEN’S 

BARNES 

BENNER-NAWMAN 

BEYER 

COLE HOT BLAST 

COLEMAN 

COLEMAN (Canada) 

CREST (Canada) 

CREST-AIRE (Canada) 

CUSTOM AIRE 

DOMESTIC 

DRACO FIREBALL 

DUO-THERM 

ENTERPRISE 

ENTERPRISE (Canada) 

ESTATE HEATROLA 

EVANS 

EVEN-TEMP 

FAWCETT TORRID- 
OIL (Canada) 

FESS (Canada) 

FINDLAY (Canada) 

FLOOR-O-LATOR 

FLORENCE 

GILLEN 

H. C. LITTLE 

HERCO HEAT FLO 
(Canada) 

INTERNATIONAL 

JUNGERS 

KEMAC (Canada) 

KLEER-KLEEN 

LACO 

LONERGAN 

MAGIC CHEF 

MARCHAND (Canada) 

MONARCH 

MONARCH (Canada) 

MONOGRAM 

NESCO 

NORGE HEAT 

ORAN 

PERFECTION 

PREWAY 

QUAKER 

QUAKER (Canada) 

SAFEWAY 

SCOTSMAN 

SIEGLER 

SILENT FLAME 

SUPERFLAME 

THERMO-PRODUCTS 

TORRIDAIRE 

VIKIMATIC 

WASHINGTON FRUGA 
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FIDO cs an ener on 


AUTOMATIC HEAT= WITH LOW-COST, 
EASY TO SELL 
A=-P COMFORT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatic ally 
controlled heat! 


and convenience equal to the most expe nsiv@ kind of he ating, with no 
! 


This means easier se slling, because you can offer comfort 
wasted heat — and substantial fuel savings! 


What’s more, this easy-to-sell comfort means ADDITIONAL 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 


Prorits for 





EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 


transformer. Mechanical thermostat even eliminates wiring! 


(fp DEPENDABLE Controls 
L 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2442 N. Thirty-second Street « Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., « Cooksville, Ontario 








Famous for completely reliable 
service ...in oil heating... 


gas heating ... refrigeration, 
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GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World’s oldest and largest makers of Gas Tubing, 
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Landers, Frary & Clark Names O’Brien 
As Secretary, Succeeding Dabney 


William J. O’Brien has 
been appointed secretary of 
Landers, Frary & Clark, New 
Britain, Conn., succeeding 
Francis L. Dabney, who also 
held the post of treasurer. 
Mr. Dabney has resigned to 
become financial vice-presi- 
dent of Fairmont Foods Co. 
Richard L. White, president 
of Landers, Frary & Clark 
will take over the job of 
treasurer. 

Mr. O’Brien entered the 
employ of the Stanley Works 
in 1919, staying with the 
company for eight years in 
the accounting and sales di- 
visions. In 1927 he joined 
Landers, Frary & Clark, han- 
dling various phases of ac- 


counting. He became assis- 
tant treasurer in 1942, and 
following duty in the Army, 
returned to the company in 
1945. 





WILLIAM J. O’BRIEN 








H. K. Porter Acquires 
Buffalo Steel Co. 


H. K. Porter Co., Inc., 
Pittsburgh, Pa., has acquired 
the Buffalo Steel Co., Tona- 
wanda, N. Y., producer of 
light steel products, in a 
straight cash deal, it was an- 
nounced today by T. M. 
Evans, president. 

With the acquisition of 
this company and Connors 
Steel Co., Birmingham, Ala., 
last October, the Porter Com- 
pany now has a total steel 
production capacity exceeding 
200,000 tons. Buffalo Steel, 
with a total capacity of more 
than 70,000 tons a year, man- 
ufactures concrete reinforcing 
bars, agricultural shapes, 
fence posts, shelving angles, 


merchant bars and other 
similar stee] products. Con- 
nors manufactures similar 


products and produces elec- 
tric furnace steel. 





Gibson 1952 Line to Be 
Shown at Meetings 


The 1952 line of electric 
refrigerators, ranges and 
home freezers of Gibson Re- 
frigerator Co., Greenville, 
Mich., will be announced at a 
series of four distributor 
conventions, scheduled to 
open Oct. 8 in New York 
City. The meetings, which 
will continue throughout the 
year, mark the beginning of 
Gibson’s 75th anniversary 
celebration. 

Gibson distributors will be 
given a complete presentation 
of sales and merchandising 
plans for the coming year, 


which will stress dealer train- 
ing in the field. Other meet- 
ings have been planned for 
Oct. 15, at New Orleans; 
Oct. 22, at Chicago; and Oct. 
29, Las Vegas, Nev. 





Kilmer Named to Head 
Sales for Kautzky 


Nelse Kilmer has _ been 
named sales manager of 
Kautzky Mfg. Co., 522 Cen- 
tral Ave., Fort Dodge, Iowa, 
succeeding J. R. Hollings- 
worth. He will cover Minne- 
sota, Iowa, Illinois, the Da- 
kotas, and Nebraska, as well 
as handling both sales organi- 
zation and promotion pro- 
gram. 

Mr. Kilmer was formerly a 
member of the Bill DeWitt 
Div., Shoe Form Co., Ince., 
joining the organization as 








NELSE KILMER 


purchasing agent. He spent 
12 years in the sales depart- 
ment, and was named sales 
manager in 1949. 
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David Gemmell Joins Hodell 


Chain as Aid 
David J. Gemmell, sales 
executive for more than 30 





DAVID J. GEMMELL 


to President 


years in the chain manufac- | 


turing industry, has joined 


the Hodell Chain Co. division | 
of National Screw & Manv- | 


facturing Co. Mr. Gemmell 
has been appointed assistant 
to the president, Fred G. 
Hodell, and will make his 
headquarters at the com- 
pany’s Cleveland offices, 3924 
Cooper Ave. He will also 
work with branch offices in 
other cities in developing 
sales to hardware and mill 
supply distributors. 

« Mr. Gemmell, from 1929 
antil his necent resignation 
as executive vice - president 
and director of sales, had 
been with Cleveland Chain & 
Mfg. Co. 








Vice-President Named 
For Round Chain & Mfg. 


Election of John F. Ansink 
as vice-president of The 
Round Chain & Mfg. Co., 
Chicago, is announced by 
Raymond L. Round, president 
and chairman of the board 
of all Round Chain com- 
panies, with which group the 
firm is associated. 

Mr. Ansink has been gen- 
eral manager of The Round 
Chain & Mfg. Co. since its 
formation two years ago and 
will continue in that capacity. 
Previously he had been Chi- 
‘cago district manager of The 
Cleveland Chain & Mfg. Co., 
another of the Round Chain 
companies. 

Other Round Chain com- 
panies, beside the Round 
Chain & Mfg. Co., are? 
Bridgeport Chain & Mfg. Co., 
Bridgeport, Conn.; The Cleve- 
land Chain & Mfg. Co., Cleve- 
land, Ohio; Ohio Hoist & 
Mfg. Co., Cleveland, Ohio; 
Round Alloys Mfg. Co., Tren- 





JOHN F. ANSINK 


ton, N. J.; Round California 
Chain Co., So. San Francisco, 
Cal.; Round Los Angeles 
Chain Corp., Los Angeles, 
Cal.; Seattle Chain & Mfg. 
Co., Seattle, Wash., and Port- 
land, Ore.; The Southern 
Chain & Mfg. Co., Birming- 
ham, Ala., Woodhouse Chain 
Works, Trenton, N. J.; and 
Plating & Galvanizing Co., 
Cleveland, Ohio. 





Nesco Names Maurer 
A Vice-President 


Mel E. Maurer has been 
elected vice-president in 
charge of manufacturing for 
Nesco, Inc., 201 N. Michigan 
Ave., Chicago 1, Ill. Mr. 
Maurer will direct all manu- 
facturing, purchasing and en- 
gineering. The retirement of 
A. A. Bernardine, district 
sales manager of the New 
York branch, and associated 
with the company for 44 
years, was also announced. 





Wooster Brush Enters 
Paint Roller Field 


The presentation of a full 
line of Roll-On Painters 
marked the entry of the 
Wooster Brush Co., Wooster, 
Ohio, into the manufacture 
of roller paint applicators. 
The new line was presented 
at the annual Fall Sales Con- 
ference, held at the home of- 
fice on Sept. 6, 7, and 8. The 
meeting was attended by all 
regional sales representatives 
and home office personnel, 
and a new line of nylon 
brushes was also introduced. 
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WHEN IT COMES TO 
SELLING SCREWS 

2 HEADS ARE BETTER 

THAN 1 


SOUTHERN 


WOOD 


SCREWS 


come with slotted or Phillips heads 


You can give your customers just what they want 
when you handle Southern wood screws. For Southern 
makes a complete line in a wide range of sizes from 
%" No. 2 to 4” No. 20 in steel and 4” No. 18 in brass, 
slotted or Phillips heads. These fine fasteners come 
in a variety of finishes. You’ can get specially lubricated 
screws for hard woods. 





Furthermore . . . Southern screws come to you in per- 
fect condition. No blanks or chips can escape our rigid 
inspection routine. The materials that go into Southern 
products are of the highest quality. Single-thread con- 
struction gives Southern screws extra strength in body 
and shank. It’s a profitable, business-building line! 
Write for catalogue today. 
FACTORY WAREHOUSES 


325 W. Ohio Street 
Chicago 10, Ilinols 


4100 Dell Ave. 

North Bergen, N. J. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 
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Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 




















| ALL WOOD BORING TOOLS 
INCLUDING: 
a. Snell-Clark Expansive Bits, 
f boring range from 2" up to 3” 
b. Snell-Simplex Expansive Bits, 
boring range from 2” up to 3” 
. Solid Center Auger Bits 
. Ship Auger Car Bits 
. Ship Augers—with Screw 
Ship Augers—no Screw 
. Screw Driver Bits 
. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 
Manufacturing Co. 


WORCESTER, MASSACHUSETTS 
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Datton-Lainson Elects 


W. F. Cory 


Vice-President of Manufacturing 


At a recent meeting of the 
board of directors of Dutton- 





WILLIAM F. CORY 


Lainson Co., hardware whole- 
saler and manufacturer, 
Hastings, Neb., William F, 
Cory was elected vice-presi- 
dent in charge of manufac- 
turing of the Hastings plant. 
Mr. Cory had been associated 
with a Chicago firm of pub- 
lic accountants and business 
consultants for the past five 
years. 

Other officers of the com- 
pany, which is this year cele- 
brating its 65th anniversary, 
are: chairman of the board, 
H. A. Lainson; president, 
Hal Lainson; vice-president, 
Floyd B. Reed; secretary, 
John J. Lainson, and trea- 
surer, Ben T. Oberg. 








GE Announces Three 
Sales Appointments 


Paul M. Augenstein has 
been appointed manager of 
sales of the General Electric 
Co.’s electric sink and cabinet 
department, succeeding Rob- 
ert B. Beale, Jr. Mr. Beale 
has gone to Cleveland as as- 
sistant manager of major ap- 
pliance sales in the Great 
Lakes district. Howard A. 
Oliphant takes over Mr. 
Augenstein’s former post as 
sales manager of electric 
ranges. 

Mr. Augenstein joined the 
company in 1935, becoming 
range service specialist, and 
commercial engineer of the 
range and water heater de- 
partment. He was named 
sales manager for water 
heaters in 1948 and given 
similar responsibility for 
ranges in 1951. 

Mr. Beale, a member of 
GE since 1929, was assistant 
to the manager of laminated 
products sales, and in 1945 
became sales manager for 
dishwashers, garbage dispos- 
ers and cabinets. Mr. Oli- 
phant has been Seattle mana- 
ger of appliance sales for the 
past year. He joined the firm 
in 1934, entering appliance 
sales work two years later. 
In 1945 became range and 
water heater representative 
in the Pacific district. 





Evans & Co. Moves 


Evans & Co., manufactur- 
ers of folding rules formerly 
located in Newark, N. J., 
has moved to 400-416 Trum- 
bull St., Elizabeth, N. J., 
where they have taken over 
the American-Swiss File and 


Tool plant. The new plant 
will expand operations to ap- 
proximately three times the 
size of the former location, 
it is stated. 





Export Representative 
Named by Fraim Lock 


E. T. Fraim Lock Co., Inc., 
Lancaster, Pa., has an- 
nounced the appointment of 
the Fid Trading Corp., 11 
Park Place, New York, N. Y., 
as sole export representa- 
tives. The Fid organization 
will handle the distribution 
of the Fraim line of padlocks 
and night latches throughout 
the world. 


Roebling Names Division 
Sales Representative 


J. Peter Brehm has been 
named San Francisco district 
sales representative for the 
Woven Wire Fabrics Division 
of John A. Roebling’s Sons 
Co., Roebling, N. J. Mr. 
Brehm was formerly a mem- 
ber of the division’s Los 
Angeles sales force. 





J. PETER BREHM 
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Long-Range Benefits of Metal Shortage 
Discussed at Builders’ Hardware Show 


Important long-range bene- 
fits, including simplification 
of locks and builders’ hard- 
ware lines, seen as future 
results of the severe national 
shortage of critical metals, 
were commented upon by A. 
Charles Amann, general sales 
manager, Stamford Division 
of Yale & Towne Mfg. Co., 
during the recent National 
Builders’ Hardware Exposi- 
tion, Chicago. 

Mr. Amann said that by 
careful apportionment of crit- 
ical metals and simplification 
of the Yale line of contract 
builders’ hardware, Yale & 
Towne can produce and dis- 


tribute builders’ hardware to 
meet all normal architectural 


specifications for residential | 
and commercial building. The | 


exclusion of ornate and elab- 
orate hardware on Yale locks 
and builders’ hardware was 
suggested eventually to make 
possible better and more ef- 
ficient production because of 
the longer production runs 
possible with simplified prod- 
uct lines. 

Yale & Towne, according to 
Mr. Amann, is now making 


all residential hardware for | 


outside application with brass 
trim, and steel trim plated 
for locks intended for inside 
application. 








500 Attend Fall Market 
At Auburn Hardware 


Nearly 500 attended the 
recent two-day Dealer-Manu- 
facturer Fall Merchandise 
Market, held by Auburn 
Hardware, Inc., 411 Indiana 
Ave., Auburn Ind., wholesaler 
in celebration of the firm’s 
20th anniversary. New lines 
of hardware, housewares, 
stoves, garden-lawn tools 
and sporting goods were dis- 
played by 153 manufacturers 
at this convention and mar- 
ket, the theme of which was, 
“How to Make Money and 
Influence Sales.” 

The market was opened 
with a luncheon at the Au- 
burn Hotel, at which C. E. 
Frederick, chairman of the 
board, and C. K. Frederick, 
vice-president and _ general 
manager, spoke upon _ the 
activity of the business in 
general. 





Pearl-Wick Builds 
New Factory 


A new, modern brick and 
steel factory building is under 
construction at the site ad- 
joining the Pearl - Wick 
Corp.’s clothes hamper manu- 
facturing plant at 27-50 First 
St., Long Island City, N. Y. 
Company administrative 
offices will be housed on the 
second floor of the new struc- 
ture. Completion of the 60,- 
000 ft. addition is expected in 
November. 





Smith Representative 


Benjamin D. Smith, Jr., 
Sanford, N. C., has been ap- 


pointed a new southern rep- 
resentative for D. B. Smith 
& Co., Utica, N. Y., makers 
of sprayers and dusters. 





August Pahl Marks 
His 80th Birthday 


August Pahl, of the indus- 
trial supplies division of 
Masback, Inc., New York 
City, hardware wholesalers, 
received many hearty con- 
gratulations on his 80th 
birthday, Sept. 17. One of the 
oldest active hardwaremen in 
this country he has enjoyed 
more than 66 years of un- 


interrupted activity in hard- | 


ware. 

Gus Pahl was barely in his 
teens when he went to work 
for Hammacher, Schlemmer 
& Co., New York City. He 
continued with that concern 
for 53 years and left it a 
little over 12 years ago to 





AUGUST PAHL 


head Masback’s then new in- 
dustrial supplies division. 
He is a member of the 


HARDWARE AGE Fifty Year 


Club. 
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Merling 


Architects, 


Line of 


SLIDING DOOR HARDWARE 


NATIONALLY ADVERTISED 
The Choice of 


Builders 
relate im Ol-Yell-1a- 


from coast to coast 


UNEXCELLED! 


The Complete Line of 
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W/14e Today 


No. 603 


No. 876 Guide 
eliminate grooving bot- 
tom of door. Save instal- 
lation time and trouble 


For Every Size and Type 





The 600 Series In- 
cludes Hangers for 
both %” and 15” 
by-passing doors. 
Track is aluminum. 





Strips 


Pa 


a 


For Single Doors For Single Doors 


g No. 642 . 
Adjustable Hanger Aluminum Track 


THE Sterling 800 SERIES 


ANOTHER COMPLETE ne OF HANGERS AND 
TRACK FOR RESIDENTIAL SLIDING DOORS 





No. 840 No. 845 
For %4” Has many 
Doors uses 

No. 852 No. 860 
For — 7 For Pocket 
Heavier Doors— 
Doors I Adjustable 





No. 850 
Fully 
Adjustable 


No. 862 
For 
Heavier 
Doors 


For Catalog on Complete Line! 


STERLING HARDWARE MFG. CO. 


2345 Nelson Street, Chicago, 


Illinois 
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Drap Merl 


SPORT SETS 


D & M Gift Sets are designed to sell in sets 
instead of individual items. There are nine dif- 
ferent sport sets, attractively packaged, with a 
special appeal for the youngsters. 

Write your wholesale distributor for the latest 
D & M catalog illustrating and describing the 
complete line of gift sets. 





THE DRAPER-MAYNARD (CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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Form Steel Kitchen Cabinet Manufacturing 
Association at Recent Industry Meeting 


The Steel Kitchen Cabinet 
| Manufacturers Assoc., Inc., 
Engineers Bldg., Cleveland, 
14, Ohio, was formed at a 
recent industry meeting at 
the Cleveland Hotel, Cleve- 
land, Ohio, on Sept. 12. It 
is a new organization to con- 
duct recognized association 
activities of benefit to the 
purchasers of the industry’s 
products, to those engaged in 
the steel kitchen cabinet in- 
dustry, and to the govern- 
mental departments in an 
emergency. 

The officers are: president, 
M. M. Miller, Miller Metal 
Products, Inc., Baltimore, 
Md.; vice-president, F. F. 
Duggan, American Central 
Div., Avco Mfg. Corp., Con- 


nersville, Ind.; and secretary 
and treasurer, Arthur J. 
Tuscany, Association Man- 
agement Firm, the Arthur J. 
Tuscany Organization, Cleve- 
land. 

The president and vice- 
president, together with the 
following, constitute the 


board of directors: Thomas 
W. Hardy, Murray Corp. of 
America, Scranton, Pa.; 
Harry S. Lawrence, Capitol 
Kitchens, Roselle, N. J.; 
Robert A. MacNeille, St. 


Charles Mfg. Co., St. Charles, 
Ill.; Charles A. Morrow, Mul- 
lins Mfg. Corp., Warren, 
Ohio; C. S. Motter, Morton 
Mfg. Co., Chicago, Ill.; and 
F, E. O’Connor, Geneva Mod- 
ern Kitchens, Inc., Geneva, 
Til. 








National Pressure Cooker 
Co. Plans Expansion 


Plans for expansion of the 
merchandising and develop- 
ment of Presto electrical ap- 
pliances was outlined at a 
meeting of the national sales 
force of National Pressure 
Cooker Co., Eau Claire, Wis. 
Lewis E. Phillips, president, 
analyzed the company’s posi- 
tion in the field of pressure 
cookers and canners, and 
sales policies for the coming 
year were outlined. 

The company, now manu- 
facturing and marketing the 
Presto steam iron and the 
Presto Dixie deep fryer, has 
started a program for other 
appliances. 


300 Attend N. Y. Square 
Club Annual Stag Outing 


More than 300 hardware 
men attended the Annual 
Stag, an old fashioned outing 
and clam bake, of the Hard- 
ware Square Club of New 
York, on Wednesday, Sept. 
12, 1951 at Reinhard’s Park, 
Bayville, Long Island. The 
afternoon activities included 


baseball, fishing, horseshoe 
pitching, bathing, boating 
and card playing. An old 


fashioned clam bake was held 
in the evening. 





Petko Industries, Malex 
Inc., Are Consolidated 
Irving B. Drachlis, vice- 





\ 


president of Petko Industries, 
Inc., former distributor of 
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Kwikset locks, has announced 
the consolidation of his firm 
with Malex, Inc., under the 
name of Petko Hardware Co., 
located at 1107-09 E. 8 St., 
Los Angeles 21, Calif. At 
present the company offers 
Aero heat-treated aluminum 
garage doors, Jam-Trac can- 
tilever overhead door hard- 
ware for all types of garage 
doors, and a full line of 
builders’ hardware. 


Colt Appoints Hicks 
Arms Sales Head 


Milton E. Hicks has been 
appointed domestic sales 


manager, Small Arms Divi- 
sion, Colt’s Mfg. Co., Hart- 
ford, Conn. 


Until his appointment, Mr. 
Hicks was sales representa- 
tive for Colt’s in the south- 
east, with headquarters in 
Montgomery, Ala. He previ- 
ously spent 22 years with 
Remington Arms Co., Inc., 
starting his career with that 
company as an_ exhibition 
shooter. 





MILTON E. HICKS 
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Joha F. Spaulding Appointed Sales 


Manager for Black & Decker Mfg. | 


John F. Spaulding has been 
appointed sales manager of 





JOHN F. SPAULDING 


The Black & Decker Mfg. Co., 
Towson, Md. In his new ca- 
pacity, he will supervise the 
sales of Black & Decker and 
Home - Utility Tools to dis- 
tributors in the United States 
and Canada. He _ succeeds 
Glen H. Treslar, who was re- 
cently promoted to vice-presi- 
dent in charge of sales. 

Mr. Spaulding joined Black 
& Decker in 1926 as a sales 
engineer in St. Louis, and 
advanced in the sales organ- 
ization to manager of the 
Buffalo N. Y. branch of the 
portable electric tool firm in 
1931. He has held this po- 
sition since then. 








Sales Staff Changes 
Made by Acme Steel 


William G. Polley, south- 
ern area special representa- 
tive, has been appointed dis- 
trict sales manager at At- 
lanta, Ga., filling the posi- 
tion vacated by the death of 
Clarence A. Carrell. Suc- 
ceeding Mr. Polley as south- 
ern area special representa- 
tive is Charles R. Lammers. 

Mr. Polley has been a 
member of Acme Steel Co. 
since 1924, serving on the 
southern area sales staff for 
21 years. He will now be in 
charge of sales in Alabama, 
Florida, Georgia and Tennes- 
see. 





Against Proposed Excise 
Tax on Home Washers 


Two leading _ electric 
washer manufacturers urged 
the Senate to reject a com- 
mittee - recommended excise 
tax on washing machines. 
Fred Maytag II, president 
of Maytag Co., 512 N. Fourth 
Ave., W., Newton, Iowa, and 
Louis Upton, chariman of 
the board of Whirlpool Corp., 
Senjon Harbor, Mich., ad- 
vised the Senate that the 
proposed tax would increase 
the price of washers an aver- 
age of $25 to $35. 

In telegrams sent in behalf 
of the American Home Laun- 
dry Manufacturers Assn., 
Messrs. Maytag and Upton 
pointed out that household 
washers had been exempted 
from an excise tax by the 
House Bill following World 
War II as essential machine 
tools of the home. They 
added that the proposed tax 


is a consumers tax that 
strikes directly at the lower 
income groups. 

Urging their senators to 
vote against this tax, Messrs. 
Maytag and Upton stated 
that a household washing 
machine cannot be called a 
luxury, as the only substitute 
for a washer would be a 
washboard. 





Wirth Made Executive 
Of Slater Electric 
_ John C. J. Wirth has been 


appointed vice-president and 
sales manager of Slater Elec- 
tric & Manufacturing Co., 
Inc., Woodside, L. I., N. Y. 
Saul I. Slater, company pres- 
ident, made the announce- 
ment. 

Mr. Wirth was formerly 
marketing counsel for Gen- 
eral Switch Corp. and other 
manufacturers, while with 
a Philadelphia advertising 
agency. Prior to the war he 
was a member of General 
Electric Co., in an engineer- 
ing capacity. 
position, he will direct the 
company’s sales engineers, 
salesmen and manufacturers’ 
agents. 


Westinghouse Names 
Lamp Sales Executive 


Don M. Brown, formerly 
manager of production plan- 
ning, has been appointed 
manager of sales administra- 
tion for the Westinghouse 
Lamp Division, Bloomfield, 
N. J. He succeeds Harold G. 
Cheney, who was recently ap- | 








In his newest | 


pointed manager of Westing- | 


house electronic tube sales. 
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Middle-Atlantic Housewares Caravan Plans 


Shows for Hardware Wholesalers and Retailers 





Cooperating manufacturers’ representatives, who formed the Middle Atlantic House- 
wares Caravan for showing their products to wholesalers and retailers in their area, 
include, left to right: J. W. McGrory, Russell E. Bragg, James F. Bond, Morris Yeager, 
J. W. McGrory, Jr., Robert Truitt, William A. Gane and John S. Martin. 


A group of seven manu- 
facturers’ representatives in 
the middle Atlantic area 
have formed the Middle At- 
lantic Housewares Caravan. 
The group will show the 
products they represent in 
various marketing centers 
within the states they cover, 
which include eastern Penn- 
sylvania, South Jersey, Mary- 
land, Delaware, Washington, 
and Virginia. The group 
seeks the assistance of all 
wholesalers and distributors 
in those areas to urge their 
retail dealers to attend, and 
the prime purpose is to route 


orders through recognized 
and established wholesalers 
of the dealers’ choice. 
Cooperating in this Middle 
Atlantic Housewares Cara- 
van are: James F. Bond, 
Bragg & Sand; Corrigan, 
Gane & Co.; The Martin Co.; 
Maxwell & Truitt; J. W. Mc- 
Grory; and Morris Yeager. 
The shows, which will be 
put on at the expense of the 
manufacturers’ representa- 
tives in the group, are de- 
signed for the benefit of the 
various retail dealers and 
wholesalers. Dealers will be 


invited to see the new dis- 
plays, new merchandising 
helps and get the latest news 
on the products which they 
sell in their stores. 

The first show has been 
scheduled to take place at 
the Hotel Stirling, Wilkes 
Barre, Pa., Oct. 23-24, and 
thereeare tentative plans to 
repeat the show in the spring, 
not only in Wilkes Barre, 
but at Allentown, Harris- 
burg and Philadelphia, Pa., 
Baltimore, Md., Washington, 
D. C., and Richmond, Nor- 
folk and Roanoke, Va. 








GE Appoints Two 
Service Managers 

A. P. Boulton has been ap- 
pointed manager of the small 


appliance service centers of 
General Electric Co., Bridge- 


port 2, Conn., and J. A. 
White, Jr., became manager 
of the service center in 
Chicago. 


Mr. Boulton, who has been 
in charge of the Kansas City, 
Mo., service center since 1949, 
joined the company in 1941. 
He will make his headquar- 
ters in Bridgeport, Conn. Mr. 
White joined General Elec- 
trie in 1947. 





Levine Leaves Schultz 


Leo Levine has resigned 
from H. Schultz & Sons, 
hardware distributors of 620 
Market St., Newark 5, N. J., 
effective October 1. He has 
been with the firm for more 
than 16 years, and for the 
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past four years has been in 
charge of all purchases. Mr. 
Levine’s future plans have 
not been announced. 





De Laval Separator 
Moves Offices 


The executive, sales, ad- 
vertising and general offices 
of the De Laval Separator 
Co., 165 Broadway, New 
York, N. Y., have been es- 
tablished in the new De Laval 
Building, Poughkeepsie, N. Y. 
A New York office will be 
maintained at Room 1323, 165 
Broadway, for internal ex- 
ecutive use and as headquar- 
ters for the Marine Sales De- 
partment of the Industrial 
Division. 





N. Y. Broom Distributors 


The Merkle Broom Co., 
Paris, Ill, has appointed 
Shane & Hays, Inc., 5300 21 
Ave., Brooklyn 4, N. Y., 


semi-exclusive distributors 
for New York and adjoin- 
ing territory. 





David Round Names New 
Purchasing Agent 


D. R. Hulme has been ap- 
pointed purchasing agent for 
David Round & Son, Cleve- 
land 5, Ohio, manufacturer 
of hoisting equipment. Mr. 
Hulme will be located in the 
general office of the new 
David Round plant, Solon, 
Ohio. He has been engaged 
in industrial purchasing work 
for the past 10 years. 





Evans Company Opens 
Canadian Plant 


A new manufacturing plant 
for Evans & Co., 410-416 
Tumball St., Elizabeth, N. J., 
has been opened in Montreal 
for the manufacture and sup- 
ply of Evans “White-Tape” 
Steel Rules throughout Can- 


ada and the entire British 
Commonwealth. Michael G. 
Pierce is general manager of 
Evans Rule Co., Ltd., the 
newly formed affiliate. 





Howe Scale Moves 
Chicago Branch 


The Chicago branch of 
The Howe Scale Co., Rut- 
land, Vt., has been moved to 
1915 N. Harlem Ave., Chi- 
cago 35, Ill., The new loca- 
tion expands the company’s 
office and service facilities 
in Chicago, which serves 
northern [Illinois, Indiana, 
eastern Iowa and Wisconsin, 
and western Michigan. 





Reo Advances Spaulding, 
Johnson in Mower Div. 


Donald P. Spalding has 
been named sales promotion 
manager and David V. John- 
son was appointed assistant 
sales manager of the Lawn 
Mower Division, Reo Motors, 
Inc., Lansing 20, Mich. 





DONALD P. SPALDING 


Mr. Spalding joined the 
Lawn Mower division in 1946 
as assistant to the manager. 
Mr. Johnson, who _ joined 
Reo’s management training 
program in 1948, was per- 
manently assigned to the 
Lawn Mower Division in 
1949. 





DAVID V. JOHNSON 
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YOUVE BEEN LOOKING Fop Tyis GUN! 





Satisfy the demand for a handy, light, 
compact sidearm. With the new Model 
922 “BANTAMWEIGHT”, H&R gives you 
the chance to corral practically a virgin / 
sales field. 








—_— si 
$ : 
only 20 VOLUME-BUILDER 


Get off to a flying start with this new 
volume producer. Order your H&R Model 


922 “BANTAMWEIGHTS” today! MODEL 922 
MAKE MORE MONEY - BUY DIRECT - BUY H&R “BANTAMWEIGHT” 
- Goentlly ogeeenent » SOLID FRAME, 9-SHOT .22 CALIBER “7 


For fastest shipping service order from H&R warehouse nearest you 


Atlanta, Ga. Chicago, Ill. 
680-84 W. Peachtree St., NW 341 West Superior St. 


Double and single action. Push-pin extractor 

NOTE THESE that speeds loading. Weighs only 20 ozs 

SALES-MAKING 212” barrel. Special small grip in checkered 

. Tenite. Shoots long rifle, long or short car- 
SPECIFICATIONS! tridges—regular or high speed. Convenient 

cylinder release. New fixed blade front 
sight. Crown lustre blue finish. For same gun 
in chrome finish order Model 923 “BAN- 
TAMWEIGHT.” 


San Francisco, Calif. 
552 Mission St. 


Dallas, Texas 
17 12 Laws St. 


HARRINGTON & RICHARDSON ARMS CO. 


112 Park Avenue, Worcester 2, Mass. 


Executive Sales Offices: Investment Bldg., Washington, D.C. 
CANADIAN SUBSIDIARY: H&R Arms Co., Ltd., Drummondville, Quebec i. 


GOLDBLATT 


Mason Tools 












Quality Arms Famous The World Over 


ined 












Be sure to visit our 
Booth 554 
National Hardware Show 
Grand Central Palace 
New York 
October 8-12, 1951 




























Give You... 






ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 

ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 






= Greater Profits ° Faster Turnover yo 
“ Satisfied Customers : pent Sales 


ncaa 
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SEND TODAY FOR THE 1952 CATALOG — Write 
ex. fOr your copy of Goldblatt’s illustrated catalog ~ 
describing the most complete line of the finest 
masonry tools and equipment. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 
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FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Evald Gasstrom, William White Start 
Manufacturers’ Representative Firm 


A new firm of manufac- 
turers’ representatives, Gas- 





EVALD H. GASSTROM 


strom-White & Co., Inc., has 
been formed, with offices at 
520 Hunts Point Ave., New 
York 59, N. Y. Evald H. 
Gasstrom is president of the 
new company, and William 
W. White has been named 
executive vice-president. They 
will offer complete coverage 
of the hardware and ailied 
trades in New York state and 
northern New Jersey. 


Mr. Gasstrom has been 


vice-president of Eagle Rule 
Mfg. Corp. since 1938, and 
following the war was con- 
sultant to the General Tire 
& Rubber Co. and to the Ap- 
plied Physics Laboratory of 
Johns Hopkins University. 
Mr. White’s background 
has been in merchandising 
and selling, having been as- 
sociated with Gimbel Bros., 
Ozalid Div. of General Ani- 





WILLIAM W. WHITE 


line & Film Corp., Perma- 
septic Corp., and most recent- 
ly the Eagle Rule Mfg. Corp. 








Lynn & Brooks, manufac- 
turers’ representatives for- 
merly located at 1401 S. Hope 
St., Los Angeles 15, Calif., 
has moved to new and larger 
quarters at 3055 Wilshire 
Blvd., Los Angeles 5. The 
firm has 12 men covering the 
11 western states, El Paso, 
Tex., and the Hawaiian 
Islands, and maintains offices 
in San Francisco, Portland, 
and Denver. 





Ronald A. Larsen, manu- 
facturers’ agent in Houston, 
Tex., has been appointed 
southwestern sales represen- 
tative for the Manufacturers 
Brush Co., Cleveland, Ohio. 


Milton R. LeBlanc has been 
appointed to cover Texas ter- 
ritory for F. F. Tranchina 
Co., 1011 Magazine St., New 
Orleans 13, La., manufac- 
turers’ representative. He 
replaces Don Brainard, who 
has left the company. 





W. E. Bergstrom Sales Co., 
623 Mining Exchange Bldg., 
Denver 2, Colo., has been 
named representative for the 
Burroughs Mfg. Corp.’s Bur- 
rite Line of plastic house- 
wares. Bergstrom Co. will 
cover Montana, Idaho, Wyo- 
ming, Utah, Colorado, Ari- 


Pearl-Wick Corp., 27-50 
First St., Long Island City, 
N. Y., has appointed W. E. 
Bergstrom Sales Co., 623 
Mining Exchange Bldg., Den- 
ver, Colo., sales representa- 
tives in Colorado, Idaho, 
Montana, Nevada, and Utah. 
The Bergstrom organization 
maintains branches in Mis- 
soula, Mont., and Salt Lake 
City, Utah. 





Handles Builders’ 
Hardware Lines 


Karl E. Hormann, who for- 
merly traveled the southwest 
territory for Russell & Erwin 
Mfg. Co., Penn Hardware Co. 
and Sager Lock Works, has 
entered his own business as a 
manufacturers’ agent. Mr. 
Hormann’s office is at 4519 
Shenandoah Ave., Dallas 5, 
Tex., and he will handle 





KARL E. HORMANN 


builders’ hardware items in 
Texas, Oklahoma, Arkansas 
and Louisiana. 





Donovan Co., 25 Hunting- 
ton Ave., Boston, Mass., has 
been appointed New England 


representative for General 
Mills home appliances. The 
Donovan organization also 


handles New England sales 
for Ekco, Swing-a-Way, Borg 
Seales and Scovill Mfg. 


Named Representative 
For Boker & Co. 
Levensaler & Pond, 1355 
Market St., San Francisco, 
Calif., has been appointed 





JUDSON D. LEVENSALER 





EDWARD B. POND 


sales representative in north- 
ern California, Oregon and 
Washington, for H. Boker & 
Co., maker of Boker “Tree 
Brand” cutlery and Boker 
tools. 





Glenn A Lawson, formerly 
with Becknell-Wilkins Hard- 
ware Co., Lubbock, Tex., 
wholesaler, has announced 
the formation of a partner- 
ship with Wallace D. Wilson 
to operate as manufacturers’ 
agents, traveling the south- 
western states. 


Jeu de Vine & Woodcox, 
19351 Evergreen, Detroit, 
Mich., has been appointed 
representative for Chicago 
Nipple Mfg. Co., in Michigan 
and northwestern Ohio. 








Perfection Names Head 
Of Furnace Promotion 
Ralph S. Cadwallader has 
been named sales promotion 
manager of Perfection Stove 
Co.’s Furnace Division, 7609 
Platt Ave., Cleveland 4, Ohio. 


160 


zona, New Mexico and El 
Paso, Tex. 
He joined Perfection in 


1946 as a field serviceman, 
and has spent the past sev- 
eral years traveling Wyo- 
ming, Colorado, New Mexico, 
Nebraska, Kansas, Oklahoma, 
northern Texas and Missouri 
for the company. 


Continental Can Elects 
Two Vice-Presidents 


Lawrence Wilkinson and E. 
R. Van Meter have been 
elected vice-presidents of 
Continental Can Co., 100 E. 
42 St., New York 17, N. Y. 


Mr. Wilkinson will assist the 
chairman of the board, and 


Mr. Van Meter, formerly 
general manager of the Paper 
Container Division is now 
-Vice-president in charge of 


that division for the organi- 
zation. 
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a report in pictures of people and 
events in the hardware trade 


HA Photo Angles 




















Photographed at the completion of its annual week- 
long sales conference, were these members of the 
sales and advertising staff of American Pad & Tex- 
tile Co., Greenfield, Ohio. Standing, left to right: 
Pooch Wile, Harry Fetherlin, Larry Horan, Bill - 
Abbott. Seated, left to right: Paul Gessner, Ned 
C. Herrold, sales manager, Bob Logan and Jim 
Van Canagan. 







A. W. Steudel, president of The Sherwin-Williams 
Co., is shown displaying the Style Guide Compan- 

7 ion to 13 paint industry specialists from France. 
A 2 







This Marshall Plan group recently toured the com- 
pany's Cleveland plant, as part of six weeks spent 
touring American paint producing centers. 







Admiring the 4,000,000th refrigerator produced at 
the Westinghouse Electric Appliance Division plant, » 
Mansfield, Ohio, are John J. Anderson, merchandise 
manager, and O. H. Yoxsimer, cabinet engineering. 






William E. Cross, president of Clemson Bros., Inc., Middle- 
4 town, N. Y., presents gold watches to Elizabeth H. Dailey 
and George S. Gano, both with the firm 50 years. 


Shown are some of 
the more than 50 
salesmen and com- 
pany executives at- 
tending the four-day 
meeting at GE's 
Nela Park, Cleve- 
land, before flying 
to the Moe Light 
factory, Fort Atkin- 
son, Wis., for an- 
other three days of 
panel discussion. 


GOVERAL gp ELECTRIC 
UGHTING msTiruTt 
= 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


counts offered are not really great 
enough for cut prices,” “We believe 
that the manufacturer can put bet- 
ter quality in his product, the cus- 
tomer can buy with greater confi- 
dence, and the dealer can afford to 
give adequate service with Fair 
Trade,” “Everyone knew the price 
when Fair Trade was on; it was 
a matter then of salesmanship and 
service,” “with Fair Trade we can 
compete with large businesses as 
we cannot buy in as large a quan- 
tity for we do not have the volume,’ 


and “it will make the shady organ- 
izations go to work and sell.” 

This was the first survey con- 
ducted by NARDA on this subject 
since the Supreme Court’s action in 
declaring the “non-signer” clause 
illegal. The one preceding this one 
was conducted last Spring when en- 
abling legislation was introduced in 
Missouri to allow Fair Trade. At 
that time 81 pct of 1,000 deaiers 
who were surveyed favored the pre- 
set prices. 





Retailers Urged to Take Advantage of 
Trade Improvement to Prepare for Future 


Dealers should take advantage of 
the current pick-up in business to 
strengthen their credit position, 
Mort Farr, president of the Na- 
tional Appliance & Radio Dealers 
Association, told the Harrisburg 
Area Applicnce Dealers Association. 

Summarizing business conditions 
from Spring to the recent pick-up 
period, he said that generous credit 
grants by distributors and manu- 
facturers and Congress’ easing of 


Regulation W and defeating the 
proposed 25 pct Excise Tax were 
primary aids in keeping many 
dealers in business. 

“What we escaped yesterday 
might destroy us tomorrow,” said 
Mr: Farr. “All we’ve been granted 
is another chance, more time, an 
opportunity to learn from experi- 
ence.” 

He recommended a seven - point 
program for dealers: 


A 


1. Stop being hoarders. 

2. Put credit in best possible 
shape. 

3. More aggressive salesmanship. 

4, Faster and more courteous 
treatment of customers. 

5. Get and earn full mark-ups. 
Use price as an appeal on promo- 
tion items only. Sell quality and 
service. 

6. Get creditors’ money out of 
operating capital, even if it means 
cutting back on the size of the busi- 
ness. 

7. Study market conditions, prod- 
uct trends and shifting tides of 
customer response. 


Personal Income Went 
To New Peak in July 


Personal income, which is tlie 
key to the volume of retail sales, 
touched a new high in July, being 
at the annual rate of $251.6 billion, 
as against $251 billion in June, 
the Commerce Dept. reported. The 
increase in July was due to a 
raise in the annual rate of farm 
income to $22.4 billion from $20.9 
billion. 

Private industry wage and sal- 
ary payments were down $700 mil- 
lion to an annual rate of $140.4 
billion. However, government pay- 
rolls were up $500 million in July 
with the Federal, state and local 
total at a record yearly rate of 
$29.2 billion. 

The drop in private industry 
payrolls was centered mainly in 
output of automobiles, TV re- 
ceivers and other durable goods. 
It was the first drop in durable 
goods plant payrolls since early 
last’ year. 





Estimated Sales of Wholesale Hardware Distributors 


By Months 1939 to July 1951 
($000,000 omitted) 


1950 1949 1948 1947 1946 1945 
160 184 204 185 120°» 87 
173 178 207 «+191 1356 85 
219 222 246 219 «141 ~# 103 
207 4204 «2«256«227,S'«—«d‘A i“ (itsé«é 
231 206 233 216 159 93 
243 198 237 202 157 92 
272 171 227 4200 162 ~»8 89 


1944 1948 1942 1941 1940 1939 





1951 
5 ee ee eee 295 
| EE ieee ieee, ie 267 
oe i ae 292 
Me sino as weaned ie eacte nveiala 251 
May Te Ee Me CE CE Oe 250 
FSR CE ces eee ae ae 239 
Ee ae 216 
Total for 7 Months........ 1810 
SAREE Sorc cn 6. inieer ee rae 
SO ee rere 
| CROSS See ee ere en 
I go icc toi wiacielat ois 
I a <6. <05siaif prose ocerdnw gs 


05 1363 1610 1440 1019 646 


324 192 248 204 174 96 
284 213 253 222 176 97 
288 212 262 254 214 113 
259 197 241 212 195 108 
253 175 212 211 185 103 


72 59 89 55 44 39 
82 64 83 52 41 37 
89 73 93 61 49 48 
85 74 93 74 55 47 
86 71 78 77 57 52 
89 76 80 77 56 51 
82 73 73 79 55 45 
586 490 589 476 857 819 
91 75 74 82 59 50 
90 73 73 87 63 60 
94 76 74 91 71 60 
89 77 58 80 65 54 
82 75 58 82 67 49 





TOM IO FOG S665 ccccceen 





Source: Bureau of Census. 


2918 2352 28286 2548 1968 1168 
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Fewer Steel Plumbing 
Fixtures Shipped 


Manufacturers’ shipments of 
porcelain enameled steel plumbing 
fixtures during the second quarter 
of 1951 were approximately 11 pct 
higher than during the same period 
in 1950, according to the Porcelain 
Enamel Institute. Second quarter 
shipments were valued at $15.2 mil- 
lion, about $1.7 more than in 1950 
but $3.5 million less than shipments 
during the first quarter of this year. 


Westinghouse Reports 
Sharp Sales Increase 


A sharp increase in sales of 
Westinghouse Electric Corp. refrig- 
erators recently, with volume being 
doubled in some markets and tripled 
in others, was reported by T. J. 
Newcomb, electric appliance di- 
vision sales manager. The upturn 
in sales follows a long period of 


inactivity. Other major appliances, | 


including washing machines, are 
also said to be more in demand. The 
improvement is credited to the eas- 


ing of credit restrictions and price | 


cutting. Small appliance stores are 
said to be selling large appliances 
at large discounts in order to raise 
cash quickly to meet obligations. 


Over a Million Homes 
To Be Started in 1951 


Starts on new homes this year 
will total about 1,025,000 units 
which would be approximately 
175,000 units above the 1950 na- 
tional goal of 850,000 units, ac- 
cording to a forecast by Herbert 
C. Smith, a field representative of 
the National Savings & Loan 
League. He made his prediction 
in addressing the annual conven- 
tion of the New York State Sav- 
ings & Loan League, at Saranac 
Inn, N. Y. 


G.E. Has Cut Output 
Of Small Appliances 


Genera! Electric has been forced 
to make a considerable curtailment 
in production of small appliances on 
account of materials shortages, ac- 
cording to C. K. Riger, general man- 
ager of the small appliance division, 
Bridgeport, Conn. All production 
is being halted on roasters and waf- 
fle irons. The division, he said, is 
sold out on most items in the small 
appliance field and will “have to go 
back on allocation very soon.” 
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“Display 


TITE-ROPE and WHALE 






Pre-sold to your customers by national 
advertising. These Clothes Lines are 
year round selling items. 

Include these attractive merchandising 
packages in your window display. 
They'll bring “reminder” sales into 
your store. 











Pant 


: . 


TITE-ROPE : 
clothes line 


Strong multi-strand wire line with a tough, 
gleaming white plastic covering. Cleans 
with whisk of a damp cloth. No stretch, 
no rust. Packed twelve 50 ft. hanks, 
usually several connected, in colorful dis- 
play carton. 





vu 
<< 0 Urry OF 


Guaranteed by @ 
Good Housekeeping 





















we 
$0745 aovranisto WO 


clothes line 


Solid braided flexible cotton line 
with glazed finish. All honest 
cotton yarn— much stronger 
than ordinary lines. Twelve 
individually wrapped 50 ft. 
hanks, connected in pairs, 
to a display carton. 







Carry the complete Samson line 


Spot and other sash cords; shade cord; Venetian blind 
cord; masons’ line; awning line; garden line; marine cords; 
solid braided rope, etc. Samson makes them all. Also, 
suggest the purchase of an extra hank of clothes line for 
Winter use indoors. 
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SANTA SAYS: 
= “GET SET FOR 
SURE-FIRE 
PROFITS!” 






DADO SAWING goons 


Be sure you can handle the big Christmas 
demand for this best seller with a popu- 
lar price and tremendous appeal. Retails 
at just $4.95—makes smooth dados, (in 
40 different widths) quickly and easily 
with regular saw blade! Warren national 
advertising reaches 16 million people— 
it’s the “best seller” in the field! 


SEND TODAY FOR TRIAL ORDER! 


Send for just 6 sets at your dealer’s dis- 
count of 3314%-—receive absolutely free 
colorful working counter display and 
descriptive literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 110, 70 MEDBURY, DETROIT 2, MICH. 











REEVE DISPLAY EQUIPMENT 
Sells MORE for YOU 









4G’ 
Yi Gar ; 
FY Immediate shipment at low 


prices on uniform straight edge 
glass, both long edges polished 
and ends d. All standard 
sizes and lengths of counter, 
shelf and bin glass. 





WN 





Send for 
Price list and Sizes 
carried in our 


NEW CATALOG 


N< Send for it today! Hundreds of new 
<P improved items from ticket hold- 
ers to large island display units. 






REEVE COMPANY 


Retailers since 1913" 


“Serving America’s 


2220S. Grand Ave., Los Angeles 7, Calif 


164 








Fall Promotional Campaigns Launched 
By Many Leading Appliance Manufacturers 


Almost all leading manufacturers 
of appliances and other nationally 
advertised household necessities 
have announced special promotional 
campaigns for Fall and early win- 
ter, which indicates that retailers 
in most consumer lines will be mak- 
ing a strong play for consumer 
dollars. 

In addition to special price ad- 
vantages; stronger consumer ad- 
vertising support; and planned 
merchandising kits, many manu- 
facturers are conducting contests 
which give dealers and store sales- 
men a chance to earn awards for 


their increased selling efforts. A, 


number are conducting consumer 
participation contests. 


Presto Contest 


The National Pressure Cooker 
Co., Eau Claire, Wis., will have its 
Presto appliances demonstrated on 
television, twice weekly, on Louise 
Leslie’s ‘““Homemaker’s Exchange” 
via the CBS network. This company 
is also holding a contest promotion, 
designed to merchandise the tele- 
vision campaign on a dealer level by 
building store traffic, which runs 
between Oct. 16 and Dec. 8. Based 
on a 25-word fill-in of “It’s fun to 
keep house the Presto way because 

” 86 prizes with a total value 
of $13, 900 will be awarded includ- 
ing a trip to Bermuda for two. 

National is also sponsoring a $50 
Presto Products Dealer Display 
Award. Roving judges will make a 
nationwide spot check of Presto 
dealers and will award $50 in 
Presto products to those dealers 
who prominently display the special 
contest streamer, entry blanks and 
Presto products. 


Imogene Coca for Thor 


Thor Corp. has engaged Miss 
Imogene Coca, television comedi- 
enne, as the start in a series of 
Thor TV film spot commercials 
which will appear from 60 to 100 
times over Chicago stations in a 
four-week period, to announce its 
new automatic washer. 


Universal Promotion 
One of the biggest campaigns in 
hardware and vacuum goods fields is 
scheduled for the fall and Christ- 
mas season by Landers, Frary & 
Clark to merchandise its Universal 
and Stanley lines, according to E. J. 

Van Buskirk, vice-president. 
Eighteen leading national maga- 
zines have been selected to carry the 


program which will feature Univer- 
sal Outing Sets, Motor Luncheon 
Sets, Junior Lunch Kits, Tab-L-Top 
Food Choppers and Meat Choppers, 
Lady Betty Lunch-N-Bags and the 
Stanley Vacuum Bottles. 

The campaign strikes at four 
specific markets made up of sports- 
men, working women, homemakers 
and the farm, with top weekly news 
magazines rounding out the sched- 
ule. 


Contest for Dealers 


The Viking Air Conditioning 
Corp., Cleveland, is holding a con- 
test to introduce its new small 


blower. Anyone in the heating field 
is eligible to submit a name for the 
new 7-in. direct-drive blower pack- 
age, for home use. A Polaroid Land 
camera is the award. 


G. E. Sales Contest 


A sales campaign, described as 
the largest ever held in the history 
of the appliance division of General 
Electric Co., Bridgeport, Conn., is 
now being conducted by the com- 
pany and its 60 major appliance dis- 
tributors. Expense-paide trips to 
New York or San Francisco are to 
be awarded for sales achievements 
between Sept. 1 and Nov. 30. Re- 
tailers and distributors must meet 
a quota on the company’s major ap- 
pliance lines in order to qualify. The 
contest is being conducted in two 
sections for distributors and deal- 
ers east of the Mississippi River 
and those west of the river. 


Doepke Toy Campaign 

Individual ads of each of five 
model toys will be run in mass cir- 
culation magazines, beginning in 
October, by the Charles William 
Doepke Mfg. Co., Rossmoyne, 0. 

This firm will join with 47 other 
companies in the Toy Manufac- 
turers Association program. This 
joint venture will be published in 
a seven-page spread in the Nov. 26 
issue of Life. 


Fewer Vacuums 
Shipped in August 


August factory sales of standard- 
size household vacuum cleaners 
amounted to 191,299 units, as 
against 161,002 in July, an 18.8 pct 
increase, the Vacuum Cleaners 
Manufacturers’ Association report- 
ed. The August total compared with 
341,232 units in August, 1950, a 
44 pct decline. 
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Cotter Distributes 
Fall Consumer Catalog 


Cotter & Co., dealer-owned whole- 
sale hardware distributor, 365 E. 
Illinois St., Chicago, IIl., has issued 
its fall consumer catalog. This 32- 
page, two-color rotogravure catalog, 
one of four seasonal promotions 


merry 





HARDW ARE-PAINTS-GIFT W, GLA 
MSS RIDGE ROAD a 1LUINOIS 





PHONE: LANSING 6 


Meee Me Ctatng fer Yew Bey ony Guide 'e Berte Vato 


which the firm prepares for its 
dealer-members, had a press run 
of 200,000 copies. 

Special emphasis is on house- 
wares and early buying for Christ- 
mas. Three pages feature leading 
brands of electrical appliances. 
Two pages are devoted to sport- 
ing goods and another is given to 
bicycles and wheel goods. Two 
leading lines of power tools are 
prominently featured along with 
miscellaneous hand tools. Six spe- 
cial offerings are featured on the 
covers. 

The next Cotter consumer cata- 
log will be the Toy & Gift Catalog 
which will be ready for distribution 
in November. 


Construction Contracts 
Have Been Running High 


Awards of construction contracts 
in the 87 states east of the Rockies 
were down slightly in August as 
compared with the previous month, 
and as compared with August, 1950, 
but the total for the first eight 
months of this year was 17 pct 
above the corresponding period a 
year ago, F. W. Dodge Corp. re- 
ported. Total for the eight months 
amounted to $11,450,750,000, which 
is close to the $14.5 billion for the 
entire year 1950. 

August contracts totaled $1,262,- 
811,000, off 8 pct from July and 19 
pet below the figure for the same 
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Atlas spanner-head screws say “STOP” to pilferers 
or other unauthorized persons. When these fastenings 
go in, things stay put. This built-in “stop sign” 
makes them ideal for a wide variety of uses... 
vending machines, radio and television sets and many 
other prodycts. @ Atlas spanner-head fastenings 

are available from stock .. . 
in wood screws, metal screws and machine 
Drivers can be supplied inexpensively. 


heads... 


screws. ®@ 





These 

| screws 
have a 

- BUILT-IN 

STOP SIGN” 





in popular sizes and 


© For prompt quotations, submit your requirements 
giving details, specifications and delivery dates. 


neuet O84 Mivag oF 
PF Gvaratced by 
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Your sportsman can enjoy game din- 
ners weeks or months after the hunt- 
ing or fishing trip—delicious game 
meals that cut down on the food bud- 
get, too, if he owns a Ben-Hur Freezer. 


ATLAS SCREW & SPECIALTY CORP, 


450 BROOME STREET - 





AT ite 





NEW YORK 13, N. Y. 








20 cu. ft. size, holds up to 1000 Ibs 
Others—8.5, 13.1., 16 cu. ft 


The BEN-HUR dealer has the indus- 
try’s most complete, most effective 
point-of-sales merchandising program. 
It’s keyed to individual selling. Ask 
about it. 


BEN-HUR MFG. CO. @ Dept. HA— 634 E. Keefe Avenue @ Milwaukee 12, Wisconsin 
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| weautHruL LIVING THROUGH FROZEN FOODS 
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Stratafle 


non: 
freezing 











Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off valve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
bulletin 303. 





PRODUCTS, INC. 


FORT WAYNE, 
INDIANA 





SHARON HAS SHIPPED ITS 
ONE - MILLIONTH 


ASSORTMENT 
REFILL 


Ab 
Shavou Boil and. Screu! Lo. 


BOSTON 10, MASS. 
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1950 month. Residential contracts 
in August totaled $567,566,000, a 
rise of 4 pct over July but 25 pct 
under August, 1950. Non-residen- 


tial contracts in August totaled 
$475,957,000, an 11 pct drop from 
July and 12 pct under August, 
1950. 





Demand for Appliances Will Pass Supply 
In Next Six Months, Manufacturer Predicts 


Demand for appliances is very 
good and the long range outlook is 
excellent, according to John H. Ash- 
baugh, vice-president of Westing- 
house Electric Corp. in charge of 
the appliance division. However, 
he said materials restrictions would 
reduce supplies during the next six 
months. 

“There will be less electric ap- 
pliances for sale,” he said. “We 
could sell more than we will be able 
to produce.” 

His long range forecast of good 
business, he said, is based on popu- 
lation growth, higher standards of 
living, new appliances that will be 
introduced. 

He said that there is no indica- 


| tion of prices dropping. Costs have 





Collections Are Slowing, Reports Credit 


been going up at a faster clip than 
the company has been able to in- 
crease prices and the widening mar- 
gin is being covered, to some extent, 
by increases in efficiency. 

Mr. Ashbaugh said that some 
models of household goods would be 
taken out of production, especially 
items utilizing a high content of 
aluminum and copper. Some models 
will be cut in order to build those 
types finding greatest consumer ac- 
ceptance. 

Westinghouse also plans to put 
the scarce materials into seasonal 
items. For example, to take care 
‘of a seasonal demand, output is be- 
ing reduced on refrigerators and 
ranges and is being increased on 
laundry equipment. 





Official; Sales Are Up, Profits Down 


Even in the present situation of 
high inventories, high business 
loans, high real estate debt and 
high accounts receivable, collec- 
tions are slowing up, Henry H. 
Heimann, executive manager of 
the National Association of Credit 
Men, said in his monthly business 
review for September. 

“These are times for business 
statesmanship and business cour- 
age to do the unpopular job of 
management as a matter of self 
preservation,” he added. 


He noted that while business 
is prqgucing now at a high vol- 
ume and that sales are mounting, 
net earnings are declining. 

“And,” he added, “if profits are 
lower with such a tremendous vol- 
ume of sales what will happen if 
sales decline? Will they reach the 
point of an inadequate return, and 
what will be the return on busin- 
ness investment when the sales 
decline further but the high pro- 
duction cost, including the high 
tax cost, continues?” 





Credit Should Be Given Cautiously, Warns 
Restraint Group; Inflation Still a Threat 


The economic outlook warrants 
continued emphasis “upon the need 
for prudence, care and caution in 
the extension of credit and con- 
tinued emphasis upon the limitation 
of credit to defense, defense-sup- 
porting and other essential pur- 
poses,” according to a report issued 
by the National Voluntary Credit 
Restraint Committee. 

It emphasized that the threat of 
inflation has not been removed, 
although it is not possible to predict 
when the next upsurge in infla- 
tionary pressures will occur or what 


! . . 
| proportions it may assume. 


“The consumer,” the report con- 
tinued, “remains a big unknown in 
the outlook.” 

It noted that the big waves of 
scare buying, which took place in 
the middle of 1950 and early this 
year, were followed by reduced 
spending and increased savings. 
Consumers, it said, now are spend- 
ing “a significantly smaller pro- 
portion of their income than was 
customary in the’ postwar years.” 

“But it is not certain how long 
it will be before money will again 
start to burn holes in the pockets of 
consumers.” It was observed that 
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overstocked inventories will even- 
tually disappear, and with personal 
income at record levels and likely to 
increase further, “the basic in- 
gredients for an upturn in consumer 
spending are present in the econ- 


omy.” 


Seasonal Increase | 
In Building Permits | 

Estimated valuation of building | 
permits issued in August in 215 
cities was $437,666,400, Dun & 
Bradstreet, Inc., reported. This 
compared with $550,997,973 in 
August, 1950, a drop of 21 pct. | 
However, it was a seasonal rise of 
5.3 pet over the July total of $415,- 
571,892. 

For the first eight months of this 
year the cumulative aggregate was 
$3,252,610,344. This was the sec- 
ond highest total on record for the 
period, exceeded only by last year’s 
peak total of $3,785,896,378 and 
represented a drop of 14.1 pct. 


Sears’ Sales Rose in 
August; Ward's Down 


August sales of Sears, Roebuck & 
Co. showed a slight gain over the 
same 1950 month but those of Mont- 
gomery Ward & Co. were off for 
August, 1951. While sales of most 
chains showed increases for the 
month, the volume was off for auto 
supply stores. 

Sales figures follow: 





Sears Roebuck & Co. 


Pct 
1951 1950 Change 
August $230,059,810 $226,909,686 + 1.4 
7 months 
ended Aug. 
31 1,488,885,632 1,435,122,892 +- 3.7 
Montgomery Ward & Co. 
August $98,508,497 $112,566,206 —12.5 
7 months 
ended Aug. 
31 639,338,840 655,812,891 — 2.5 
F. W. Woolworth Co. 

August $52,676,123 $47,912,518 + 9.9 
8 months 399,256,160 364,241,346 + 9.6 
Western Auto Supply Co. 

August $16,127,000 $16,501,000 — 2.3 
8 months 103,429,000 100,048,000 + 3.4 


More Merchandising in 
Plastics This Year 


Volume sales of plastic house- 
wares for retailers are built by 
“mass display, see-through shelv- 
ing, and overhead lighting,” ac- 
cording to Amos Ruddock, of the 
Dow Chemical Co. at a press con- 
ference in connection with a dis- 
play of the company’s products, 
held during National Chemistry 
Week in New York. 

“These are proven principles 
gained by us in our four-year mer- 
chandising program operated at 
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KOHLER 
ENGINES 


Four-Cycle, Air-Cooled 


Kohler Engines are engineered and built 
to give the economical service that has 
won world-wide acceptance for Kohler 
Electric Plants in construction and other 
industries. Made in several sizes, they 
are suited to a wide range of uses. The 
name Kohler, identified with quality 
products for three-quarters of a century, 
gives Kohler engine-driven equipment 
ready acceptance. Write for information 
about sales and service franchise. 





MODEL K-12-2, 3 H. P., 4-cycle, single 

cylinder, air-cooled. Length 14”, width 

14", height 19”. Weight 43 lbs. 

RELIABLE POWER FOR: 

Compressors @ Farm Conveyors e Weed Cutters 
Floor Sweepers e Generators e Sprayers 
Grain Elevators @ Hoists e Lawn Mowers 

Pump-Jacks e Vibrators 
Snow Removal Machines e Garden Cultivators 
Portable Saws @ Garden Tractors 


Kohler Co., Kohler, Wisconsin. Established 1873. 


KOHLER or KOHLER 


PLUMBING FIXTURES © HEATING EQUIPMENT * ELECTRIC PLANTS 
AIR-COOLED ENGINES * PRECISION PARTS 











BE SURE TO SEE THE 


completely N EW 
compaletel Y PACKAGED 


BUCHBARROW 
AT BOOTHS 295-296 
NATIONAL 
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SHOW 


























ANYONE 
CAN PAINT 


with the new 


evenizer: 


list 
refill discs 49¢ ( 
The Evenizer Paint 
Roller requires no 
skill at all. Merely 
dip Intd a paint can, 
as you would a brush, 
and roll over any wall 
or ceiling. The series of 
20 animal hair discs ap- 
plies the paint evenly and 
effortlessly. Eliminates runs, 
holidays and waste by pick- 


ing up excess paint on a 
quick rundown. 


“Trade 
Mark 





Available through Hardware and Paint 
Wholesalers 


evenizer division 


Products Engineering Co. 
39 Main St. East Orange, N. J. 














; a Siss 
tke Conditioner | 





RETAIL 





/ Red Devil 
/ now adds the newest 
type of floor machine to its | 
Brie complete line...a versatile 
floor conditioning unit that 
polishes, buffs, waxes, scrubs, 
“steel wools,”* and sands*. 
Twin 6” brushes — easiest 
to guide * Weighs 19 Ibs. 
* Powerful % H.P. motor 
Underwriters’ Approved 
j} © White plastic bumper. 
Backed by national adver- 
tising, complete merchandis- _ 
ing aids. 
/ *Unit in reconditioning kit 
at slight extra cost. 


' A Product of 


Red Devit Toots 







Irvington 11, N.J., U.S.A 


See us at Booth 32, 
National Hardware Show 
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the retail level where we bring 
together hundreds of related Sty- 
ron (Dow polystrene) housewares 
made by Dow customers in the 


plastics 
said. 
The Styron merchandising pro- 
gram for 1951-52 will be some- 
what broader than that carried 
on last year, Mr. Ruddock stated. 
This is on account of the success 


molding industry,” he 


of the program to date and the 
fact the polystyrene is expected 
to be in somewhat better supply 
due to additional production facil- 
ities. 

In addition to present features 
of the program there will be made 
available to retailers’ selling 
housewares, a series of basic dis- 
plays which can be adapted for 
use by small stores. 





Inventory Rise Slowed Considerably in July; 
Hardware Dealer Stocks Rose $100 Million 


A slackening in the pace of the 
rise of total business inventories 
was reported by the Commerce 
Department’s Office of Business 
Economics. In July there was a 
seasonally adjusted increase in in- 
ventory book values of only $200 
million, as against a $600 million 
rise in June and increases ranging 
from $1.3 billion to over $2 billion 
in each of the previous 10 months. 

The report said that the current 
picture represents adjustment of 
output and of purchasing by dis- 
tributors to the softening in con- 
sumer demand early this year, as 
well as the effect of recent easing 
of prices on inventory valuation. 

Retailers’ inventories at the end 
of July were valued at $17.7 bil- 
lion. A $150 million drop in sea- 
sonally adjusted inventories took 
place, primarily among automo- 


bile dealers. There was an increase 
of about $100 million in inven- 
tories of hardware stores which 
offset declines in stocks of all 
other major groups of durable 
goods stores. 

Total business inventories at the 
end of July were estimated at 
$69.5 billion, a rise of about $200 
million over June, after seasonal 
adjustment. There was a rise of 
about $450 million in manufac- 
turers’ inventories. Retailers’ and 
wholesalers’ inventories were 
down more than $150 million and 
$100 million, respectively. 

Inventories of building ma- 
terials and hardware retailers at 
the end of July totaled $2,793,000,- 
000 on a seasonally adjusted basis, 
compared with $2,708,000,000 at 
the end of the previous month and 
$2,021,000,000 at the end of July, 
1950. 





Hardware Stores Will Be Outlets for 
New Homes & Gardens Handyman's Book 


Many hardware stores are ex- 
pected to be in the book business 
after the new Better Homes & 
Gardens Handyman’s Book is avail- 
able to the public, this month. 

This 480-page loose-leaf volume 
that tells how to save money by 
doing home repair jobs and how the 
home-owner can improve his own 
home, is available for sale by hard- 
ware dealers through their regular 
wholesale suppliers. 

Among the hardware wholesalers 
who are already handling the book 
are Hibbard, Spencer & Bart- 
lett, Chicago; Bingham, Cleveland; 
Pritzlaff, Milwaukee; Masback, New 
York; Bronson & Townsend, New 
Haven; Decatur & Hopkins, Bos- 
ton; Brown-Camp, Des Moines; 
Janney-Semple-Hill, Minneapolis; 
Supplee-Biddle-Steltz, Philadelphia; 
Blish, Mize & Silliman, Atchison, 
Kan., and Stratton-Baldwin, New 
Orleans. 


A complete “Handyman’s Head- 
quarters” retail promotion package, 
available to dealers, includes: Giant 
18 by 24 in. replicas of the book; 
two full color posters; two window 
banners; 50 special Handyman’s 
stickers; 100 special Handyman’s 
string tags for products advertised 
in Better Homes & Gardens; spe- 
cial Handyman’s Book rack for a 
sample copy; special employee 
badges; newspaper mats and sug- 
gested ads to help dealers promote 
the book. 

The book, which retails for $3.95, 
includes chapters on what tools to 
buy; basic supplies that the handy- 
man needs, in addition are instruc- 
tions on how to do the hundreds of 
repair and maintenance jobs around 
the house. Practically every page 
suggests a job that will require a 
tool or material sold by hardware 
stores. 
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Nickel Being Saved 
in Small Appliances 


Manufacturers are finding “new, 
ingenious ways” to save nickel, 
according to the National Produc- 
tion Authority, which praised the 
efforts of producers of toasters, 
flat irons and other appliances for 
their conservation efforts in this 
direction. The NPA recalled that 
during World War II the electrical 
housewares industry was almost 
wiped out by government controls. 
This time it is still in operation 
but available supplies of nickel, 
copper and aluminum are greatly 
reduced. The industry’s portion of 
the country’s nickel supply was 
about 1 pct last year but the heavy 
military demand for the metal has 
cut into even this 1 pet. 

Nickel is a vital factor in mak- 
ing small electrical appliances as 
no satisfactory substitute has been 
found for its heat resistance prop- 
erties. 

All of the nickel used in this 
country is imported, with about 
15,000,000 pounds a month nor- 
mally coming from Canada. This 
constitutes 85 pct to 90 pct of the 
world supply. 


Glidden Announces 
A Silicone Enamel 


Commercial production of a new 
white silicone enamel, known as 
Nubelon, to be used in household 
appliances, has been started by 
Glidden Co.; The product was de- 
veloped at the company’s Nubian 
industrial division in Chicago. Ac- 
cording to the company it “pos- 
sesses resistance qualities far 
superior to ordinary enamels.” 
Colored silicone enamels have 
been made by the company for 
the past year and a half. 

Silicones, a group of plastic 
chemicals, are derived from sand 
which contains silicon, and from 
petroleum. They were first dis- 
covered by Corning Glass Works 
and made by Dow-Corning Corp. 
and by General Electric Co. 


Production Index 
Was Up in August 


The estimated index of indus- 
trial production stood at 218 for 
August on the 1935-39 base, accord- 
ing to the President’s Council of 
Economic Advisers. This repre- 
sented recovery of part of the drop 
in July, when the index fell nine 
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SALESMAN 


ODpds THe A THE JOBBER'S 


In conjunction with ESr LINE , 

the fact that they are tops in quality, a 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 

everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 

money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


















UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 








VA, VALU -Y) 


FUSE COUPLING 


for FIRE PROTECTION / 









This is the Season 
when FIRE PROTECTION 

for the Christmas tree 
is a MUST 







Sell FIREGUARD Fuse Couplings . . . and you 
sell protection against shorts and overloads. 
FIREGUARD is easy to use. Fits any standard 
wall outlet; cords plug into it. No wires to 
splice! The FIREGUARD may be used the year 
around on any connected cord, after the 
Christmas Season is over. 

ASK YOUR JOBBER for these sales helps, or FREE... 


write direct for detailed information. Colorful self-selling Dis- 
play Box, Window Stream- 


F. H. SMITH MFG. CO. "err" "=" 








National Sales Office to help you sell more 
3624 S. Blake St., Chicago 9, Illinois FIREGUARDS. 
eames —— 
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PECORA 


BRAND 


WEATHERCALK 


Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted care 
tridge for use with the PECORA QUICK. 
LOADING CAULKING GUN lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


PAINT company, ‘S~ 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or weg installa 
ions... Sealing Compounds...Glazing Comp .. Stove 
Butties. ..Roof Coatings... Industrial Paints ae Finishes 














McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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points from the 222 level of June, 
it was still under the average of the 
first half of the year, the committee 
noted. 

The index of manufacturing pro- 
duction stood at 228 for August, 
as against 222 a month earlier and 
218 in August, 1950. 


Unique Handle on 
Westinghouse Iron 


An open handle iron has been in- 
troduced by the 


scheduled to be in national distribu- 
tion in November. The front of the 
iron’s handle is open 
closed as in conventional types of 
hand irons. 

According to R. Z. Sorenson, 





manager of the electric housewares 
department, “the design of the 
handle was based on a study of 
where muscle strain and fatigue 


| began to be felt in ironing. 


The four-pound iron comes with 
newly-designed temperature control 
that the user can feel click into 
position for any one of seven fabric 


| settings. 


Electric Goods Sales 


| Were Lower in July 





!as of July 31. 





July dollar sales of all electrical 
wholesalers goods amounted to 
$405,000,000, the Census 
estimates. This was $36,000,000, 
or 8 pet below June and $170,000,- 
000, or 27 pet under a year ago. 

Results for the month showed 
considerable variation. Sales in 
July of wiring supplies and con- 
struction materials 
rose 8 pct over a year ago. 
other hand, fuJl-line wholesalers 


| and appliance and specialties whole- 
salers showed declines of 25 and 47 | 


pet, respectively. 

All electrical goods distributors 
had inventories of $1,038,000,000, 
This showed little 
change from the level a month 
earlier but was more than double 


the total on July 31, 1950. 


Crosley to Double 
Appliance Output 


Crosley Division of Avco Manu- | 
facturing Co. plans to double its | 


output of electric stoves and re- 
frigerators at its Nashville, Tenn., 
plant soon after the first of the 


year, the company announced. At | 
the same time, it will maintain its | 


output of defense materials. 


Westinghouse | 
Electric Appliance Division and is | 


instead of | 


Bureau | 


distributors | 
On the | 


ARMSTRONG BROS. 


Better bY TOOLS 











PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . . . built to give 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a _ replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 
Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 
| “ARMSTRONG BROS.” Knife Blade Cutter 

Wheels are machined from special alloy tool 
steel properly heat treated. They 
eut rapidly and easily, hold their 
keen edge. 





ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 
W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 
seiite eel 





$2) 








EMBURY 


BALANCED AIR CONTROL 


U indprce 5 the Flame 


\ 
\ * Downdrafts balanced 
against updrafts 
Excess air escapes at 

chimney hood 
Flame can't leap from 
wick 

* Air pressure at burner 
always in balance 

* Side tubes carry ample 


| air for proper combustion 
| 





Air Pilot 


EMBURY MANUFACTURING 
WARSAW * NEW YORK 
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Asphalt Tile Sales 


Expected to Increase 


Sales of asphalt tile at the dealer 
level should show a marked im- 
provement by the middle of Septem- 
ber, according to Carl Resnikoff, 
general sales manager of the Mastic 
Tile Corp. of America, who added 
that consumer buying for the home 
has returned to a normal seasonal 
pattern. 

The comparatively low price of 
asphalt tile, along with newly-devel- 
oped high style colors will give it a 
keen edge over other types of floor 
covering at the consumer level this 
fall, he added. Despite an antici- 
pated increase in consumer buying 
power for the rest of the year, Mr. 
Resnikoff believed there still would 
be a demand for reasonably-priced, 
serviceable floor covering. 

Demand has been reported good 
during the summer for hard sur- 
face floor coverings. Retail inven- 
tories of linoleum and felt base, as 
well as asphalt tile, have generally 
been reported lower than those of 
soft surface floor coverings. 


Fewer Failures This 
Year Than Last 


There were 164 commercial and 
industrial failures in the week end- 
ed Sept. 13, compared with 116 in 
the previous week and 165 in the 
same week last year, Dun & Brad- 
street, Inc., reported. The largest 
part of the rise was concentrated 
in retailing where the number of 
failures were up to 82 from 44. A 
total of 6,012 companies have gone 
out of business thus far in 1951, a 
sharp drop from the 6,897 reported 
for the comparable period of 1950. 


HomePrimaryAluminum 
Output At Peak Level 


Domestic output of primary 
aluminum in the first half of 1951 
was the highest since the same 
period of 1944 and 18 pct above the 
level for the first six months of 
1950, the Aluminum Association 
reported. Total for the first half of 
this year was 807,181,724 pounds. 
June production amounted to 134,- 
906,971 pounds, bringing the total 
for the second quarter to 405,750,- 
262 pounds. This compared with 
401,431,462 pounds in the first 
quarter. 

Shipments of aluminum foil in 
June amounted to 7,430,852 pounds, 
as against 8,357,750 pounds in May. 

(Resume reading on page 15) 







PUT ACCESSORIES 
Where They'll Be 
SEEN AND SOLD 


in the NEW 
No. 4130 


*Y ANKEE” 
Stock Box 


With the many thousands of “Yankee” Spiral 
Drivers and Push Drills now in use, plus those 
sold every day, you have a profitable, ready-made 
market for “Yankee” Accessories. And in the 
NEW “Yankee” Stock Box, Accessories are easier 
than ever to stock and sell. Displays a small 
quantity of “‘best-sellers” each in numbered com- 
partments. Gets Accessories out 
where they’ll be seen and sold... 
simplifies re-ordering for dealers. 


NEW “Yankee” Stock Box 
No. 4130—Selection of 
Drill Points, Screw Driver 
Bits (slotted-head and Phil- 
lips), Chuck and Drill Sets, 
Countersinks. 


YANKEE" TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 





Put this profit-maker on your 


| selling team: See your jobber. NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 











Sell . 


GAS SPACE 


a 


Taye 
; 











8 Fully Vented Heaters ([ 
15,000 BTU to 85,000 BTU ff 
* I 


20 Unvented Heaters 
10,000 BTU to 50,000 BTU 


! 
t 
i 


: x 
r i itt iti 


All Martin Heaters a 


AGA approved for 
natural, liquefied and a 
53C vi70 














manufactured gases 


Over 45 years 
stove experience 





Write your jobber or direct tor complete catalog 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 
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Architects and =~ 


@ Modern 








Type BUT2001 requirements. 


"'Triplex'' 





Chicago Sy Spring Hinge Co. 


U.S.A. NEW YORK 





CHICA 


Builders Specify — SPRING HINGES 





Factories 


@ Office Buildings 


| 

| 

@ County, State and | 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. 
smart looking and streamlined to 
harmonize with modern architectural 


“Spring Hinges of Quality" 





” SELF-SERVICE ISLAND 














New Low- 
Cost Store 
Fixture 


Add Sales Company is 
introducing a new Sell- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE gives you Self- 
Service, Mass Display, 
More Selling Space, Fix- 








many other 


They are 


display more. 





Thousands of retail 
creased sales as much as 25% and more. 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12! Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. 
K.D. Write for Free catalog page on FLEXO-SPACE—Today. 


ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 


ture Flexibility, and 


time-saving and money-making features. 
dealers have found Self-Service in- 
FLEXO-SPACE 


Shipped 














CABLE CLAMP 
& PIPE STRAPS 


] 
| 





“You Have Tried the Rest—Now Get Rid of the Pest’ 





LEATHER AND SADDLE SOAP 


Sells 








ASK FOR CATALOG. 
DIAMOND EXPANSION BOLT CO., 


Y 
DIAMOND 


g%, 


HOLE £5 


STEEL 1 MOLE STEEL 






Y Cat's Paw Rat 
Mouse Killer made ae War- 
| farin. A sure seller. Packed 
2 | in %-lb. cans, 24 to carton; 


New! New! New! 


Oe 


1-lb. cans, 24 to carton; 4-Ib. cans, 8 to carton. 
MALLEAGLE 18008 Also 4-0z. size in concentrated form — makes 
5 Ibs. of bait. Freight prepaid on 100 Ibs. or 
more east of Rockies. A positive Killer and 
fast seller. Guaranteed. Write for price list. 

Mention your jobber. Salesmen: Several ter- 
INC 

ritories still open. 





Readily 
For 
Many 


Uses 


Cleans and preserves ALL kinds of leather, 
except suede. Imparts a soft fine finish. 5 o7., 
12 oz., and 5 Ib. cans. If your Jobber cannot 
supply—contact us. 


ASCO CHEMICAL CO. 


Brooklyn, N. Y. 


641 Lexington Ave., 











"MEET HANSER'S. 5 HUSTLERS! 


35 top-notch salesmen concen- 


trated in a rich sales territory 
. 35 result-producers work- 
ing directly for you, giving you 

% Complete Coverage in: 

— NEW ENGLAND STATES; 
NEW YORK (Incl. Metropoli- 
tan area); NEW JERSEY; 
PENNSYLVANIA; MARY - 


LAND (thru to Cape Charles, 
Va.); DELAWARE; DIST. OF 
COLUMBIA (Ine , Alexandria 
and Arlington, Va.) 


The HARRY HANSER 
ORGANIZATION 


Manufacturers Representatives 


1841 Broadway New York 23, N. Y. 





DEPT.H.A. © GARWOOD, N. J. 














‘ 





A DIFFERENT 
Wood Joint 
TIGHTENER 


CHAIR-LOC 
LIQUID."“SWELLS 


wood joints is 
TIGHT." For Fur- CHair-Loc 
niture, Tool Han- - 
dles. Many other \ i ar 
uses. Doz. in at- aid 
tractive display. om ss 


THE CHAIR-LOC CO., Lakehurst, N. J. 


Write your wholesaler for a free sample. 

















CHROME 
NIPPLES 
Vg" to 4" sizes 
VY," and !/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH 
1455 Spring Garden Ave., Pittsburgh 12, Pa 
7h 


NIPPLE WORKS, Inc. 





GENERAL INSECTICIDE CO., INC 






uTica w.Y 
*f SANFORD. N.C 











Bewildered ?? 


then read ‘ 
WASHINGTON NEWS AND 
VIEWS on page 10 of this issue. 
Here are accurate, authentic, easy- 
to-understand reports on the latest 
developments in Washington af- 
This 
helpful feature in each issue is 
another reason why HARDWARE 
AGE is the No. 1 choice of hard- 


ware dealers throughout the na- 


fecting hardware dealers. 


tion. 








HARDWARE AGE, OCTOBER 4, 195! 














the mos 
on the n 
with all 
wonts 

COLLAPS 
SELF-INF 
LIFE-LIKI 
SHOT-PR 
UNBREAI 


MALLARDS, 
: —_— 


SPORT 
GOOD 
SECTIC 


HARD 





.Ow- 
fore 
re 


»mpany is 
new Sell- 
nd called 
-E. This 
ce island 
types of 
regardless 
e. FLEXO- 
you Self- 
| Display, 
pace, Fix- 
lity, and 
features. 
arvice in- 
(O-SPACE 
ional flat- 
pace. You 
» you can 
for quick 
or rigidity. 
Shipped 
E—Today. 


sconsin 


f the Pest" 





to carton. 
| — makes 
00 Ibs. or 
Tiller and 
Price list. 
veral ter- 


uTica w.Y 
SANFORD. WC 
aa 





P 


AND 
issue. 
, easy- 
latest 
mn af- 
This 
sue is 
VARE 
hard- 


e na- 

















the most practical working decoy 
on the market . . . the only decoy 
with all these features every hunter 
wants 

COLLAPSIBLE 

SELF-INFLATING 

LIFE-LIKE 

SHOT-PROOF 

UNBREAKABLE 


MALLARDS, bonne PINTAILS, BLUE BILLS, 
CANVA ACKS and a new-type 








WHIZ SAW ¢ 20 














CANADIAN GOOSE 


DAREX 
neoprene 
BLADDERS 


for basketballs, footballs, 
soccer balls, volley balls, strik- 
ing bags 





One. piece construction conforms 
to exact shape of boll... no 
seams, no folds, no undue strain 








SPORTING 
GOOD 
SECTION 


| DEWEY AND ALMY CHEMICAL COMPANY 


















Curs TREES 
Mows WeEDs 
A New Power 
Tool that will 
make Satistied 


Brusn & Ween CUTTER 
SAFETY GUARD 


This attachment makes a safe brush, 







weed or lawn mower of the WHIZ 


Saw 


Here's a New mobile power saw that 


you can sell with pride. It’s built to make satisfied customers and a profit for 
you. It is the best performing saw of its class on the market—over a thousand 
units were field tested before being offered on the open market 
Distributor Territories are available for the WHIZ Saw, the ZIP and WHIZ 
competitive priced power mowers, Write 


ROOT MANUFACTURING CO., Inc. 


127 E. ELEVENTH ST., BAXTER SPRINGS, KANSAS 


































SEE YOUR JOBBER OR WRITE 


529 MERCHANTS ROAD 
ROCHESTER, N. Y. 


IT’S IN DEMAND! 


a reel 


SANDING 


BLOCK 
* WON'T CLOG 


Here’s the modern way 
to sanding speed and ease 
—"“Kwiksand”—the orig- 
inal “twin shape” block 
that conforms naturally 
to ANY surface—regular 
or irregular. Sells be- 
cause it saves time and 
energy—cellophane color 
wrapped to catch cus- 
tomer’s eyes. 


Visit our booth No. 588-B at the 


National Hardware Show. 
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‘TOP SPOT ”’ 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out . . . 


leaves safe, smooth edge. Precision built. 


SS people's choice.” 
5-YEAR SW | Zz 


GUARANTEE 


- EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 



























== 











COLYMBIAN 


THE COLUMBIAN VISE & MFG. CO 
CLEVELAND 4, OHIO 


Stevens Level Divis 


—— 

















































+ = " n” H eon 
; —— sa etree! ae Park things where : fe 
: you want them. ..1 MUN 
€ eee CH 
peace EASILY! DAD F 
H A i \ . / \ ; 7 w 
ae 
‘ FINGER GRIP ADJUSTABLE CLIP : , 
© Shops 
: HOLDERS ° aa H act 
} Now with ‘silent salesman’ display card at- e Cupboards H 
z tached for quick, profitable sales. Holds 6 arti- e Closets 4 
g cles. Adjusts in a jiffy to any size up to 1%” e Etc. 1 
4 dia. Clips are nickel plated. Hardwoed 15” ‘ , 
g ‘omg. %” thick. Ready to hang! a 
rf See your Jobber : 
ARTHUR I. PLATT & CO. H The Cleveland Chain & Ufe Co. 
e FAIRFIELD, CONNECTICUT H (CHAIN FOR EVERY NEED Cleveland 5, Obio 

















* Coping saw P ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices * 
rames & co Nationally Advertised Products sows 
hack saws & Mpass saws ang ones ™ es 
block Panel saws Pr oon is * fore . — 
cK planes * ho - Uning 908 chise piones * sane + 
Mitre saws drivers planes *« pers *« 
GREAT NECK SAW MERS., inc, “cot h fpr 
ey IN serater owls * o ++ for the stars in our line 
MINEOLA, NEW YORK see your jobber 














KRAEUTER 


“ASK ANY MECHANIC" 


KRAEUTER & CO., INC. 585 - 18th Ave., Newark 3, New Jersey 


oricisat DOMES OF SILENCE *2:::: 


SELL ON SIGHT when these attention-compelling con- a aie . 
tainers, box or card are displayed on counters. Genuine DOMES 42%" %4" a 


One set on © Card. OF SILENCE glide softly, silently, smoothly 























— over all flooring; saves floors and furniture For 
14" We? Wig? years the favorite with houseowners and furniture 
Vv %” y,” 


manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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NEW SLICER 
UTILA-BOARD COMBINATION 
1951's 
“PRACTICAL” GIFT 


for 
CHRISTMAS 








The unprecedented demand by 

Jobbers and Dealers for this 

great new display combination 

is a sure indication of the tre- 

mendous sales you can make 300—C! ; 

this Christmas with General pn oo rane yn ye 

Slicers and the handy new thickness gauge, spur food clamp, 

Utila Board. Stain-proof rotary knife. 

Practical housewives are slicing The DeLuxe “Chrome 400° — 

dollars every week from _ Streamlined and plated in beauti- 

their food budgets with Gen- ful chrome. Has all slicing and 

The ANCHOR small packaged WIRE line is one you may be proud to erals and today Generals are safety features tsa 

handle. Not only is it b ifull . " recognized as a household ne- Model 319— White porcenamel 

on e. Not only is it beautifully packaged but the utmost in quality cessity. Stock and _ feature finish, has professional slicing and 

is used to assure complete consumer satisfaction. Steady repeat Generals NOW for bigger a —— ony 
Christmas sales and profits. 

sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. Ask for your FREE eye-catch- wh = For larger homes and 

ing slicer and Utila Board dis- F 


play TODAY! GENERAL'S NEW 
NCHOR v ah dines 
 ] Powerful suction cups 
a 











on 


wihiia 


af 
oe 
Ky 
yy 


WIRE CORPORATION Write a thousand’ household 


a t6 Matta “v2 Dept. 267 uses. Write for profit- 
jl 


“Conn 


JAMAICA 3, LONG ISLAND, NEW YORK 


Visit us at the HARDWARE SHOW—Booth 249 SLICING / MACHINE CO., INC. » WALDEN, N.Y. 


making facts. 

















| 
for every \ “pregerred by all 
purpose uke want the Gest! 
eet 


ier bits | TEM TGLTIGy (DON’T SAY WE DIDN'T TELL YOU 


es 


: wT Standard auger bits 
Auger bits for 17 sizes (4/¢” to 24/6") . 
electric drills SS { 9, — of the compelling, 


4), ” 12 “ 
16” to '%/¢ ° 
*Mirror Bright year round consumer ad 


Wri PO rm , ag campaign ——- 
$s ce aon a : t- 
THE MIDWAY TOOL‘CO., INC Melvin, Ohio a scene’ thin a. 
S : uae otk Pateiece “ 9 new MY BUDDY ALLIGA- 
i ! | . TOR ROYALITE TACKLE 
Confidentially a wonderful buy! oy SO ee re 
enthusiastic consumer accept- 
ance of this product to date 
. . . . the coming Christmas 
BUIL ; RS’ HARDWARE o : promises to be the BIGGEST 
You can recommend and sell this quality hardware to HINGES oa — MY BUDDY tackle box SEA- 
your trade with full confidence. Valuable repeat busi- AND BUTTS ‘ » SON IN HISTORY. This is 
ane usually follows every sale b the National oOAtAct iat 4 the LAST call to get set for 
—— lige Sap ype em me DOOR HANGERS | early Christmas shoppers. So, 
a better order plenty! Write for 
A copy of the latest Catalog No. 25 FOOT AND free full-color catalog of com- 
ill d rT : CHAIN BOLTS | ~ 
or an illustrated wall chart will keep seneek acm plete line. 


you posted on the latest in hardware. STORM DOOR 
SETS 

















( enna STRATTON & TERSTEGGE CO., Inc. 
National, MANUFACTURING CO. Sterling, illinois P.O. BOX 1859 © LOUISVILLE, KENTUCKY 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 
Each additionol 


Positions Wanted 
Rate) set solid, maximum, 


ords i 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 


(Special 
50 wi 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 





Representatives Wanted 


Representatives Wanted 





MANUFACTURER'S AGENTS 


WANTED 


To sell STERLING HARDWARE, a rap- 
idly growing, NATIONALLY ADVER.- 
TISED line of Builder’s Hardware for 
Residential Sliding Doors and Casement 
Windows. 


Sterling Hardware has earned a fine 
reputation for quality and satisfactory 
service. A large advertising campaign 
makes it the leader of the field with ads 
month after month in every leading trade 
publication plus a powerful consumer 
campaign in magazines such as Better 
Homes & Gardens. 


This powerful advertising campaign 
and the quality of the products have 
firmly established the Sterling Trade- 
mark with Dealers, Builders, Architects 
and Home Buyers everywhere. It has 
created an ever growing demand and a 
widespread market for Sterling Hard- 
ware. You as a Sterling representative 
can reap the benefits from this powerful 
advertising. 


We want men calling on Contract | 
Hardware Dealers, Lumber and Building 
Material Dealers and Wholesalers. We 
grant exclusive territories and pay un- 
usually liberal commissions. Several good 
territories are open. We may make 
changes in other territories. 


See our Sliding Door Hardware on 
page 155 of this magazine. Write for in- 
formation on this splendid sales oppor- 
tunity. Please include a list of firms you 
now represent, products they make and 
territory covered. Your letter will be kept 
confidential, of course. 


STERLING HARDWARE MFG. CO. 


2345 W. Nelson St. Chicago 18, Ill. 











SALESMAN WANTED 


Nationally known cutlery manufacturer requires 
the services of an experienced cutlery sales- 
man. Must be willing to travel. In reply give 
complete background, age, references, avail- 
ability and salary desired. Replies held in con- 
fidence. 
Address Box A-326, care of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 





PAINT SALESMEN WANTED .. . 


with established following to represent well- 
rated paint manufacturer. Choice protected 
territories open in Indiana, Kentucky, Tennes- 
see, and southern Ohio. Drawing account 
against attractive commission offered to full- 
time representatives. Forward full details, etc. to 


Tobias Paint Mfg. Co., 3302 E. 87th St., Cleveland 27, 0. 











SALESMAN OR SALES REPRESENTATIVES 


Growing manufacturers of Plastic Products to sell line 
of Appliance covers, washing machine covers, etc., to 
Hardware stores, Department stores, Variety stores, 
choice territories open, excellent commissions. Write 
full particulars, lines carried, etc. 











Address Box A-322, care of HARDWARE AGE | 











100 East 42nd Street, New York 17, N. Y. 


SALESMEN WANTED || 


To sell Residential Sliding Door Hard- 
ware and Track to Jobbers. All terri- 
tories open. State territory covered and 
lines handled. 
Address Box A-253, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








SALESMAN WANTED. WHOLESALE 
DISTRIBUTOR HARDWARE and Housewares, 
desires energetic and experienced young man, 
Nassau County Territory open. Would prefer 
salesman with following among retail Hardware 
stores. If dissatisfied with present sales position 
and desirous of selling nationally advertised 
merchandise this is your opportunity. Address 
Box A-294, care of Harpware Ace, 100 East 
42nd St, New York 17, N. Y. 


MANUFACTURERS’ AGENTS WANTED, 
MOST TERRITORIES open for new portable 
belt sander for %” electric drills. Want men 
with wide acquaintance with hardware whole. 
salers and preferably with experience selling 
electric tools. See us at booth 262, National 
Hardware Show or write Box A-300, care Harp 
as Ace, 100 East 42nd St., New York 17, 








ESTABLISHED TOOL MANUFACTURER 
DESIRES COMMISSION salesman with es- 
tablished clientele among retail hardware dealers 
throughout state of Kentucky. Address Box 
A-321, care of Harpware* Ace, 100 East 42nd 
Street, New York 17, N. Y 


CASH IN on new Star Warfarin Rat Killer. 
Choice territories now open. $700 and more per 
month possible just taking orders. Commissions 
paid on repeat orders. No collecting; no de- 
livering. Commissions paid monthly. We are one 
of largest rat killing manufacturers in the 
country. Let us hear from you. Master Labora- 
tories. Beaver Falls, Pennsylvania. 


ESTABLISHED, AGGRESSIVE MANU- 
FACTURERS REPRESENTATIVE TO cover 
Colorado and New exico for old and well 
known manufacturer of padlocks and night 
latches. Address Box A-324, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 











SALESMAN: SELL COMPLETE LINE OF 
Household and Paint Brushes. Well established 
firm. State territory desired. Address Box A-193, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17. N. Y. 








TOOL BOX SALESMEN 


Old, established manufacturer of a complete 
line of tool boxes seeks salesmen to sell retail 
trade and industrial users as sideline. Good 
opportunity. All territories open. Write stating 
territory covered and past experience. All 
replies confidential. 
Address Box A-319, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














| 
——————_ | 
| 
| 


THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. | ons are complete factory lines, and 
| earn a good living handling them. It 











REGIONAL COMMISSION SALESMAN 
WANTED. OLD established importer of Cocoa 
Mats and Matting, Willowware, Porch Shades, 
Peel Furniture and kindred items, presently 
being sold to the Wholesale and Retail House- 
ware and Hardware Trades, Mail Order Houses, 


would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 











Departmen and Variety Stores, desires services 
of traveling or resident representatives in several 
territories on strictly commission basis. Must 
be presently actually regularly contacting fore- 
going trades and able to handle additional lines 
for sale for immediate and future delivery in 
original shipping packages—no open stock busi 


ness. Write rm | lines handled, territory | 
covered, volume of business and references or 
contact us at the National Hardware Show, 


Booth #459, October 8th to 12th, or subsequently 
at our offices. Irving Ross, Inc., 215 Fourth 
Avenue, New York 3, N. Y. 


176 








NATIONALLY KNOWN BUILDERS 
HARDWARE MANUFACTURER desires Sales 
Agents to handle line in the following states: 
Arizona, Arkansas, Colorado, Kentucky, Ohio, 
Oklahoma, Montana, Nebraska, Nevada, New 
Mexico, North & South Dakota, Tennessee, 
Texas and Wyoming. Representatives experi- 
enced in builders hardware that have following 
in wholesale and retail hardware trade desired. 
In reply, state lines now carried and territory 
covered. Address Box A-308, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 





- Help Wanted 


IMPORTER OF GERMAN HAND TOOLS AND 
GENERAL HARDWARE LOOKING FOR SALES- 
MEN FAMILIAR WITH THESE ARTICLES 
MAINLY IN NEW YORK, ALSO IN OTHER 
STATES OF THE UNION. STOCK OF CUR- 
RENTLY SALEABLE ITEMS KEPT IN NEW YORK 
STRAIGHT COMMISSION BASIS. CONTACT 
BOX A-318, CARE OF HARDWARE AGE, 100 
EAST 42ND STREET, NEW YORK 17, N. Y. 




















MANUFACTURERS DIRECT REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
or. straight commission. Several territories in the 
11 Hesdhanetere States open. Also required is 2 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
or Acz, 100 East 42nd Street, New York 
..e. . 


SALESMEN SELLING RETAIL DEALERS, 
OPPORTUNITY to join sales staff of estab- 
lished hardware wholesaler now reorganizing sales 
organization. Many exclusive territories witth 
established accounts still open. Applicants should 
carry other non conflicting lines, Address Box 
A-320, care of Harpware AcE, 100 East 42nd 
St., New York 17, N 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Business Opportunities 








MANUFACTURERS— 


WE SELL AND SERVICE 


JOBBERS 


INTENSIVE COVERAGE 
ED J. AND COMPANY 


BOX 727, BARTOW, FLA. 
Representing Factories for the South 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














MANUFACTURERS’ REPRESENTATIVE, 
WITH LARGE JOBBER following in New 
York, New Jersey, Eastern Penna. & Conn., 
seeking additional hardware lines. Specially 
ane | tools ——. ——— Box A-312 
care 0 ARDWARE AGeE, 100 42: . 
New York 17, N. Y. on 


MANUFACTURER'S REPRESENTATIVE 


Have a force of 5 men covering states 
of Oregon, Washington, Idaho and Mon- 
tana—calling on Hardware, Indystrial 
and Automotive Wholesale trade. Es- 
tablished 17 years. Could use one or two 
additional lines. 


RICE BROS., 351 N.W. 12th 
Portiand, Oregon 








REPRESENTATIVE, 
NORTH AND 


MANUFACTURERS 
COVERING MINNESOTA, 


SOUTH DAKOTA, Montana, Upper Wisconsin 
Wholesale Hardware, Industrial, Electrical, Auto- 
motive and similar distributors. Desire additional 
major line only. Notions or novelties not ac 
cepted. Minimum number of lines carried. 
Howard B. Marks, 215 Loeb Arcade 2, Minne- 


apolis 2, Minnesota. 





PATENTS 
ATTENTION: 
BUILDERS HARDWARE MANUFACTURERS 


Offering manufacturer exelusive license on newly 

patented ‘‘Window-Lock’’ for all double-hung win- 

dows. Working model available, Royalty Basis. 
Address Inventor—John J. Kennedy, Sr. 
8437-118th St., Richmond Hill (18), N. Y. 








Positions Wanted 


EXECUTIVE AVAILABLE 
for position of 


GENERAL MANAGER 
or 
SALES MANAGER 


An experienced wholesale hardware executive. 
Outstanding record. Extensive acquaintance 
among hardware manufacturers. 














Address Box A-306, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








FORMER SALES MANAGER OF LEAD- 
ING TOOL CONCERN SEEKS POSITION. 
Over 12 years experience in all phases of mar- 
ket research, advertising, merchandising, pack- 
aging, etc. Have personally sold to all leading 
jobbers in U. S. and enjoy wonderful reputation 
and ‘owing, Can sell, hire, train and direct 
sales force, Hard hitting and aggressive, under 
35 years old. Address Box A-323, care of Harp- 
— Ace, 100 East 42nd St., New York 17, 





YOUNG, MARRIED MAN, ALERT, CON- 
SCIENTIOUS, desires inside position, future. 
Available at once! Almost 15 years experience 
wholesale, manufacturing, some retail, office desk 


man, order clerk, expediting, correspondence; 
also stock, potential purchasing, sales trainee. 
Know builder’s hardware, tools mill supplies. 


Prefer metropolitan New York City, Long Island 
or North New Jersey vicinity but will relocate 
if opportunity. Address Box A-309, care of 
a ta Ace, 100 East 42nd St., New York 
iJ, a " 











MANUFACTURERS AT HARDWARE SHOW 
IN NEW YORK, OCT. 8-12 


who need active and experienced representa- 
tion in Pacific Northwest, can meet agent for 
personal consideration. Write or phone BOX 
A-317, care of HARDWARE AGE, 100 East 42nd 
Street, New York 17, N. Y. 











MANUFACTURERS 
who wish more 
CANADIAN BUSINESS 


please contact Ted Cooper, 9 Noel Ave., 
Toronto 17, Canada. Excellent connection with 
hardware and electrical wholesalers from coast 
to coast and making regular trips. 











_AVAILABLE—CAPABLE SALES REPRE- 
SENTATION, for Ohio, Indiana, Michigan and 
Kentucky, contacting jobbers, chain stores, de- 
partment stores, premium users. Firmly estab- 
lished for many years with three leading lines. 
Have opening for one more in the hardware 
houseware field only. Address Box A-310, care 
of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y. 








MANUFACTURER’S AGENT, LONG EX- 
PERIENCE, HARDWARE, housewares, depart- 
ment & furniture stores, wants additional line 
with present one. Metropolitan New York City, 
North Jersey, Connecticut & Rhode Island. Seil- 
ing present line for 13 years. Address Box A- 
314, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 
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POSITION WANTED AS STORE MANA- 
GER. 15 years of retail hardware experience 
in buying, selling, inventory, credit sales, store 
decorating and etc. Family man aged 32. Refer- 
ences, Prefer location in western state. Address 
Box A-311, care of Harpware Aceg, 100 East 
42nd St., New York 17, N. Y 





SALES REPRESENTATIVE, 6 YEARS’ 
SALES experience with wholesale distributor 
selling hardware and building supplies to retail 
outlets. Eastern territory desired. Age 34, married. 
Will furnish business and character references. 
Address Box A-299, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





NEW YORK CITY RETIRED MAN, broad 
hardware experience, eager to re-engage to work 
art or full time. Personable, educated, able. 
© project too large and none too small for care- 
ful consideration. Can I be useful to you? Ad- 
dress Box A-274, care of HarpwaAre Acgr, 100 
East 42nd Street, New York 17, N. Y. 





Business Opportunities 





NORTHERN ILLINOIS-HARDWARE, 
HOUSEWARES, PAINTS, APPLIANCE store 
for sale. Established over 40 years. Modern 
up-to-date fixtures, good lease, 100% downtown 
location. Will take about $55,000 to handle. Na- 
tionally advertised brands carried. Considered 
finest hardware store in town of 100,000 popula- 
tion. ‘‘Reason for selling—other interests.” Ad- 
dress Box A-316, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y 


FOR SALE 
Hardware Store and Brick Building 
Marshall County, W. Va., east of Wheeling, in one of 
the best farm and dairying communities, Stock about 
$35,000 consisting of general hardware, Plumbing 
Supplies, Wall Paper, Paints, Building Materials, 
Fertilizer and International Harvester Implements; 
also Refrigerators & Freezers. Principal stock- 
holders wish to retire. 
SINSEL HARDWARE CO., INC. 

P. 0. Box 458 Cameron, W. Va. 


located in 











WANTED TO ASSOCIATE WITH MAN- 
UFACTURERS’ AGENT in Southern California, 
Willing to add capital if necessary. Thoroughly 
acquainted with hardware jobbers and mill supply 
houses on Pacific Coast for many years. Address 
Box A-325, care of Harpware AcE, 100 East 
42nd Street, New York 17, N. Y 





HARDWARE STORE FOR SALE. _IN- 
VENTORY $15,000 consisting of paints, Elec- 
tric Appliances, etc. Established 28 years. Owner 
retiring because of age. Will sacrifice for $11,- 
500. Address Box A-307, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y 








TRANSPARENT BAGS FOR SALE: Im- 
mediate delivery one million crystal-clear .003 
rigid acetate bags 3 x 34%". A perfect package 
for a small item. Can package any sharp or 
irregular item as this material will not puncture 
or tear. All new bags in original cartons and 
priced at one-third cost. THE TAPE. AND 
RIBBON CO., P. O. Box #851, Atlanta, Georgia. 





LONG ESTABLISHED GENERAL HARD- 
WARE, Plumbing & Heating business, located in 
Western N. Y. State prosperous farming area. 
Equipped with Sheet Metal and Machine Shops. 
Clean stock inventory around $20,000. Selling on 
account of poor health. Address Box A-304, care 
of Harpware Acz, 100 East 42nd Street, New 
York 17, N. Y. 





FOR SALE—hardware and implement store 
in the Garden Spot of Colorado. Well estab- 
lished busingss handling complete line of hard- 
ware. International Harvester farm equipment, 
trucks and refrigeration. Doing a large volume. 
Located in Northeast Colorado; County Seat 
town, population 2000. Large trade territory. 
Sell at inventory cost. Building may be rur- 
chased or rented. Good reason for selling. rite 
—Holyoke Implement Co., 237 Interocean Avenue, 
Holyoke, Colorado. - 





HARDWARE BUSINESS FOR SALE IN 
Lewistown, Pennsylvania. Approximately $45,000 
inventory, real estate for sale or rent. Address 
Box A-259, care of Harpware Acz, 100 East 
42nd Street, New York 17, N. Y. 





FOR SALE. APPROXIMATELY 100 DOZ 


tubular latch sets, well known line, wrought 


brass, first class condition. Passage sets $14.00 
doz. bedroom sets $15.00 doz., bath room sets 
$16.00 doz. Also in chrome finish at $1.50 addi- 
tional per doz, FOB Baltimore subject to prior 
sale. Address Box A-313, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





THERE has always been buyers available for 
business property rightly priced. Buyers are 
available now with cash to invest in business 
ventures. If you have a business you want to 
sell, situated in Minnesota, Western Wisconsin, 
or Northern Iowa, our New Method of con- 
centrated effort provides quicker and better re- 
sults. A letter from you will be answered with 
a personal call, and our method outlined to you. 
Write us care of Box A-315, Harpware AGg, 
100 East 42nd St., New York 17, N. Y. 
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Geeelle 
AUGER BITS 


Uniformly fine Solid Center type 
... accurately sized, perfect 

cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls, 












Write for free 
GREENLEE 
Hand Tool Quick 
Reference File 


TOOLS FOR CRAFTSMEN 


GREENLEE 


-_ © 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


GET T 



















._ ACID CORE 


SOLDER 





=" 
Why accept less than the Best—when GLASER costs no more? 
GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 
“gina 











Proven Lawn Seed Program 
Tailor-Made for You! 


gbers 





Complete sales kit, merchandising 
plan, dealer display rack and helps 
and eye catching packages backed by 
one of America’s largest and oldest 
seed houses. Write today for full de- 
tails and discounts, 


L. TEWELES SEED CO. 


Since 1865 Milwaukee 1, Wis. 














Stainless Steel 
Ivory or Black 
Catalin Handles 
Lifetime 
Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and ht 
y 


7-Pieces beautiful 
packaged in Gift Box. 


SEND FOR CATALOG PAGES 
$1195 


List. 





Special 
Promotion 
Price 


Set No. 5005 


ACE PRODUCTS CO., CHALFONT, PA. 
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Pe ae ee 
TES SC Eomm SELLS ON SIGHT!! 


Draws pure cream from any 5 
style bottle of milk! (Except 
homogenized) Works like a 
charm. Washes easily, lasts 
forever. 


RICH, CREAMY PROFITS! 


¥ A terrific impulse seller— 
goes home with every cus- 
, tomer who sees it! Qual- 
ity proven in thousands of 
kitchens! 







SUGGESTED LIST $f Doz. 
RETAIL PRICE ODE PRICE 6 
8 Order immediately through 


¢Oeder mediately through GEO. E. DAVIS © GLENMONT, NLY. 
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THEY'RE AMERICA’S 
LOWEST PRICED 
QUALITY TABLES! 


EXCLUSIVE "TOPPER" 


OTILITABLES 


Seven new colorful top 


designs! Quality-built, yet core” 
» 
















priced for fast, volume 
sales. 


WRITE FOR FULL COLOR «ro...5. 
““TOPPER'' CATALOG HA °*". or 
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UNMATCHED quality 
skillfully created 
by American craftsmen 


NATIONALLY FAMOUS 


HOUSEWARES — GIFTWARES 
CLEVELAND 3, OHIO 
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You, and your customers, can de- 
pend on Moore Pushless Picture 
Hangers to hang mirrors, pictures 
and wall decorations SAFELY. 


ins 






tl 







For lighter wall decorations it’s 
Moore Push-Pins. 
Nationally Advertised 


MOORE PUSH-PIN CO. Since /900 
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“THERE’S AN R. MURPHY & 
STAY-SHARP KNIFE TOR 
PLEASE EVERY : 
CUSTOMER” Sug 
4 
Whether for everyday kitchen or 
tooling needs... for specialized 


trade or precision work—there’s 


an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 


Write for Free catalog showing 


op MANUAL full line. 


LS” TRAINING 





ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 
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a NEW ZevolMnnry pRooucr 


’ 
FOR SINKS, TILE, TUBS 


a eS 
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“DUKE”’ 





FOR MARBLE 


Ze] me [ele] e) FOR CRACKED WALLS 





FOR Zrmanttl oewxinc 


This is the something NEW your 
customers are asking for, an 
EASY to use permanent snow 
white compound with unusual 
magnetic elastic qualities. Made 
to blend with white sinks, baths, 
ete. Clings to the surface, dries 
fast . . . never becomes brittle. 


SEE YOUR JOBBER OR WRITE DIRECT 
LARGE DEALER DISCOUNT 


No selling required, attractive 
counter display selle prodect. 


DE WITT PRODUCTS CORP. SA: 


S860 PLUMMER ST. DETROIT 9, MICH. 








OLIN flashlights made from Brass—not tin or steel — 
sold under brand names WINCHESTER and BOND 
—normally last 3 times longer! See your whole- 
saler's salesman for details. Above flashlights 
retail for $1.59 and $1.39 each, without batteries. 





Brand New Money-Maker 
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Hartshorn Self-Service SHADE SELECTOR Gives 
You a Complete Window Shade Department in the 
Minimum Space at a Maximum Profit 
This attractive self-service display, Model 51, created by a famous 
industrial designer, enables any size store to put ina 
big profit window shade department at once. Production 
problems are temporarily limiting the supply of the new 
Hartshorn Shade Selector so write or wire today for full details 
about this great sales-making deal. 


STEWART GIARTSHORN co. 


350-B FIFTH AVE., NEW YORK 1, N. Y. «© RENFREW, ONT., CANADA 
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